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Top Cars 


New-car registrations for four 
months, plus 24 states for May: 













Further details on Page 28. 





law in spite of “road blocks” erected 
by Ford Motor Co., the Michigan 
Automobile Dealers Assn. was told 
last week. 











Arizona Dealers 


1956 Pos. Make 1955 Pos. 
1—553,172 Chev. 485,521— 2 
2—459,294 Ford 502,390— 1 
3—212,678 Buick 260,749— 3 
4—180,780 Plym. 235,490— 4 
5—168,698 Olds. 198,740— 5 
6—137,195 Pontiac 180,540— 6 
7— 99,956 Mercury  117,202— 7 e asts or 
8— 78,038 Dodge 101,938— 8 B ll Bl F d 
9— 51,919 Cadillac  53,231—10 
10— 40,503 Chrysler 54,831— 9 [6 e 9 
1l— 37,752 DeSoto 43,618—11 Puppeteering 
12— 32,970 Stude. 36,739—12 
13— 30,208 Nash 29,819—13 5 - 
14— 15,122 Lincoln _10,105—16 Predicts ‘Good-Faith’ 
15— 13,085 Hudson 15,746—15 . 
16— 12,628 Packard 17,486—14 Measure Will Pass 
17— 3,947 Imperial  4,835—17 Despite Opposition 
18— 737 Cont’ 
26,900 Misc. 17,559 By Maynard M. Gordon 
Total All Makes News Editor | 
2,155,582 2.366.539 I ANSING.—New-car dealers will 
- 4 “damn well” get a day-in-court 


DETROIT, JULY 2, 1956 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 





To Test New 
‘Used’ Car Sales 


HHOENIX, Ariz—The Used Car 

Dealers Assn. is prepared to 
go to the State Supreme Court to 
obtain a legal definition of a new 
car. 

The battle which is shaping up 
grew out of an order by the 
Motor Vehicle Division that 11 
used-car dealers here stop selling 
“new cars.” 

The order resulted from a com- 
plaint filed against the 11 used-car 
dealers by the Arizona Automobile 
Dealers Assn. 

Last week, R. G. Langmade, 















Frederick J. Bell, NADA, execu- 
tive vice-president, denounced 
Ford’s rallying of dealer opposition 
to the day-in-court bill as “pup- 
peteering” in a luncheon address 
to more than 200 Michigan dealers. 


A division of opinion over the 
O'Mahoney Bill, brought to a 
head by the Ford dealer meet- 
ing June 20, clouded Bell’s fore- 
cast of enactment of a day-in- 
court law, however. 

Two convention speakers took a 
position of opposition to the bill. 
They were Ivan L. Wiles, dealer 
relations chief of General Motors, 
and Hayse Tucker (Ford), Tusca- 
loosa, Ala., appointed chairman of 
the 96-dealer committee formed by 
Ford to fight the O’Mahoney 





Head Michigan Association— 


New officers and leaders of the Michigan Automobile Dealers Assn. are shown at 
last week's convention in Lansing. Front row, from left, A. Bruce Nickless, of Cale- 
donia, outgoing president; Ladd McKay jr., East Tawas, first vice-president; Charles 
Butler, Tecumseh, president, and Howard Cook, Lansing, secretary and treasurer. 
Back row, Bill Hermann, Detroit, Ben Jerome jr., Pontiac, and George Spaulding, 
Flint, all vice-presidents; Gilbert Haley, East Lansing, executive vice-president; Harold 
Rockwell, Grand Rapids, vice-president, and Al Edwards, Lansing, convention chair- 

man. Vice-President Clayton Frei, Marquette, was absent when the photo was token. 


Long Shutdowns to Slash 





state’s attorney general, sought an/| proposal. 

injunction in Maricopa County Su- *_ + * 

perior Court to prevent 10 of the 11 Wes. who wrote the comments 
dealers named in the earlier order into his prepared text at the 
last minute, said GM was opposed 


from selling “new” cars. 
2 = to the O’Mahoney bill because it 
(Continued on Page 33, Col. 1) 
ca - 


Bo WALLACE, president of the 
Trickle of Protests 


used-car dealers’ group, said, 
— going to ignore the order. 
Tor contest it wil and us i the| Follows Ford Plea 
* State Supreme Court.” WASHINGTON.—Dealer response 
The new-car dealers’ associa- (to an appeal by Henry Ford II to 
write senators and congressmen in 
opposition to the Monroney bill has 
been extremely light. 


tion contends that the lots in 
question have been selling “new” 

The Ford letter to 9,000 dealers 
(Continued on Page 33, Col. 1) 
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cars although they hold only a 
used-car license. 
(Continued on Page 4, Col. 3) 







































. Rambler Sets Economy Record— 


. American Motor's Rambler arrives in New York after crossing the country on less 
than a penny a mile, setting a transcontinental stock car economy record. The 
=) Rambler averaged 32.09 miles per gallon on its 2,961.42-mile run from Los Angeles 

Lim 6% days. The car used 92.27 gallons of gasoline at a cost of $26.17 at regular 
retail prices, or less than nine-tenths of a cent per mile. The run was sanctioned 
and certified by NASCAR. (See story Page 4.) 





Car Output This Week 


By Martin L. Whitmyer 
Staff Writer 

XTENDED shutdowns by 

several car makers will mark 
the current holiday week. 

In addition to the closing of the 
five B-O-P plants and Cadillac 
operations today (Monday), Tues- 
day and Wednesday, Chevrolet 
will cease all assemblies Tuesday 
and Wednesday; Mercury will 
close its Metuchen (N.J.) plant 
Wednesday, Thursday and Friday 
and its other plants on duly 4. 
All other makers are expected 
to work four-day weeks. Olds- 
mobile and Pontiac are sched- 
uled to work their home plants 
today (Monday). 

The only manufacturer that will 
be out of production is Packard, 
which closed out its 1956 model 
run last week. Studebaker, which 
was down last week, however, will 
not be affected by the Packard 


i} shutdown and will return to work 


this week, a spokesman said. 
+ * on 
S A result. of the extended 
shutdowns, car-output esti- 


i mates for this week range between 
| 50,000 and 70,000 units, depending 
*}on whether Chrysler Corp., Ford 


division and the smaller makers 
should make a last-minute change 
in production schedules. This 
would be the lowest weekly total 


i since last fall. 


Last week’s output of 100,862 
cars was 19.7 percent below Au- 
tomotive News’ three-year index 
and four percent below the prev- 
ious week’s production of 105,148 
units. Last week’s output also 
was 36.3 percent below the 158,- 
440 cars turned out during the 
same week a year ago. 

The decline, affected mostly by 
the closing of all B-O-P and Cadil- 





lac plants on Friday, helped hold 
June’s yield of cars to an estimated 
428,364 units—a decline of 9.2 per- 
cent from last month’s 471,531 cars 
and 34 percent from the 649,391 
units assembled in June a year ago. 


aa x = 
eststaTeD car production for 
the first half was 3,190,928 cars, 


or 25.0 percent below the record-| 


(Continued on Page 38, Col. 3) 


ETROIT.—In a series of execu- 
tive realignments at General 
Motors last week, general managers 
of two passenger-car divisions were 
moved to new positions. The changes 


Inside 
Auto News 


Writer turns auto sales- 
man — finds it’s no cinch. 
Page 2. 

NADA truck committee 
demands positive attitude 
toward “stepchild”. 


Page 16. 


New Ford franchise 
planned after Congress 


decides on auto legisla- 


lation. Page 8. 
Bert Simons sells a 
middle-aged couple. 
Page 15. 
Latest Detroit auction, Page 4. Other 
auctions, Page 26. New-car regis- 


trations, prices, Page 28. 
Production by makes, Page 38. 





GM Realigns Car Chiefs 


Cole Heads Chevrolet; Knudsen, Pontiac; 
Keating Upped to Group Executive 


This issue includes the monthly 


TRUCK SECTION 


$8 Per Year, 25c Per Copy 





lieding On Today 
By House Group 


Cancellation of Second 
Session Hints Push 
‘For Floor Action 


By William Ullman 
Washington Correspondent 


AwW/ ASHINGTON. — With Congress 


close to adjournment, it appears 
that dealer leaders have aban- 
doned hope of getting the Monroney 
bill through this session and will 
concentrate their efforts behind the 


O’Mahoney “day-in-court” legisla- 
tion. 
A house subcommittee today 


(July 2) will try to hear all wit- 
nesses for the O’Mahoney bill, 
which already has been passed by 
the Senate, 75 to 1. An extra day 
of hearings previously set for 
July 9 has been cancelled. 

The speedup in the House prob- 
ably means that Rep. Emanuel 
Celler, New York Democrat and 
chairman of the subcommittee, will 
push for floor action this session. 

* 7 * 


Guana to testify today are 
Senator Joseph C. O’Mahoney, 
Wyoming Democrat; Rep. Abraham 
Multer, New York Democrat; Fred- 
erick Sutter, NADA vice-president; 
Frederick J. Bell, NADA executive 
vice-president; Henry Eisenhower, 
general manager, Brooklyn & Long 
Island Auto Dealers Assn. and 
Charles M. Hewitt, professor of busi- 
ness law, University of Indiana. 
Also slated as witnesses during 
the brief hearings are Stanley 
Barnes, assistant attorney gen- 
eral, and antitrust chief; John W. 
Gwynne, chairman, Federal Trade 
Commission, and representatives 
of major auto manufacturers. 
A department of Justice spokes- 
(Continued on Page 4, Col. 4) 


were effective yesterday (July 1). 
Thomas H. Keating, 61, former 
general manager of Chevrolet, 
was elevated: to group executive 
in charge of all passenger-car 
divisions. 
Robert M. Critchfield, 61, former 





E, N. Cole 8S. E, Knudsen 


general manager of Pontiac, was 
named to take charge of the process 
development staff at the GM Tech- 
nical Center. 
* a * 
KK BAtaNe was succeeded as gen- 
eral manager of Chevrolet by 
Edward N. Cole, 46, former chief 
engineer of Chevrolet. 
Critchfield’s re nt was 
(Continued on Page 34, Col. 4) 
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Phone Wins Out Over Doorbell .. . TK ty : Sy 





ae 
Writer Poses as Auto Salesman 


Eprror’s Note: There have been 
many accounts criticizing auto 
salesmen for not selling, for 
failing to realize they are oper- 
ating in a “buyers’ market” and 
many other sins of omission. In 
an effort to get an objective view 
of what an auto salesman today 
faces, Automotive News assigned 
one of its staff—a depression-day 
vacuume-cleaner salesman —to 
try selling automobiles. 

+ * * 
By W. C. Lockwood 
Staff Writer 
—— most significant fact faced 
in the first day as an “auto 
salesman” was the amazing prod- 
uct acceptance among all walks of 
life. , 


Also it was apparent in a half-day 
that the old “tried and true” house- 
to-house method of selling, once 

used successfully 
in vacuum clean- 
er and magazine 
sales, is inefficient 
for an auto sales- 
man working 
alone. 

This is credited to the product 
acceptance mentioned above. It 
takes too much time. It’s just too 
hard to get out of the house be- 
cause people today, apparently, 
just love to talk about automo- 
biles. 

* * * 

a THE old days, the first “sell” 

was aimed at getting past the 
portal to stage a demonstration 
and in most cases it was tough. 
Today, as an auto salesman, the 
problem was to get out without 
insulting someone. 


However, efficiently planned 
crew operations with accom- 
panying demonstrators might be 
the answer as it is reported to 
be by several dealers around the 
country using this system. 


With a product such as a 
vacuum cleaner, a magazine or 
brushes, it is much easier to hold 
the prospect’s attention and con- 
trol the conversation than it was 
found to be with an auto. You 
can’t bring that into a home. 

This Avtomotive News staffer 
decided to pass up floor time in a 
dealership and try prospecting 
cold turkey. 

- * ca 

IHE first housewife came to the 

door and peered through a 
crack suspiciously until she found 
that it was an auto salesman. The 
door opened. 

“Come in,” she said. It didn’t 
take long to find what kind of a 
car she owned, what she and her 
husband thought of it, what kind 
of a job he had and when they 
intended to return to the market. 

By the time the salesman had 
gained all the knowledge he 
needed to classify the prospect, 
she was just getting warmed up. 
Was it true there were going to 
be a lot of changes in 1957? Would 
the prices be higher? What did the 
salesman think of the new colors? 
And on and on. 

cd * * 


N ANOTHER home, the ssales- 

man ran into a “classic car” 
family. 

Before he knew it, he was out 
in the back surrounded by three 


|Packards and a Pierce-Arrow — 


| dealership, of course”) based on 
all in various stages of restoration. | deals or treatment received during 
Sure, he found out that the fam-/| the car-shortage days. 
ily owned a 52 Buick, that the! Housewives also—this may stem 
husband was waiting retirement| from that same feeling — were 
(he was a Government employe |jntrigued by the idea of a car 
and was staying on in hopes a bill| salesman calling on them. Numer- 
would be passed that would mean | ous remarks, such as “Why, you're 
$100 more a month in retirement|the first one that ever called,” 


1956 





pay before he finally hung up his 
pen) and that they planned to} 
buy a new car (for cash) and go} 
to Florida when he retired. 

But all that could have been | 
determined by phone without the 
waste of time inyolved in a les- | 
son in classic car restoration. | 
And you simply can’t walk out | 
abruptly on a prospect without | 
endangering the dealer from a 
public relations standpoint. 
Underlying the surface in nearly 
all instances was a latent distrust 
and resentment toward auto} 


dealers as a whole (“oh, not your| 





Larger Portion | 
Of U.S. Vehicles 
Going Abroad 


DETROIT.—Export channels ab- 
sorbed 14,940 U. S.-built cars and 
18,579 trucks and buses during May, 
according to the Automobile Manu- 
facturers Assn. 

Exports thus far this year, the 
association said, are accounting for 
a larger share of the market than 
they did in 1955. 

For the first five months, the 
AMA said, passenger-car exports 
totalled 11,714, while 90,546 commer- 
cial vehicles were shipped abroad. 
This amounted to 6.2 percent of 
total factory sales in the period, 
compared with an export share of 
5.1 percent of factory sales in the 
1955 period. 

In May a year ago, 23,668 cars 
and 19,626 commercial vehicles were 
exported. 

May exports of cars this year 
were roughly one-third less than in| 
any other month thus far in 1956. | 





| panne : 


were heard. 
* * * 

O, PHONE canvass was taken 

up in preference to the house- 
to-house approach. Playing it by 
ear, here is a typical call: 

Salesman: Good afternoon, 
Mrs. K, I understand you're in 
the market for a new car. 
(Imagine greeting a woman 
thusly face-to-face when you 
don’t know her name). 

Mrs. K: Oh, no we just bought 
one. In January. 
SatesMAN: Is that right? 
kind do you drive now? 
Mrs. K: We have a Pontiac and 
had one before that. What kind 


What 


are you selling? (It was found that | 


prospects will talk more freely and 
honestly when 
the salesman’s make. 
never revealed until they asked). 

SaLesMAN: I’m with B. J. Rati- 
gan. DeSoto-Plymouth. 

Mrs. 
Plymouths. But after the war my 
husband didn’t like the lines. You 
know, the looks. 

SaLesMAN: How do you like your 
Pontiac? 

Mrs. K: Oh, I like it. But I liked 
the Plymouth, too. You know, in 


the Plymouth I always felt that I} 
Now, | 
it seems like the car is the master 


was the master of the car. 


of me. 

SaLesMAN: I see. 
Mrs. K do you have power steer- 
ing? 

Mrs. K: Well .. . I really don’t 
know. But I don’t believe so, 

- = * 


Mrs. K, I've just 


started to sell cars and I be- 
lieve that the more people I talk to, 
(Continued on Page 6, Col. 1) 





Governors Hint Horsepower Curbs .. . 


Will States 


ATLANTIC CITY. — Governors 
attending their national iebaena! 
here last week threatened to get | 
tough with auto manufacturers in| 
what was called a “horsepower | 
race to keep up with the Joneses.” | 


The governors also agreed 
unanimously that the only effec- 
tive way to promote highway 
safety is to crack down on mo- | 
torists who won’t “behave behind | 
the steering wheel.” 


The general reaction ranged | 
from demands for cooperation and | 
more help from the auto makers 
to an outright threat to limit 
horsepower by law. 

Gov. Theodore R. McKeldin 
(Maryland) accused auto makers 
of “plunging into a headlong horse- 
power derby of death and destruc- 
tion.” 

Gov. Frank Lausche (Ohio) said 
this was the first time in the 10 
years that he has been attending 


Business Barometer 


Auto Production—120,517 cars, 
trucks in week vs. 184,574 year ago. 

Business Failures — 245 in week 
vs. 205 year beofre. 

Department Store Sales — Up 
12 percent from year before. 

Electricity Output—11,425_ mil- 
lion kilowatt hours, up 14.4 percent 
from year before. 

Freight Loadings — 801,431 cars 
in week, an increase of 21,474 cars 
from year before. 

New-Car Registrations — 2,- 
155,582 in 1956 to date vs. 2,366,539 
year ago. 

New-Truck Registrations—329,- 
631 in 1956 to date vs. 297,647 year 


ago. 

Oil Stocks — 274,075,000 bar- 
rels, a decline of 1,072,000 barrels 
in week. 


Soft Coal Output — 10,275,000 


tons estimated in week vs. 9,481,000 
year before. 

Steel Output — 94 percent of 
capacity estimated vs. 93 percent 
week earlier. 

Used-Car Prices — $864 in June 
vs. $852 in May. 

Wholesale Prices — 114 percent 
on 1947-49 index vs. 114.2 percent 
week earlier. 

ss Se 


Common Stocks 
June June 1956 
27 20 High 
6% 7 8% 
65%. 64%, 87 
564%, 63% 
45% 49%, 
7% 10% 


Low 
6% 
60 
51% 
40, 
7%, 


Am. Motors 
Chrysler 


Average 36.35 35.63 





Rein Cars? 


such conferences that “there has 
been an honest discussion of the 
horsepower problem.” 


He accused governors of treat- 
ing the topic “very gingerly” in 
the past and doing nothing more 
than “whispering about it.” 
Lausche said that it has been 
the custom in the past to blame 
“police, courts and politicians.” 


McKeldin bluntly said: “If the 
race for power and speed con- 
tinues, the states may have to 
counter attack and reduce the 
speed of modern motor vehicles 
by statute.” 


He said he does not advocate 
|censorship of auto advertising by 
|law. However, he said, if the 
|makers do not “reverse their posi- 
tions and help us instead of hin- 
dering us in our safety campaigns, 
|then the states may be forced to 
| act in self defense.” 


| Other excerpts 
| speech follow: 


“We reduce grades to lessen 
the need for excessive speed. 
And we get more potential speed 
in the next model.” 


| “We build our roads with every 
|known safety device and the ty- 
j}coons . . . of motors build more 
| speed and power into... vehicles.” 
| “Even worse, they (the makers) 
|; come dangerously close to advocat- 
|ing the use of that lethal weapon.” 

“Then some .. . fellow on televi- 
sion demonstrates what he 
called the actual speed in 
which the car he is huckstering 
can pass a fast moving vehicle 
ahead. 

“I am sure a lot of wild asses 
of the macadam immeditely took 
to the wheel to put his claim to 
the test and that others tried 
| to beat him with cars of other 
makes.” 

“It may be too late, even now, 
to reduce speed by any other 
means than laws that curtail 
horsepower in the motors.” 


of McKeldin’s 





they don’t know} 
This was} 


By the way, | 


ASHINGTON. — The year 1956 
may be the best year truck 


| Nuesse, executive manager of the 


Nuesse’s observation is based 
on a survey of 49 members of 
the industry, most of whom in- 
dicated that 1956 would be a 
better year than 1955 — the prev- 
ious top year. 





body manufacturers have ever| 
known, according to Arthur H. 


Truck Body and Equipment Assn. | 





Austin Wins British Economy Run— 


An Austin A-90 "Six" Westminster has been declared the winner of the Mobilgas 
Economy Run in Great Britain. The Austin averaged 29.74 miles per gallon for the 
600-mile run. From left are H. W. Rocke, managing director, Mobil Oil Co.; H. G. W. 
Kendrick, driver of the winning car; Miss P. L. Wright, co-driver, and Mrs. Donald 
Campbell, who presented trophies to the winner. 


Outlook for Truck Bodies 
Called Best in History 


K: Oh, we used to have | 


that 67 percent of the truck 
body manufacturers reported 
that higher costs including 
labor costs — were a pressing 
problem. Other problems were a 
lack of trained employes, high 
corporate taxes and a possible 
steel shortage in the last half. 
Despite these difficulties, expan- 
sion in the industry is at a high 
level with many manufacturers 
reporting new plants, additions to 


| The manufacturers listed im-| existing plants and new diversifi- 
| proved models, better sales pro-/| cation programs. Employment is 
|motion, expanded facilities and/| expected to increase from 5 to 25 
| generally favorable business con-| percent during 1956. 

| ditions as reason for their opti- 


| mism, 

| This feeling of confidence was 

lalso in evidence recently at the 

| Mid-Year Business Forecast Sym- 

| posium, sponsored by the U. S. 
Chamber of Commerce. 

| oa * + 


(a trade and profes- | 


sional association spokesmen 
| presented a summary of the out- 
look in their fields. The consensus 
of the forecasts was that 1956 
'would be the best year in Ameri- 
|can history in terms of produc- 
| tion, employment and earnings. 


| Despite the recognized soft spots 
|in cars, agriculture, and housing, 
it was felt that there were other 
strong forces which should make 
1956 a record-breaker. 

| Even prosperity is not without 
its problems. 

The TBEA survey revealed 








NASCAR Cites Dodge— 


William C. Newberg, left, Dodge pres- 
ident, and Bill France, NASCAR presi- 
dent, look over the NASCAR Manufac- 
turers’ Trophy presented to Dodge for 
“excellence of performance against all 
competition on NASCAR Grand National 
circuits. The presentation followed the 
completion of the Flat Rock (Mich.) 
Classic when a Dodge D-500, driven by 
lee Petty, finished the 125-mile run 
in record time. 








Packard Builds 
Last °56 Model; 
Studies °57 Start 


DETROIT. — Packard last week 
ended production of 1956-model pas- 
senger cars, thus becoming the first 
U. S. maker to complete its current 
model run. 

A company spokesman said the 
starting date for production of 1957 
models would depend on a study of 
the current inventory situation, 

It was believed in some quarters 
that plans for production of 1957 
models also hinge on the outcome of 
merger talks currently in progress 
between Studebaker- Packard and 
Curtiss Wright Corp. 

Top C-W officials and the full 
S-P board were meeting in New 
York at press time last week, and 
it was hoped that a favorable 
announcement could be made over 
the weekend, or at the latest Tues- 
day (July 3). 

Studebaker operations at South 
Bend were not affected by Pack- 
ard’s closing of its Conner Ave. as- 
sembly plant and its engine and 
transmission plant in Utica, Mich. 
Packard is continuing work at its 
E. Grand Blvd. plant in Detroit, 
where it is tooling up for produc- 
tion of jet-engine parts. 


Windshield Boon 


Packing Innovation Said 


To Cut Breakage 


DETROIT. — A new method of 
packaging which permits auto 
windshields to “ride on air” will 
greatly reduce breakage during 
shipment, according to Pittsburgh 
Plate Glass Co. 

A glass company spokeman gave 
equal credit for the development 
to officials of Chrysler’s Export divi- 
sion and Flotepak Corp., Detroit. 

Under the Flotepak method, it 
was said, a wraparound windshield 
may be shipped in a 65-pound wire- 
bound container instead of the 260- 
pound wooden box formerly used. 


Chrysler Export said the glass 
is held by three supports which pre- 
vent contact with the container, 
eliminate lateral and vertical move- 
ment and reduce shock transfer. 
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Dealers tell me 


By John 0. Munn 









t AM indebted to George M. Berry,| tive business life he sold more than 


St. Louis, for some interesting 
figures on production for the sec- 


ond quarter of 1914. Berry was a| there were 81 passe 


Packard distributor in St. Louis 


and now is retired on his country | 


estate with a stable of riding horses 
and many blue-chip investments. 

During his business life he 
served actively in many capaci- 
ties in trade association affairs, 
as well as contributing as chief 
officer in many civic, war and 
government activities. 

His first experience as an auto- 
mobile salesman was at the turn of 
the century as a retail salesman for 
Locomobile in Danbury, Conn. By 
1902 he was an executive with the 
Jeffrey factory in Kenosha, Wis., 
switching to Overland in Toledo 
during the height of its prosperity 
where his principal duty was chief 
of the branches, 80 of which were 
operating at the time. 

Later on he liquidated Stevens- 
Duryea at Chippewa Falls, Mass. 
During the last 30 years of his ac- 


Chicago Pushes 
For 2 Months of 
Sunday Closing 


CHICAGO. — In an effort to 
have every dealer close Sundays 
during July and August, the Chi- 
cago Auto Trade Assn. board of 
directors has urged each dealer 
line group to cooperate. 

The Oldsmobile Chicago Zone 
Council sent the following telegram 
to the 35 Oldsmobile dealers in the 
Chicago area: 

“Members of the Oldsmobile 
Chicago Zone Council are closing 
on Sundays during the months of 
July and August. Won’t you join 
us?” The wires were signed by 
Ajax Auto Co.; Bel-Park Motors, 
Inc.; Larry Faul Oldsmobile Co.; 
May Motor Sales, Inc.; Mont- 
gomery Motor Sales Co., and Park- 
way Auto Sales. 


Similar action is contemplated 
by another dealer line group, 
according to CATA, and many 
used-car dealers are in favor of 
the two-month Sunday closing. 


In a survey of new-car dealers 
taken by CATA, 320 dealers, or 
90 percent of 361 returns, answered 
“yes” to the closing. Twenty-six 
dealers said they would close “if 
all dealers do,” and eight dealers 
said “no.” There were no replies 
from 69 dealers. 


Chicago Assn. 
Keeps McCorkle 


CHICAGO. — Clarence J. McCor- 
kle (Buick) has been reelected 
president of the Chicago Automo- 
bile Trade Assn. Don Mullroy 
(Ford) was reelected vice-president 
and Marshall Evans (Oldsmobile) 
was named treasurer. 

Jerry H. Gizek was elected secre- 
tary to succeed M. F. McCarty, who 
resigned when he retired from In- 
ternational Harvester Co. to enter 
the banking business. 
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$65 million worth of Packards. 


During the second wef 1914 
manu- 

facturers reporting ber of 
units produced and th. « whole- 


sale value of the product to the 
National Automobile Chamber of 
Commerce, an organization which 
preceded the Automobile Manu- 
facturers Assn. 

* + * 


81 Makers, 85,831 Cars 


ORD MOTOR CoO., then as now, 

was the only manufacturer that 
did not belong to the association 
and Ford figures therefore are not 
included. The total number of cars 
produced in the quarter by the 81 
manufacturers was 85,831 units with 
a dollar volume of slightly over $89 
million. Listed below are the first 
15 makes in order of their volume 
for the 12 months ended June 30, 
1914, but showing dollar volume for 
only the second quarter of 1914: 
Willys-Overiand Co, .............. $10,012,534.76 
Studebaker Corp. 9,763,781.60 
Buick Motor Co, 0.0.0.0... 4,811,471.44 
Cadillac Motor Car Co. ...... 4,824,492.65 
Chalmers Motor Co. ............ 4,455,840.00 
Hudson Motor Car Co. 2,329,140.85 
Maxwell Motor Co. ..... 
Hupp Motor Car Co. ............ 
Reo Motor Car Co. ............... 
Packard Motor Car Co. ...... 
Oakland Motor Car Co. 
Paige-Detroit Motor Car Co. 
Plerce-Arrow Motor Car Co. 





4,431,775.51 
3,288,196.13 
3,895 ,090.58 
3,083,756.27 
2,469,294.50 
2,661,329.51 
1,256 368.43 
Thos. B. Jeffery Co. ............ 1,995,685.30 
Cole Motor Car Co. .............. 1,078,163 .86 


It is interesting to note that while 
Dodge had come into production 
for the first time in 1914, no cars 
were built until the third quarter. 
This was the year that Cadillac 
brought out the first eight-cylinder 
car. It was the year in which Ford 
startled the industrial world by an- 
nouncing a $5 rate for an eight- 
hour day. 

The new cars in production for 
their second quarter were the 
Briscoe, Saxon and Scripps-Booth. 

In fact, Saxon’s initial produc- 
tion, which occurred in this quar- 
ter, was 3,700 cars but its dollar 
volume was low because whole- 
sale value was around $340 each. 

Briscoe produced 207 cars at $760 
each. Electric cars still were popu- 
lar, the wholesale value being 
around $2,000. Included were such 
makes as Baker, Ohio, Woods and 
Raush-Lang, each producing about 
50 cars a month. 

. Eg + 


Distribution Was Different 


ya the entrance of the Con- 
tinental Mark IT this year there 
has been considerable talk about a 
market for high-priced cars. Cad- 
illac now is considered in that class 
but in 1914 Cadillac’s' wholesale 
value was but $1,300. 

There was, however, a com- 
paratively large percentage of 
high-priced cars. Packard’s 
wholesale price averaged $3,400; 
Pierce Arrow and Locomobile 
were $3,800. Winton was $2,600; 
Stevens-Duryea, $3,400, and Peer- 
less topped the list at $3,900. 

Only 11 manufacturers made more 
than 2,000 cars this entire quarter. 
Forty-five made fewer than 1,000. 
Twenty shipped fewer than 100. 

One can see that the situation in 
the industry regarding the avail- 
ability of automobile manufactur- 
ers’ contracts was much different 
than it is today. Many makers had 
dealers only in certain sections of 
the country. Few of them had na- 
tional distribution. Practically all 
factories sold through distributors. 
There were few factory travelers. 

Most dealers sold dual lines. All 
cars, except the products of the 
larger manufacturers, were hand- 
built. Assembly lines were just be- 
ing developed. It was a pioneer age 
for both manufacturers and deal- 
ers, an era of trial and error. 

Owners did much of the test- 
ing. Salesmen taught people to 
drive. The condition of the roads 
made the use of the car a real 
adventure. Automobile tours were 
undertaken only by the most 
hardy and venturesome. 

It was a period that contributed 
much to the ultimate development 
of both dealers and factories. It 
was a never-to-be-forgotten time. 
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Third-Quarter Slump Due? ... 
New-Car Sales Pass 


3 Million at ’56 Half 


N. J. Refuses to Restore 
Ban on Sunday Sales 


TRENTON, N. J.—The appellate 
division of the New Jersey Su- 
perior Court has refused to rein- 
state a law prohibiting Sunday 
automobile sales, 


The law was held discriminatory 
by Superior Court Judge Howard 
Ewart in a case brought by Gun- 
daker Central Motors (DeSoto- 
Plymouth), Belmar. The deputy 
State attorney general sought a 
stay to keep the ban in effect 
until an appeal is heard in the 
fall. 











By Robert M. Lienert 
Associate Editor 
f ges first half of this year has 
ended with 1956 stacking up as 
the second-best new-car sales year 
in history—in volume, not profit. 
Business, however, is expected 
to lag as third-quarter selling 
gets under way today—pulling 





A Buick Dealer 50 Years— 


M. VY. DeForeest, center, DeForeest Buick Co., Sharon, Pa., signs a Buick selling 
agreement, marking his 50th year as a franchised Buick dealer. From left are C. J. 
Foster, Buick zone manager; W. M. DeForeest; DeForeest, W. M. DeForeest jr., and 


W. A. Thomas, Buick district manager. 


Chevrolet Has Halted Sales 
To State, Says Pa. Assn. 


HARRISBURG, Pa.—The Penn-| purchased 1,225 Fords and Chevro- 


sylvania Automotive Assn. last week 
claimed a major victory in its fight 
to halt direct factory sales of new 
cars to State agencies. 


The PAA declared it had “reli- 
able information” that Chevrolet 
“will discontinue bidding direct 
with the State for the balance of 
this year, and all bids for State 
business will be made through 
Chevrolet dealers.” 

Chevrolet did not confirm the 
PAA report. The factory said it had 
“no statement to make on fleet 
sales to Government units.” 

It added, however, that Chevrolet 
at this time has no bids pending 
on sales to the State of Pennsyl- 
vania. 

The dealer association’s feud with 
the factories began about a year 
ago when the State revealed its 
decision to buy more cars direct 
from the manufacturers, thus freez- 
ing out the dealers. 

The PAA denounced the pro- 
gram as unfair, but directed its 
ire at the factories. It agreed 
that the State’s desire to purchase 
cars at the lowest possible price 
was simply “an indication of wise 
expenditure of tax money.” 

Pennsylvania buys more than 
3.000 new cars a year. The bulk of 
them are Fords and Chevrolets. 

Cc. S. Klugh, PAA general man- 


ager, has charged that the State 


Seattle Auto Show 


Set in January 


SEATTLE.—The 1957 auto show 
has been set for January in the 
Civic Auditorium, according to the 
Seattle Automobile Dealers Assn. 

At the same meeting the dealers 
elected L. E. Belcourt (Studebaker) 
as president for the coming year. 
He succeeds Robert Dunn (Pon- 
tiac). 

Other officers elected were S. L. 
Savidge jr. (Dodge-Plymouth), vice- 
president; Ralph Malone (Ford), 
secretary, and Arvid Andresen 
(DeSoto-Plymouth), treasurer. 
Carey Donworth continues as as- 
sociation manager. 


lets between October and January 
for an average cost of $1,100. Dealer 
cost, he said, would have averaged 
$1,650 per car. 

The association’s protests were 
stepped up in April when the State 
set up a bureau to sell its used 
cars to the public. Prior to that, 
used units were offered at auction 
with dealers buying the majority of 
them in 1955 and early 1956. 

The PAA charged that the new 
policy depresses the used-car 
market since the State can sell 
its cut-rate cars at about the price 
it paid for them. 

This price, Klugh said, is far be- 
low the minimum at which dealers 
can offer year-old units. In addition, 
he added, the purchasers are poten- 








tial customers who are lost to retail | 


new and used-car dealers. 


' 










| the year down to the third-best 
of all time. 

Such a slump, if it does develop, 
will counteract an anticipated sales 
explosion in the final three months 
of the year. 

cd * + 
a a reporting to AUToMo- 
Tive News are far from happy 
over prospects in the upcoming 
three months. July, August and 
September may well go down in 
the books as “Cleanup Quarter.” 

Some dealers will operate at 
cleanup level during this quar- 
ter because they have swollen in- 
ventories to reduce. Others will 
be held to a cleanup pace, despite 
thin stocks, because of reduced 
factory production, making it 
difficult for these dealers to 
obtain the most popular units. 

As a result, an increased tempo 
in dealer swapping of available 
units is expected from now until 
the new models come out. 

“If I sell many station wagons 
or hardtops this summer,” said one 
Midwestern volume operator last 
week, “I’m going to have to scour 
small-town dealerships to get 
them. 

“I think that more dealers than 
myself are going to be yelling to 
the factory for cars and not get- 
ting them.” 

* * 

Sb gawoe ear already are looking 

ahead to the fourth quarter. 
New models, they feel, will have 
more impact on the market this 
year than at any time since the 
war—surpassing even the intro- 
duction of ’55 models in the fall 
of '54, 

Quick delivery of new models 
to buyers at introduction time 
is expected to be more common 
this year, too. 

With at least one maker having 
closed out production of ’56s, and 
others expected to phase out their 
model run earlier than usual, the 
factories this year will have more 
time than is customary to fill 
pipelines and build up dealer 
stocks ahead of introduction dates. 

Some makers reportedly will 
start shipping ’'57 models in Sep- 
tember, although introduction 
dates are tentatively scheduled two 
months later—in November. 

It seems reasonable to assume 
that there will be a lot of “back- 
room deals” made on new models 
this year before they are intro- 
duced formally. 

” > + 
Qos industry observers believe 
that the fourth-quarter surge 
will be great enough to boost the 
year’s registration total to six 
million. 

On the basis of an estimated 
first-half total of 3,106,987 new- 
car registrations, that means 
that 51.6 percent of all antici- 

(Continued on Page 6, Col. 1) 


On the House .. . 


After slipping off for some months, NADA mem- 
bership has perked up recently and is now stabil- 
izing at around 27,600. In March, 1955, the total 


was 28,692. 


Recent directors meeting voted to 


inaugurate a new Awards Program, with 10 prizes 
of $75 each to go to state association managers who 
do the best all-around job on NADA membership. 
The regular 15 percent commission to state associ- 
ations for each membership obtained will remain 


in effect. 


If members vote favorably on by-law 


change, NADA officers will be elected hereafter 
at a December directors meeting and will take 


Wemhoft January.... 


office immediately after annual convention in 


Two new NADA directors have been elected: Bill Mitchell jr., 


(Chevrolet), Waltham, Mass., 


succeeds late George A. Daley, 


while J. W. Pickens (Cadillac-Oldsmobile), Orangeburg, S. C. takes 
over from A. H. Easterby, resigned. . . . South Dakota association 
urges its members to resist pressure from one factory which is 
trying to get its dealers to give discounts on parts to farmers... . 
Lawrence Goldbeck (DeSoto-Plymouth) elected director of St. 
Louis association to succeed Clark Compton, who’s retiring from 


business... . 


Connecticut association’s executive board has notified the factories 
that it favors a “purifying” of retail delivered prices of new cars 
at time of 1957-model debuts; asks elimination of all unsupported 
charges but recommends that makers’ advertised prices, f. 0, b. 
Detroit, include the item of cooperative advertising and a “realistic” 


delivery and handling charge. 





—Petre Wemuorr, Editor, 
Automotive News 
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13-Year Program Voted by Congress eT 


Highways Get Big U.S. Boost 


WASHINGTON. — The Federal 
highway bill late last week awaited 
only President Eisenhower's signa- 
ture to become law. Presidential ap- 
proval of the $33.4 billion program 
was considered certain. 

Increased taxes to finance the 
project — principally a one - cent 
hike in the Federal gasoline levy 
—were to become effective yester- 
day (July 1). It was estimated 
they would cost the average mo- 
torist about $8 more a year. 

The House and Senate paved the 
way for the President’s signature 
last week as both chambers ap- 
proved a compromise bill drawn up 
by a conference committee. 

The House action, by a voice 
vote, took but five minutes. The 
Senate debated two hours, then 
voted 89 to 1 in favor. The lone 
dissenter was Senator Russell B. 
Long, Louisiana Democrat. 

* * * 

NTITLED the Federal-Aid 

Highway Act of 1956, the law 
provides the machinery to com- 
plete the 41,000-mile interstate 
highway system which will link 
42 state capitals and 90 percent of 
U. S. cities with more than 50,000 
population. 

This is a 13-year program which 
involves expenditure of about $25 
billion in Federal funds. The 
states will contribute about 10 per- 
cent of the cost of the interstate 
system with the U. S. supplying 
90 percent. 

Also included is some $2.5 billion 
in Federal aid for primary, sec- 
ondary and urban road construc- 
tion during the next three years. 


The states will match these 
funds on a 50-50 basis. 
The road bill passed by the 


House in April projected the latter 
work for 13 years, making the 
House program a $51.5 billion item. 

A Senate-House conference com- 
mittee chopped this time limit 
down to three years which 


accounts for the difference in the 
amount. The conferees agreed that 
Congress would act every two years 
on this phase of the program. 

> * * 


{pw conferees spent three weeks 
reconciling the differences be- 
tween the road bills passed by the 
House and the Senate. Chief 
problem was the method of appor- 
tioning interstate funds to the 
states. 

For the first three years, the 
Senate formula will be used. This 
is based two-thirds on population, 
one-sixth on state area and one- 
sixth on rural mail-route mileage. 

The Secretary of Commerce 
will study the actual state-by- 
state cost of building the inter- 
state system, and Congress will 
use these figures in determining 
the apportionment during the 
last 10 years. 

The pay-as-you-drive program 
will be financed by new highway 
user taxes which will bring in 
some $14.8 billion during the next 
16 years. 

To the average motorist, the 
most important of the new taxes 
is the boost in gasoline from two 
to three cents a gallon. This also 
has been applied to diesel fuel 
and other special motor fuels. 

* ” + 


IHE tax on tires was boosted 

from five to eight cents a pound, 
truck, bus and trailer excises rose 
from 8 to 10 percent and a new 
tax of 3 cents a pound was im- 
posed on retread rubber. 

Trucks weighing 26,000 pounds 








Indictment Quashed; 


Cole Goes Free 


CHICAGO. — Judge Wilbert F. 
Crowley, in Criminal Court, quashed 
an indictment charging Irwin Cole, 
president of Cole-Finder (Mercury) 
and three others with false adver- 
tising. 








Rambler Tops 32 M.P.G. 
On Penny-a-Mile Run 


NEW YORK.—A Rambler station 
wagon traversed the country from 
Los Angeles to New York City on 
less than a penny a mile for gaso- 
line, setting a transcontinental 
stock car economy record. 

The six-passenger Rambler 
crossed the country on less than 
five tanks of fuel. The goal had 
been to make the run on less than 
six tanks. Results of the six-and- 
one-half-day run were announced 
by Jack Senn, an official of 
NASCAR, which sanctioned the 
run. 

The Rambler, equipped with over 
drive, averaged 32.09 miles per gal- 
lon while consuming only 92.27 gal- 
lons of gasoline, Senn said. Total 
fuel cost for the 2961.42-mile trip 


or less than nine-tenths of a cent 
per mile. Only regular grade gaso- 
line was used on the run. 

The car carried three people, 
drivers Les Viland and Carl Chak- 
makian, American Motors engi- 
neers, and Senn, who served as offi- 
cial NASCAR supervisor. The run 
was conducted in cooperation with 
Tidewater Oil Co., producer of Fly- 
ing “A” gasoline. 

“We traveled through deserts, 
mountains, congested cities and 
on open highways,” Viland said. 
“The route was similar to what 
the average driver might encoun- 
ter on a vacation trip, including 
heavy city and highway traffic on 
a Sunday afternoon.” The car 
passed through Tucson, Ariz., 





Higher °57 Car Prices 


Predicted by Romney 


NEW YORK.—Higher prices on 
1957 cars because of increased 
manufacturing costs were fore- 
cast last week by George Romney, 
president of American Motors 
Corp. 


Romney made the prediction at 
the conclusion of a transconti- 
nental economy run by a Rambler 
station wagon. 





Amarillo, Tex., Oklahoma City, St. 
Louis, Indianapolis, and Colum- 
bus, O. 

The Rambler maintained an aver- 
age speed of 40.35 miles per hour, 
and covered the distance in an 
elapsed time of 73.39 hours. At no 
time did the fuel consumption drop 
below 30.97 miles per gallon of gaso- 
line during a single day’s run. The 
| highest day’s average was attained 
|from Los Angeles to Tucson—34.17 
| miles per gallon, Senn said. 


or more will pay a special use tax 
of $1.50 per 1,000 pounds on the 
entire weight of the vehicle. 

The conferees also adopted the 
truck size and weight freeze 
contained in the Senate version. 
The conference committee up- 

held the Davis-Bacon Act provi- 
sion on prevailing wages which the 
House approved in its original bill 
after a stormy debate. 


Arizona Dealers 
To Test New 
‘Used’ Car Sales 


(Continued from Page 1) 

Wallace insists the lots “are sell- 
ing only used cars.” 

“It is all a question of definition,” 
said Wallace, whose Westway Mo- 
tors here is one of the 11 firms 
covered by the State order. 

“There have been two Superior 





each way, thereby nullifying one 
another. We hope that by ignoring 
the cease-and-desist order we can 
get this settled.” 

In filing for the injunction, Lang- 
made noted that the used-car firms 
had ignored the cease-and-desist 
order issued earlier. 

> + oa 
RIZONA law defines a used car 
as a motor vehicle which has 
been sold, bargained, exchanged, 


Court verdicts and one has gone} 


given away or the title thereto| 


transferred from the person who 
first acquired such vehicle from the 
manufacturer or importer and 
which has been placed in bona fide 
use. 

The law says that a vehicle has 
had bona fide use if it has been 
acquired for use and has had a title 
isued and has been registered as 
provided for by law. 

C. A. Steinhoff, president of the 
new-car dealers’ group, said, “We 
believe anyone has the right to go 
into the new-car business, but he 
should qualify under the same re- 
quirements.” 

Qualifications for a new-car 
dealer’s license, according to law, 
include an established place of busi- 
ness and showroom facilities for at 
least two vehicles of the kind for 
which the dealer is franchised. 

In addition to Westway, firms 
named in the cease-and-desist order 
are Paul Jones Motor Co., Phoenix 
Super Car Mart, Virgil Moss Select 
Cars, and Sarwark Motors, Inc., all 
of Phoenix; Robinson Motor Co., 
| Palm Groves Motor Sales, Frontier 
| Motors, Inc., Williams Auto Sales 
and Trabu Motors, all of Tucson, 
‘and Wilson Motors, Flagstaff. 





| Used-Car Bulletin from Detroit . . 
| Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


June 27 
(Sale very fast and prices still hold- 
ing. Weather fine. Sold 131 cars out 
of 190 entered.) 

BUICK—’55 Special Riviera, $1,900*, 
$1,795°, $1,785*, $1,720*; conv., $1,- 
835; 4-dr., $1,825*; Century 4-dr., $1,- 
765*. °54 Super Riviera, $1,465*: 
Special Riviera, $1,360*, $1,250. ‘53 
RM Riviera, $1,000*; Special Riviera, 
$930*; 4-dr., $875*. 

CADILLAC—'53 (62) coupe de Ville, 
$1,780°; 4-dr., $1,540*. '51 (62) coupe 
de Ville, $1,150*; conv., $800*; 4-dr., 
$840°*. 

CHEVROLET—'55 Bel Air (8) conv., 
2 at $1,725*; Two-ten (8) 2-dr., $1,- 
310, $1,210, $1,100*; Two-ten (6) 4- 
dr., $1,170*; 2-dr., $1,290, $1,170, $1,- 
110, $1,090; Delray coupe, $1,425; 
Bel Air (6) 4-dr., $1,275. ’54 Two-ten 
Handyman, $1,090; 2-dr., $870, $860, 
$840, $740; One-fifty 2-dr., $710. '53 
Bel Air Hardtop, $820*; conv., $790*; 
$780*; Two-ten 2-dr., $650, $630*, 
$625. °52 SL Deluxe 4-dr., $455, 
$390; conv., $385°. 

CHRYSLER—’54 Imperial 2-dr., $1,- 
250*. '53 Windsor station wagon, $1,- 
000*. '51 Windsor coupe, $230°*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,- 
635*. ‘53 Powermaster 4-dr., $650. 

DODGE—'56 Custom Royal 4-dr., $2,- 
080*. '55 Coronet station wagon, $2,- 
010* (ps). '53 Coronet Hardtop $630; 
4-dr., $535, $455; Meadowbrook 4-dr., 
$530. 

FORD—'56 Thunderbird, $3,000; Fair- 
lane (8) Victoria, $1,955*; conv., $1,- 

. '55 Fairlane (8) Victoria, $1,- 
, -$1,610*; conv., $1,685* (ps), 
$1,755*; Hardtop, $1,625*; 4-dr., $1,- 
400*, $1,390*; Custom (8) 4-dr., $1,- 
230; 2-dr., $1,095; Custom (6) sta- 





|| (Aptco Auto Auction. Sales every Wednesday and Friday.) 
was $26.17 at regular retail prices— | : 


tion wagon, $1,420; Main (8) 2-dr., 
$1,020. ‘54 Crest (8) conv., $1,160; 
Victoria, $1,080; Custom (8) 2-dr., 
$825; Custom (6) 2-dr., $820. °53 
Crest Victoria, $890; station 
wagon, $805; 4-dr., 2 at $700*; 2-dr., 
$695; Custom (6) 4-dr., $635*; 2-dr., 
$620. ‘52 Crest (8) conv., $625°, 
$540; Main (8) 4-dr., $395. '51 Cus- 
tom (6) 2-dr., $285. "50 Custom (6) 
2-dr., $165; Custom (8) 4-dr., $365. 
"36 coupe, $365. 

HUDSON—’53 Hornet 2-dr., $550. °52 
Hornet 4-dr., $310. 

LINCOLN—’54 Capri Hardtop, $1,350*. 

MERCURY—’56 Montclair Hardtop, $2,- 
200*. '55 Montclair Hardtop, $1,685*; 
4-dr., $1,605*, $1,545*. ‘54 Monterey 
Hardtop, $1,310*. '53 Monterey Hard- 
top, $950; 2-dr., $870*. '52 Monterey 
4-dr., $400. ‘51 2-dr., $485, $375*; 
4-dr., §285. "50 2-dr., $260. 

NASH — '54 Rambler station wagon, 
$1,060; 4-dr., $860. 

OLDSMOBILE—'56 (98) Holiday, §$2,- 
925° (ps). '55 (88) Super 4-dr., $1,- 
880*. '54 (98) Holiday, $1,705*, $1,- 
625° (ps). ‘53 (88) 2-dr., $1,020. 
"52 (98) 4-dr., $775*. 

PACKARD—'53 Clipper 4-dr., $670*, 
$620*. 

PLYMOUTH—'55 Belvedere (6) 2-dr., 
$1,400*; Plaza (6) 2-dr., $1,060, $1,- 
045; 4-dr., $1,025. '54 Belvedere 4- 
dr., $930* (ps). '52 Cranbrook Belve- 
dere, $360. ‘51 Cambridge 2-dr., 


$360. 

PONTIAC—’55 Chieftain (8) Catalina, 
$1,575*. °'54 Star Chief (8) 4-dr., 
$935*. ‘51 Chieftain (8) Catalina, 
$560*. '50 4-dr., $215. 

— — '53 Champion 4-dr., 
340 

| WILLYS—’51 station wagon, $430. 

| MISC.—'54 Ford %-ton pickup, $590. 


(8) 





*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports Are on Pages 26, 27, 30 and 31 











The Ad and The Models— 


A novel approach in outdoor advertising is taken in this painted display for the 
Triumph sports car, which is making a strong bid for the Los Angeles sports-car 


dollar. 


Depicted on the bulletin are Dorothy Deen, western distributor for Triumph, 


who is shown as the passenger in the car, and C. A. Booth, a partner in the Allen 


and Marshall agency handling the Triumph account. 


Shown before the bulletin are, 


from left, Booth, H. M. West, also of Allen and Marshall; Miss Deen, and Bob Mc- 
Ginley, account executive, Foster and Kleiser Co., San Francisco. 





As Monroney Hope Fades... 


O’Mahoney Bill Pushed 


(Continued from Page 1) 


man already has chided O’Mahoney 
for failing to hold hearings on his 
bill in the senate, and the perfunc- 
tory House hearings are likely to 
add to administration irritation. 
+ . * 
MAJOR decision is expected on 
the Monroney “ground rules” 
bill for car retailers this week, ac- 
cording to a Senate Commerce sub- 
committee spokesman. 
Monroney and his colleagues are 
pressing for a bill that meets with 


‘Universal CIT 


Cleared of Indiana 


Monopoly Charge 


INDIANAPOLIS. — The Uni- 
versal CIT Credit Corp. is innocent 
of monopolistic practices in paying 
automobile dealers higher prices 
for handling car financing than its 
competitors could pay, Marion 
County Circuit Court Judge Lloyd 
D. Claycombe ruled last week. 

The judge issued an injunction 
against the State Department of 
Financial Institutions, which had 
attempted to limit the amount paid 
to 10 percent of the gross finance 
charge. 

Alan W. Boyd, attorney for CIT, 
argued that this was in restraint 
of free trade and that the 1953 
State act dealing with mononpo- 
listic practices did not intend to 
limit price competition. 

A group of 23 finance companies 
had charged Universal CIT with 
buying conditional sales contracts 
of automobile dealers at prices so 
high that it constituted a mo- 
nopoly. 

Paul J. DeVault, hearing mem- 
ber of the State Board of Finan- 
cial Institutions, dismissed the 
complaint after the ruling. 

He was overruled in December 
by a 4-to-2 decision of the board 
and Universal filed suit in Marion 
County Circuit Court. 

The Indiana Automobile Dealers’ 
Assn. entered the suit as a friend 
of CIT. 

John K. Ruckelshaus, attorney 
for the complaining small finance 
companies, is expected to appeal 
to the Indiana Supreme Court. 


Burkhardt Issues 
Ex-AMA ‘Report’ 


WASHINGTON. — Washington 
Report, a weekly news bulletin 
published for 10 years by the Auto- 
mobile Manufacturers Assn., will 
be issued, beginning tomorrow 
(July 3), as a privately circulated 
report. 

AMA publication ceased with the 
issue of last Friday (June 29), the 
decision reported to be part of a 
general economy move. Editor will 
be Robert Burkhardt, on the Re- 
port staff for five years. Subscrip- 
tions will be $35 a year, $20 for 
six months. 





the approval of all subcommittee 
members. A watered-down version 
of the original bill already has been 
presented to Justice and FTC, but 
officials continued to find portions 
of the measure objectionable. 

The bill’s final version, if sena- 
tors can agree on one, will prob- 
ably omit the controversial clause 
which requires factories to buy 
back cars from dealers. Under 
study now by senate attorneys is 
the constitutionality of a clause 
dealing with termination rights 
under existing contracts. 

Even if the Monroney subcommit- 
tee finally reports a “ground-rules” 
bill, however, there is little chance 
for House action on the measure 
this session. A spokesman for the 
Klein subcommittee told Automotive 
News that the possibility for House 
hearings this year is “remote.” 

It is certain that the administra- 
tion will oppose any bill which at- 
tempts to halt bootlegging by cut- 
ting off a supermarket operator’s 
supply of vehicles. 

No matter how such a bill is 
worded, it still looks like restraint 
of trade to Justice lawyers. 


55 Auto Market 
Wasn’t Oversold., 
Ford Aide Says 


LOS ANGELES. — A 40 percent 
growth in the American economy 
over the next ten years was pre- 
dicted last week by George P. 
Hitchings, manager, economic 
os department, Ford Motor 


Hitchings told the annual conven- 
tion of the Advertising Assn. of 
the West in Los Angeles that the 
auto industry has proved there are 
benefits to be derived from an ag- 
gressive search for expanded mar- 
kets. 

“In the early years of the auto- 
mobile, many people believed that 
only a limited market existed for 
cars. But as a result of mass pro- 
duction 47 million cars were in use 
at the beginning of 1956 and nearly 
33 million of these were produced 
in the past six years. Last year 
alone, domestic customers pur- 
chased about $19 billion worth of 
new cars,” he said. 

Hitchings said there are no facts 
to support the contention that rec- 
ord sales and production during 
1955 tended to lower the automotive 
market this year. 

“Current indications are that 
domestic retail customers will ab- 
sorb nearly six million cars in 
1956,” he said. “This volume would 
exceed any past year except 1955 
and 1950. Furthermore, it would be 
at least 10 percent above the six- 
year average prior to 1955.” 

According to Hitchings, “the 7.3 
million cars absorbed by domestic 
customers in 1955 reflected an up- 
grading of car ownership to the full 
potential in an expanding economy, 
rather than borrowing from the 
future.” 
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ole tmooel on your prospects 


Universal C.1.T.’s hard-hitting promotional program is now work- 
ing full time in your community, preselling your prospects. Every 
month, full-page, full-color advertisements in LIFE, SATURDAY 
EVENING POST, and 101 Key City SUNDAY NEWSPAPER 
SUPPLEMENTS are selling readers on the advantages of C.I.T.’s 
Time Purchase Plan for Carefree Driving. And they are telling your 
prospects to “Look for this symbol when you buy your car.” 

Alert auto dealers are placing decals of the C.I.T. symbol on 
showroom doors and windows . . . displaying the bronze-like plaque 
on showroom walls and high traffic literature tables along with 
easeled reprints of the C.1.T. ads. It is a logical way to identify 
your dealership with this superior financing service. 

This display material costs you 
nothing—and, by tying in your own 
dealership with the impact of this 


OMe lads avai 
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campaign, it can build extra profits and prestige for you. For as 
more and more people become familiar with the C.1.T. plan, it 
becomes easier for dealers using the plan 
to sell better, more completely equipped 
cars. If you have not already put these 
displays to work, or if you need 

additional material, your C.1.T. district 
manager will be happy to help. Call 


him soon. 


Watch for the C.1.T. ad in LIFE 
(July 9); SATURDAY EVENING POST 
(July 21); THIS WEEK (July 29); 
PARADE and other Sunday newspaper 
magazines (July 22). 


Universal C.L'T. Credit Corporation 


One Park Avenue, New York 16, New York 


MORE THAN 450 BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
(In Canada: Canadian Acceptance Corporation Ltd.) 





will see the C.I.T. symbol... 
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Phone Wins Out Over Doorbell... 








Writer Poses as Auto Salesman 


(Continued from Page 2) 

the more chances I have of selling 
cars, so I’m just calling a few 
folks by phone and visiting them 
at their homes to get acquainted. 
Now, I wonder if you know anyone 
that might be interested in buying 
a new car. By the way, do you 
save trading stamps? 

Mrs. K: Well, yes, I do. 

Salesman: Of course I don’t 
know just what you’re saving 
them for but perhaps, if you 
gave me the name of someone 
and I sold that person a car, I 
might be able to help you get 
what you want. 

Mrs. K: Well, really . . 
know of anyone who would be 
interested. However, most of the 
folks I know buy more expensive 
cars than Plymouth. 

SaLesMAN: Oh, yes, Mrs. K, but 
we have the DeSoto, too, you 
know. Isn’t it a beautiful car this 


year? 
Mrs. K: Yes, it is. 
SaLesMAN: Don’t you think the 


Chrysler cars this year are all 
more beautiful? Do you still dis- 
like the lines of the Plymouth? 
Mrs. K: No, I do think they are 
better looking now. 
SaLtesMAN: Well, thank you Mrs. 
K for your time and kindness. 
+ . * 
VER the phone, to a complete 
stranger, she revealed what 


RowLar 3 Sales 
Pass 3 Million 
At °56 Half 


(Continued from Page 3) 





pated new-car registrations this 
year will have come in the first 
half. 

Last year, first-half registrations 
amounted to 49.09 percent of the 
year’s total. In 1954, the first half 
took 50.89 percent of the year’s 
total; in 1953, 50.18 percent; in 
1952, 51.46 percent; in 1951, 55.50 
percent, and in 1950, 44.73 percent 
(1950 registrations were swollen in 
the last half as the result of fight- 
ing in Korea). 

This year’s estimated first-half 
total is second only to the 1955 
count of 3,519,629 units. No other 
year has accounted for three mil- 
lion new-car registrations in the 
first half. 

The runner-up to the 1955 and 
1956 first-half total is 1953, when 
2,880,025 units were registered in 
the first six months. 

* * * 
HE used-car market continues 
strong at the wholesale level, 
according to auction reports to 
Automotive News. 

The index of overall average 
prices rose $1 last week to $864. 
Not since the index of May 21 have 


overall prices shown a_ setback. 
The average on that index was 
$851. 


By individual models last 
week, half gained in price and 
half lost, but advances more 
than offset retreats. 

The price of '54s went up $14 
to $1,117; '56s climbed $5 to $2,183; 
"63s rose $4 to $744, and ’52s edged 
upward $2 to $504. . 

In the opposite direction, the 
price of 49s fell $1 to $182; ’51s 
dropped $1 to $344; ’50s were off 
$2 at $253, and ‘55s were pared 
back $4 to $1,589. 

The ratio of sales was the high- 
est it had been since early April. 


Galveston (Tex.) Dealers 
Elect Welch President 


GALVESTON, Tex.—L. B. Welch 
(Chevrolet) has been elected presi- 
dent of the Galveston County Auto- 
mobile Dealers Assn. 

Other new officers are Carroll 
Kinnard, vice-president, and Mack 
Wright, secretary and treasurer. 


Light Work Available 
FORT WAYNE, Ind.—More than 
10 percent of 11,752 automobiles 
inspected during a community 
safety-check program were found 
to have defective items. Most com- 
mon fault was defective tail lights 
with 1,093 complaints. Defective 

brakes were found on 93 cars. 
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kind of a car the family owned, 
when it was bought, the fact that 
she once owned his make, the 
reason why they changed and the 
fact that, chances are, the next 
car they buy will be a step up in 
price class. 

It seems that, to a professional 
car salesman, this information 
would be valuable. 

Another call revealed a _ two- 
car family, with the wage-earner | 
“not having much of a job, the 
cars were given to them,” | 
according to the maternal 
mother-in-law. 

But the best immediate prospect 
found during the day was during 








Stivers L-M Burns 


ST. LOUIS.—E. M. Stivers, Inc. 
(Lincoln-Mercury), has suffered a 
$225,000 loss in a fire that virtually 
destroyed the one-story building in| 


| University City, a St. Louis suburb. 





Damaged were two new Lincolns, 
four new Mercurys and four cars 
in the service department. 
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|a deal like that,” he said. (It was 


a “birddogging” approach. It 
seemed that neighborhood barbers 
and bartenders would be excellent 
“birddog” prospects, 

The bartender (believe it or not) 
was cast in the fat, jolly mold of 
the legendary innkeeper. 

+ * * 
"VE never been approached 
by a car salesman before on 
that the 


suggested money he 


| gained, or part of it, could be used 
| for an “on-the-house” drink fund.) 


“But I was going to buy a car 
this year,” he volunteered. 

Then he went on to tell how 
much he had been offered for his 
three-year-old car, what the cash 


| difference was on each offer, the 


fact that he had had his car “fixed 
up and was going to wait until 
October or November” (the bill 
was $101, with $56 being covered 
by insurance, leaving his total in- 
vestment only $45). 

So, the score so far is: One day, 
one prospect. 








| admired by Mildred Howell, who has served as Roy's secretary for 20 years, and 


} 
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30th Anniversary Gift— 


A pocket watch was presented to Ross Roy, left, president, Ross Roy, Inc., Detroit, 


by employes on the national advertising agency's 30th anniversary. The gift is 


Thomas G. McCormick, executive vice-president, who has been with the firm 20 years. 
The presentation was made at a summer party of the Ross Roy Old Timers Club. 





For operations requiring short transmission 


steps and high over-all gear reduction... 
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reduction. 


WITHOUT complicated shift patterns. 


WORLD’S LARGEST MANUFACTURER OF AXLES 


The new TDA wiDE RANGE 2-Speed Axle 
brings a new concept of flexibility and 
driving simplicity to the automotive indus- 
try. It offers all the highly desirable advan- 
tages heretofore available only through the 
use of complex multiple-speed transmissions 
or auxiliary gear boxes without many of 
the penalties of one or the other: 


WITHOUT laborious two-stick shifting. 
WITHOUT wasteful excessive weight. \ 
WITHOUT increased driver fatigue. 
WITHOUT unusual wheelbase limitations. 
WITHOUT higher initial vehicle cost. 
WITHOUT higher maintenance cost. 


WITHOUT excessive wear on the lower 
speed gears of the transmission. 


WITHOUT restricted over-all gear 





This is but a brief summary of the many 
distinct, positive, provable advantages 
afforded by the development of this new 
WIDE RANGE concept in the famous TDA line 
of double reduction two-speed axles. For 
complete information on the new TDA 
WIDE RANGE Axles now available (in both 2 
to 1 and 2% to 1 ratio spreads) call, wire or 
write your nearest vehicle dealer or branch. 
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AXLES 


ROCKWELL SPRING 


AND AXLE COMPANY 
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As O’Mahoney Bill Passes . . . 





Whales, Lawn Mowers 
Get ‘Day in Congress’ 


ere — Whales, com- 
pany unions and power 


mowers spiced the Senate floor | 


debate June 19 on the O’Mahoney 
day-in-court bill. 

This was the bill which sailed 
through the Senate by a 75-1 vote 
following the adoption of several 
softening amendments during the 
floor discussion. 

Under the proposal, now enter- 
ing hearings before the House 
Judiciary committee, new-car 
dealers would be permitted to 
file suits for lack of good faith 
against manufacturers in Fed- 
eral or State courts. 


The bill’s author, Senator Joseph 
Cc. O'Mahoney, Wyoming Demo- 
crat, and Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
devoted much of their discussion 
time to assurances that the meas- 





|ure would not do more than was 
| intended on the surface. 

It would not, they stated, pre- 
| serve bootlegging, provide for 
permanent franchises, prevent 
factories from adding more dealers 
|or rule out lack of good faith on 
a dealer’s part as a defense of a 
| sued manufacturer. 

| It was just prior to the final 
vote on the bill that whales got 
| into the debate. 

| “The dealer.” Senator O’Ma- 

honey said, “is a minnow in a 

sea full of whales. I should not 

say ‘full of whales,’ because 
there are only a few left. 

“But the dealer has no present 
way of defending himself, and he 
has been the victim of abuses 
| Which all have acknowledged.” 
| Company unions were injected 
by Senator Monroney in answer to 
|a suggestion from Senator Patrick 
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Giant Outdoor Tire Display— 


Unusual is the giant painted display erected by General Outdoor Advertising Co. 
at Akron for Firestone Tire & Rubber Co. Placed on Firestone property at State Routes 
21 and 176, the “Tire” is 38 feet high and 28 feet wide. The figures of people stand- 
ing nearby, all painted cutouts, are approximately 10 feet tall. 


V. McNamara, Michigan Democrat,;®9Uld be imagined,” Monroney 
that factories and dealers bargain | Voiced the belief that dealers should 
collectively. Contending that previ- | enjoy recognized rights “guaran- 
ous dealer councils “were about as| teed to everyone else. 

close to being company unions as A definition-of-basic-terms dis- 
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The broader range of the new Timken- 
Detroit® wme RANGE 2-Speed Axle was 
achieved by a fairly simple mechanical 
rearrangement. We “flipped” our high- 
range (1) and low-range (2) helical gear 


Here’s the simple switch that turned the trick! 


sets—reversed their relative positions—to 
place the enlarged helical pinion of the 
high-range gear set where it would not 
interfere with the hypoid pinion (3) 
of the first-reduction gear set. 








Colorado. 
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pute brought up the question 
of whether power lawn mowers 
might be covered by the bill. 

Senator George D. Aiken, Ver- 
mont Republican, who suggested 
that farm equipment dealers 
should be given equity lawsuit 
rights, asked O’Mahoney whether 
a power mower was a vehicle. The 
following exchange took place: 

O'Mahoney: No, I do not think 
so. 

Aiken: Why not? 

O’Mahoney: Because it is not a 
vehicle. 

Aiken: Why not? I have seen 
people riding power lawn mowers, 
Why is it not an automotive 
vehicle? 

O'Mahoney: Because it is not 
designed for the purposes we had 
in mind in drawing the bill. 

Aiken: Is not an _ automotive 
vehicle a vehicle propelled by 
power on which one may ride? 

O’Mahoney. A vehicle, as con- 
ceived by the committee, is a 
vehicle used for the purpose of 
transportation. 

Aiken: I have seen people ride 
from place to place on a lawn 
mower. 

O'Mahoney: Oh, I know; but a 
power lawn mower is not used 
primarily for that purpose. 

Aiken: No, not primarily. Pri- 
marily it is used for cutting grass, 


and it is incidentally used for 
riding. 
O'Mahoney: The primary pur- 


pose of the automotive vehicle 
which is dealt with in the pro- 
posed legislation is transportation. 


Aiken: The bill would cover 
motorcycles, would it not? 
O'Mahoney: Yes; I beleive it 


would cover motorcycles. 

Aiken: I have no further ques- 
tions. I wanted to know where 
an automotive vehicle leaves off 
and something else begins. I 
was wondering why a _ farm- 
equipment dealer should not be 
protected. It seems to me that 
farm machinery dealers need 
protection also. Many of them 
also sell automobiles. 

Fears that the bill might protect 
bootleggers were expressed by Sen- 
ator Charles E. Potter, Michigan 
Republican and the lone voting 
dissenter, and Senator Gordon All- 
ott, Colorado Republican. 

Potter and Allott called boot- 
legging an “equity” practice which 
the factory could not remove at 
risk of a damages judgment. 

“The provision which we have 
written into the bill to preserve 
equities,” O’Mahoney told Allott, 
“certainly cannot be interpreted as 
the right to bootleg cars... 

“I do not think there is a jury 
in the country that would accept 
such an interpretation of the law 
as good faith.” 

A question-and-answer exchange 
between Monroney and Senator 
Clifford P. Case, New Jersey 
Republicun, brought into the arena 
the other limitations which the 
bill’s proponents conceived for it. 

“Failure to renew (the fran- 
chise),” Monroney told Case, 
“would not, per se, give the dealer 
a cause of action. There would 
have to be other circumstances 
which would indicate bad faith. 

“I would not say that bad 
faith would be so limited, neces- 
sarily, as to include only two or 
three things. I believe the court 
would be capable of observing 
whether bad faith was the prin- 
cipal reason for the nonrenewa!.” 

Monroney also doubted that bad 

faith would be involved if a factory 
named a second dealership in an 
area without evidence of “intimi- 
dation, coercion or bad faith.” 

“However,” Monroney said, “if it 
so happened that the other dealer- 
ship was established because of 
the refusal of Dealer A to buy seat 
covers by the gross, or to buy cow- 
boy and Indiana suits, or to con- 
tribute a thousand dollars to a 
Presidential policital campaign, I 
should say that a suit based upon 
a charge of bad faith might lie.” 

O’Mahoney reached into the bag 
of rhetoric in defending his bill. 

“If we fail now to give the auto- 
mobile. dealer his day in court,” 
he warned, “we shall be sacrificing, 
in my opinion, the day in court of 
thousands, yes, of tens of thou- 
sands, of small-business people 
throughout the United States.” 


GOP Picks Sheely 
FORT COLLINS, Colo.—Arthur C. 
Sheely, Sheely Motor Co. (Chrysler- 
Plymouth) has been elected Repub- 
lican national committeman for 
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Should Dealer Shout or Whisper? .. . 





2 Views on 


‘Overstocked’ Sale 


By John K. Teahen Jr. 
Staff Writer 
HEN a dealer stages a sale to | 
reduce an unwieldy inventory, | 
what kind of advertising should he | 
use to bring his message to the} 
public? 

Two highly successful dealer- 
ships presented different view- 
points on this subject in recent 
weeks. Applegate Chevrolet Co., 
Flint, shouted the news. Wilkie 
Buick Co. Philadelphia, 
whispered it. | 


In a full-page advertisement, 
Applegate announced, “. .. We're 
overstocked Applegate’s are 
reducing their inventories. 400 new | 
Chevrolets will be sold.” 


The ad mentioned “extra-big 
premiums” for tradeins and de- 
clared: “Our deals are so fantastic 
we are not permitted to reveal 
figures . . . Get the best deal in 
the state at Applegate.” 

* 


* * 





ILKIE explained its sale the 

day after the event began in} 
“Rolling Wheels,” a one-column ad | 
patterned after a newspaper) 
column and signed by M. H, Bury, 
Wilkie president. 


“As a result of lagging sales 
earlier this year, our inventory is 
too heavy.” Bury said. “We want 
to reduce it about 50 percent. 

“To do this, we're offering 
outstandingly generous pro- 
posals. This is not a ‘blitz’ sale 
(we never stoop that low), there 
are no premiums or ‘free’ vaca- 
tions (we believe in dollar sav- 
ings) and there are no false 
claims (we’re inherently honest). | 


“Instead, we have inaugurated | 
a program of reductions through 
overallowance or concession that| 
brings the net price of the new car} 
you purchase from us down to a| 
level that just about equals our 
net cost. And this pricing program 
will continue until our inventory 
reaches a normal! position.” 
. ” + 


RETURN to institutional ad-- 

vertising was noted last week 
in Pittsburgh. A two-column ad 
displayed the Chevrolet emblem, a 
picture of a 1956 convertible and | 
the words “Murdoch Chevrolet Co. 
—Serving the public for over 32 
years.” 

Paul Dillon Mercury, Misha- 
waka, Ind., keyed a clever dis- 
play ad to the weather. The firm 
featured a thermometer with the 
temperature in the upper 
regions. It was captioned: “Paul 
Dillon’s Weather Report — Mer- 
cury Keeps Rising.” 

In Toronto, Paul Willson Motors, 
Ltd. (Lincoln-Mercury-Meteor), 
celebrated its fifth anniversary by 
offering 1956 cars at cost to per- 
sons who bought cars from the 
firm in 1951. 

Customers who bought in subse- 
quent years, the dealership said, 
would be sold cars at cost plus 
$10 for each year after 1951. 

5 * - * 





ERGUS Imported Cars, Inc., 


New York, advised prospects: 


| gus said, is $2,350. 


jin your plant who drive Kenny 


|ing the “world’s largest auto sale.” 


Staging 


“Before you buy, check your arith- 
metic.” 

In offering a Borgward Isabella, 
the firm added 6 passengers, 34 
miles per gallon, 90 miles per hour, 
15 cubic feet of luggage space, 4- 
wheel independent suspension and 
l-unit construction. The total, Fer- 


Kenny Ross Chevrolet, Pitts- 
burgh, displayed the emblems of 
eight corporations, all large em- 
ployers in the area. 
The ad suggested, “Ask the men 





Ross Chev¥ies. They'll tell you 

how easy it is to buy a new Chev- 

rolet from Kenny Ross.” A down- 

payment of $95 and terms of $14.50 | 

a week “including insurance and 

finance charges” were mentioned. 
* * 


* 


N AUGUSTA, Ga. Harrison- 
Gulley Chevrolet coaxed, “We'll 
take anything in trade. We'll allow | 
you twice its worth.” Mentioned as 
trading material were outboard 
motors, wagons, horses, real estate, 


furniture, guns, TV sets and 
jewelry. 
Sanford’s (Dodge-Plymouth), 


| Pittsburgh, used a full-page ad to 


announce a “discount jubilee.” The 
firm offered 279 new cars in all 
body styles and proclaimed, “We 
bought ‘em by the carload.” 

Bob Daniels Buick, Ince., 
Columbus, O., and Stevens Ford, 
Bridgeport, Conn., offered the 
chance of a lifetime to shoppers 
who are willing to commute be- 
tween the East and the Midwest. | 

Bob Daniels said: “Regardless of 
what kind of a deal you have 
been offered, Bob Daniels promises 
you a deal no one can beat.” 

Stevens countered: “No one 
turns down Stevens’ bottom price 
on a new '56 Ford.” 


44 Chrysler Corp. Deals 


Promote Cleveland Sale 
CLEVELAND. — Forty-four 

Chrysler Corp. dealerships in this 

area have joined forces in promot- 





They claim it will enable new-car 
buyers to save “millions of dollars.” 

In a three-page advertisement, 
they declared they are pledged to 
sell 6,266 new cars and added, “We 
are willing to sacrifice profits to 
gain this number of friends and} 
boosters for the ‘Forward Look’ 
cars.” 





Dana Receives Honorary Degree— 


Charles A. Dana, center, board chairman, 


Dana Corp., Toledo, is shown in company | 


with Associate U. S. Supreme Court Justice William O. Douglas, left, and Asa 
Knowles, president, Toledo University, immediately after receiving an honorary Doctor 


of Laws degree from the university. 


Detroit Ad Code Drawn Up 
By Dealer Committee, BBB 


DETROIT.—A set of brief but} 
practical standards for automobile 
advertising has been proposed by 
the Better Business Bureau of De-| 
troit and a committee of automobile 
dealers. 


The Detroit Auto Dealers Assn. 
has approved the standards, ac- 
cording to Boyce Tope, executive 
vice-president. 

H. I. McEldowney, general man- 
ager of the BBB, said the standards 
were drawn up in an effort to re- 
duce complaints of deception and 
to maintain the public’s belief in 
advertising. 

The standard contains the three 
following important provisions: 

1. Advertising shall not create a 
misleading impression of what is 
offered or contain any statement 
unfair to the competition. Descrip- 
tion as to year, make, model, type, 
condition, equipment, price, tradein 
allowance and terms shall be accu- 
rate and clearly set forth. 

2. Each advertisement shall 
make clear that the advertiser is 
a dealer when such is the fact. 

3. Advertisers will be expected to 
have the advertised cars available 
and if it is alleged that such cars 
have been sold, satisfactory proof 
shall be furnished. 

Only through the wholehearted 


cooperation of auto advertisers, ad- 
vertising media and the bureau can 
such standards be made effective, 
McEldowney said. 


He asked both dealers and con- 
sumers to call to the BBB’s atten- 
tion any noted violation of the code 
or any questionable advertising. 


While the program is voluntary, 
a BBB spokesman said, certain 
City ordinances and State laws 
provide teeth for enforcement in 
the case of flagrant violations. 

Referring to the provision of the 
standards requiring the identifica- 
tion of an advertiser as a dealer, 
the spokesman said, “We checked 
100 classified ads of the ‘sickness-in- 
family,’ ‘take-over-payments’ and 
‘my-equity-free’ type, and we found 
that 54 were placed by dealers.” 


Cochran Named to Head 


Knox County (O.) Unit 


MT. VERNON, O. — Lake Coch- 
ran, Mt. Vernon, has been elected 
president of the Knox County Au- 
tomobile Dealers Assn. 

Other new officers, all of Mt. 
Vernon, are Howard Niggles, vice- 
president; Reid Edman, treasurer, 
and J. Ira Metcalf, secretary. 





By Joseph M. Callahan | 
Staff Writer 

DETROIT. — A new Ford dealer| 

contract that will be competitive} 

with the new GM dealer agreement | 

will be forthcoming as soon as it is} 

determined what kind of dealer- 

factory legislation Congress is go- 
ing to pass, if any. 

This was the word carried back 

to the nation’s Ford dealers by the 


14 members of the Ford division 
Dealer Council who attended a spe- 
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Graduation for Chrysler Salesmen— 


One of scores of sales training courses conducted coast-to-coast by Chrysler to 
provide dealers with top-flight salesmen ends at Waco, Tex., as F. D. Mitchell, right, 


president, Central Motors, Inc., presents 
highest marks in the class. 


diploma to Dave Sellers, who had the 


From left are Frank Hackel, owner, Hackel Motor Co., 


Marlin, Tex.; Roy Wornat and Bud Margan, graduates; Ernie Prichard, instructor; and 
Wallace Zachary, graduate. 


Hangs on Legislation 


| cial meeting in Detroit with Ford 
| officials June 5-6. 


It is understood that a new 
contract will also be upcoming 
for Mercury and Lincoln dealers 
at the same time. 

The meeting was called at the re- 
quest of the Ford dealers who 
wanted to know when the new 
franchise was coming and what it 
was going to include. Originally 
scheduled as a one-day session, the 
meeting was extended an additional 
day to enable the dealers to make 
a full presentation of what they 
thought the new franchise should 
include. 

While some members of the 
Dealer Council were not completely 
satisfied with the results of the 
meeting, they were told that the) 
new franchise is “in the mill” and 
that it is being delayed by (1) the 
unknown nature of the U. S. legis- 
lation, (2) the normal business and| 
legal routine connected with a new 
contract and (3) the desire of the 
Ford people to present a completely 
workable agreement that will not 
have to be withdrawn or changed. 

It was very strongly implied 

that the nature of the new con- 
tract would be decided in great 
measure by the upcoming legis- 
lation. The factory officials said 
that a one-year contract was en- 
tirely possible. 

Sitting down with the 14 Ford) 
dealers at the Ford division head-| 
quarters in. Livonia, Mich., was} 
Robert S. McNamara, .general man- | 
ager of the Ford division, and 
Charles Beacham, general sales 





manager. 
Also attending but not participat- 


ing in the meeting were two mem- 
bers of the new Ford Dealer Policy 
Board, Vice- Presidents Benson 
Ford and Walker Williams. The 


(Continued on Page 38, Col. 1) 


Dackerman Receives Anniversary Plaque— 


A Silver Anniversary plaque is presented to Alfred Dackerman, second from right 





Galesburg Strike 
Involves City 


Marksman Shoots Out 
Showroom Window 


HE Teamster-Machinist drive to 
organize 11 auto dealerships in 


Galesburg, Ill., was still standing 
that city of 35,000 on 
its ear last week. 

LABOR Galesburg’s City 
Council became in- 
FRONT volved in the drive 





when the town’s only 
ambulance was wrecked and was 


taken to Brown Motor Co. (Olds- 
mobile) for repairs. 
The unions immediately pro- 


tested to the City officials and a 
special meeting of the City Coun- 
cil was called. The councilmen 
voted 11-1 to have further work 
on the ambulance stopped until 
| it could be repaired without be- 
coming involved in a labor dis- 
pute. 

Said one dealer, “It looks like Lee 
Chapman (leader of the organizing 
drive) runs the city of Galesburg. 
And here’s the city without a single 
ambulance.” 

Last week more violence erupted 
when an unidentified person shot 
out the large showroom window of 
Galesburg Lincoln-Mercury with an 
air rifle. The shooting occurred on 
a Sunday evening (June 24) and no 
one was injured. No arrests have 
been made. 

Chapman declared, “I assure you, 
we had no connection with this.” 

* * * 





Labor Paper Sued 


N ANOTHER action, the Gales- 

burg Labor News was sued for 
$30,000 for reporting that Kenneth 
Derry, an employe of the Midwest 
Corp., crossed the picket lines at 
one of the dealerships. Derry said 
the report caused him “great men- 
tal anguish.” 

Chapman said the unions were 
being troubled by some of Gales- 
burg’s citizens who, while reluctant 
| to drive their cars across the picket 
| lines for repairs, were having deal- 
ership employes pick up ‘the cars 
and bring them into the shops. 

He asserted, “This is OK, but 
they’re breaking the law by put- 
ting dealer plates on these cars. 
Thus far, we can’t seem to get 
the police department interested 
in this. 


“If the police aren’t against this 
practice, a lot of unionists might 
decide to take off their license 
| plates also—just to keep them 
‘pretty’ for weddings and funerals.” 


Commenting on the union’s drive, 
Gene Bragg, owner of Galesburg 
| Lincoln-Mercury, said, “This is a 
|}union town and I’m very much in 
accord with unionism. They've done 
a wonderful job in this country. I’m 
in favor of them where the worker 
can’t talk to the boss but I don’t 


i (Continued on Page 38, Col. 3) 
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President, Dackerman Motor Car Co., Inc., Elizabeth, N. J., by A. W. Rowbottom, 
Dodge New York regional sales manager, while Roy Dackerman, left, secretary and 
treasurer, and Raymond Dackerman, look on. The award was presented to the dealer- 
ship for 25 years’ association with Dodge. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Imaginative Variations 
With Metallic Yarn 


pws researching last week’s | 
feature article on interior trim | 
developments, I was given the fol- | 
lowing run-down on further possi- 
bilities for exploiting metallic 
yarns. 

Jack Hannon, Dobeckmun Co., 
Detroit office, says metallic 
yarns are a “natural” for the 
coming trend in “3-D” effects. 
Application of colored metallic | 
yarn, toned to the interior or | 
exterior color scheme, provides 
the third dimension in a fabric 
when used without regard to 
the basic pattern or weave of the 
material and allowing the 
metallic yarn to form its own 
pattern in color. 


The “universal fabric” 
possible by designing custom 
metallic yarns in multi-color of | 
three, four or five different colors 
compatible with all exterior and 
interior combinations of a given 
model. 

According to Hannon, a| 
“working-moving” fabric may be | 
achieved by use of multi-color 
yarn so that it floats to the surface 
in a small area. 

It also is said to be feasible to | 
think of “brightening the drab 
carpet area” with metallic yarns. 
Looking overhead for ideas, Han- 
non stated that metallic yarns 
offer a new design possibility for 
a “starlight” effect in headliners. | 

Experiments with metallic 
chips in vinyl used for coating 
fabric materials have revealed 
interesting possibilites for | 
“leather” application. 

Another unusual approach might 
be to envision the seat welt as/| 
clear vinyl covering a colored or| 
multi-colored metallic yarn. 

Successful development of metal- 
lic yarns to meet automotive stitch- 
ing requirements paves the way | 
for use of these yarns as stitching 
threads. 

Variations include: A neutral 
thread for all stitching needs, a 
“hiding” thread for application 
of metallized Mylar embossed 
panel to door trim, and a decora- 
tive stitching thread for side- 
wall and seat trim. 

In a final flight of fancy (but 
who can say how improbable?), 
Hannon advocated provision of a 
metallic yarn decorative effect in 
safety belts. Perhaps the idea is 
that by making seat belts attrac- 


may be 


tive to look at, the industry has 
a better chance of persuading 
people to wear them? 

* * * 


Leather Majority Choice 


For Continental Trim 


_oe genuine-leather proponents, 
rho say that leather upholstery 
means “prestige, quality and lux- 
ury” as well as comfortable seat- 
ing, are drawing support from the 
trend of interior trim selections by 
Continental Mark II buyers. 

Current figures show that all- 
leather trim was chosen for 75 
percent of Continentals thus far 
produced. Leather-nylon combi- 
nations accounted for 10.7 per- 
cent, with another 4.9 percent 
being combination leather and 
mata lesse. More than 90 per- 
cent of Continentals sold, there- 
fore, have used leather for in- 
terior trim. 

Upholstery leather suppliers 
have perfected new processing 
techniques. They are getting set 
to produce radically improved, 
new “soft” leathers for automotive 
trim. You can look for announce- 
ment of the pliable-leather develop- 


ment in two or three months. 
* * cd 


Problem: Building Synthetic 


Warmth Into Upholstery 


ROGRESS has been made in 
the auto and textile industries 
toward establishing scientific 








| standards and objective specifica- 


tions for the various interior trim 
materials. 


Nevertheless, 


important criteria for customer 


satisfaction with upholstery fabrics | 


remain in the category of sub- 
jective (or even emotional) reac- 
tion to the “look and feel” of trim 
cloth, 


Some of these evaluation 
criteria seemingly defy any 
attempt at a purely rational 
approach that would make them 
susceptible to objective analysis. 
One such factor is the funda- 

mental characteristic an industrial 


some of the most | 


designer had in mind when he 
said, “people want a feeling of 
warmth and luxury ... they won't 
go for anything that is cold and 
clammy (or ‘slimy’) to the touch.” 

In his opinion, it is in this all- 
important area that many of the 
man-made synthetic fabric 
materials fail to measure up to 
the natural fibers such as wool, 


cotton and linen, 
* * 


Dealers Call For 


Improved Upholstery 


yee upholstery experts are pre- 
dicting a return to popularity 


for natural fibers in automotive 
trim. They say that improved 
fabrics can be made by, for 


example, basing designs on 25 per- 
cent wool blends. 


One source says that car dealers 
are asking for more use of wool 
in upholstery materials. These 
| dealer suggestions undoubtedly re- 
| flect customer dissatisfaction with 
|some synthetic fabrics, as well as 
a preference for the positive attri- 
butes of natural fibers. 

A number of the attractive- 
looking synthetics that sparkle 
with sales appeal on the show- 
room floor do not stand up well 





The question is directed to manufacturers whose cars 


are not yet 


uipped with Stromberg Carburetors. Car 


makers using Stromberg now are also using its outstand- 


ing economy record in 


the Mobilgas Economy Run to 


convince thousands of economy-minded customers. 


A large segment of 
income 


your market—people in every 


racket—is always motivated by economy of 


operation as well as style, power and other good features. 
Proof that the motor car industry is well aware of this 
fact is its participation in the Mobilgas Economy Run 
every year, knowing how much a victory helps new-car 


sales. 


Stromberg-equipped cars have won the coveted Sweep- 
stakes Award in this national economy tournament two 


straight years! 


Stromberg* Carburetor A Bendix* Electric Fuel Pump 5 Bendix* Fole-Thru Starter Drive > 
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International's New Delivery Truck— 


International's new multi-stop delivery truck, model SA-140, is especially designed 
for retail milk delivery operations. Featuring a seven-foot Metroette body, the unit is 
available with choice of standard or Metro-Matic automatic transmission. 





in service. Sunlight fading of 
glamorous colors and lack of 
true cleanability in easily soiled 
fabrics are frequently-heard 
complaints. 


In textile circles, it occasionally | 


pares “taken quality out of the 
| original upholstery and put seat 
| evens on the cars.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


is charged that the auto industry’s MOTIVE NEWS gives you the entire story 
relentless cost-reduction pressures | every week throughout the year. 


If economy is a touchy subject instead of a good, solid 
selling feature with your line of cars, it will pay you to 





make comparative efficiency 
Carburetors against the field. 


tests with Stromberg 





Remember, for more than forty years more advances 
in carburetion have been initiated by Stromberg than 
any other manufacturer. Stromberg application engi- 


neers are at your service. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Eimira, N.Y. © Service Sales: South Bend, ind. 
Export Sales and Service: Bendix international Division, 205 E. 42nd Street, N.Y. 17, N.Y. 














Another revolutionary new development} f 


New Nylon CAPTIVEAIR SAFEIY |] 


Now... for the first time you don’t have to change 


oncom ageengpenme 
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a “tire within a tire’ lets you drive on safely—| c 
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Look at the traffic coming off New York’s Tri- 
borough Bridge. And that car marked by an arrow 
has a gaping hole in its right front tire. We know— 
we cut a 2-inch slash right through the side of that 
tire. Bad spot for a puncture or a blowout? You bet! 


That car is only inches away from other speeding 
vehicles. But don’t worry! Only the air in the outer 
chamber escaped when we cut through the tire. The 
reserve air in the inner chamber supports the car— 
lets it thread through traffic without danger or delay. 


Fact is, that car rolled on for more than 3 hours— 
covered 110 miles! No damage to the “‘inner tire’ — 
it was completely reusable. No damage to the outer 
3-T Nylon tire body other than the cut. Dramatic 
proof you don’t have to change tires on the road! 


This amazing new tire development is backed by Goodyear’s 22 years and millions of miles of LifeGuard experience 


The new Nylon Captive-Air Safety Tire was inspired by Goodyear’s 
famous double air chamber LifeGuard—proved in 22 years of use. 

You ride securely and safely on two independent cushions of air—a 
tire within a tire. If the outer tire is cut, torn or blown out by broken 
glass, jagged stones or metal, only the air in the outer chamber escapes. 
The reserve air inside the “inner tire’ supports your car. You can drive 
at legal speeds for 100 miles or more—your insurance that you will reach 
a convenient tire service station. 


You get lifesaving protection whenever you drive— wherever you drive. 





And this revolutionary new tire eliminates the danger of tire-changing 
in heavy traffic—eliminates costly towing charges and road repairs. 


This new tire also gives you the powerful, live-action traction of the 
new Twin-Grip tread design; the brawn of 3-T Nylon Cord, triple-tem- 
pered by an exclusive process involving precise tension, temperature and 
time; the resilience of 3-T Nylon for a smoother ride; Grip-Seal construc- 
tion for extra protection against punctures. 

This Nylon Captive-Air Safety Tire is now in limited production.Watch 
for your Goodyear dealer’s announcement. Goodyear, Akron 16, Ohio. 


Only Goodyear has the Captive-Air. .. 
the safety tire with a built-in spare! 


Make your Goodyear dealer's sign your good luck sign—enter the Goodyear $150,000 3-T Safety Sweepstakes now! 














t| from Goodyear! 


TIRE has a'spare’ right inside it! 





7 


i ! 
t legal speeds—for 100 miles or more 
. - - — = 


Te a a % % 5 > : 4 
bit 


Tire body 
d - 
tempere a 


Nylon 
ive 2-0lY ield 
clusive ty Shie 
Ex -Air = within 
Sane you 
ainst 


ence © 


inconven! neture flats 


and pu 





) i 
THAN ON ANY OTHER KIND! 


GOODFYEAR 


‘MORE PEOPLE RIDE 





Inner chamber | 


s. 
inflated to 24 Ib 
pressure 


, Outer chamber 
inflateg to 24 Ibs. 
Pressure 


Ifa blowout or 
Should Occur a 
the tire, the r 
in the inner 
will Support y 
00 miles or more — 
long ©nough for you 
reacha convenient tire 
Service station 


@ Puncture 
nywhere in 
eserve air 
chamber 
Our car for 


to 








LifeGuard, Captive-Air, T. M.'s, The Goodyear Tire & Rubber Company, Akron, Ohio 
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include a $100 service protection 
|sum with each new car delivered. 


“The $100 would be paid to the 
dealer in whose territory the 
owner resides, provided the new- 
car owner brings his car for serv- 
ice to the dealer of his residence 
within the warranty period. The 
$100 would be collected from the 
selling dealer by the manufac- 
turer and paid to the servicing 
dealer, provided the _ servicing 
dealer is also the dealer of the 
purchasers residence. 

“The public would be protected 
in being assured of adequate serv- 


}ice and service facilities, since the 


manufacturer's warranty is only as 


|good as the dealer who imple- 


i i i i Association C ti d Trade Show, e 
dict, Au SOROTIVE NEws CRG ae aS editor. | Edgouster Gench betel, Chicese. “It is believed that it would be in| 
More option opportunities for maker and seller? | Sept. 21-29 — International Commercial |the public interest, as well as in| 

| 

| 


° ? ° London, England, ; : | the interest of the retail new-car 


While new cars lag, used-car sales continue to defy the| (*¢ CALENDAR, Page 15, Col. 1) | dealers of the United States, to 


seasonal pattern and the shortage of desirable autos grows. | 
Dealers are re-discovering, too, that a good service || 30 Years Ago... 
volume is also nice to have around when the going gets 
— The Biz Stories 
At least one-fourth of Greater Cleveland’s new-car dealer- | S 
ships underwent a major change—new owners or father-son|| The automobile industry, showing an output 300 percent as great in 
N bl f di ind |] of the marked degree which labor productivity has increased in cer- 
ew blood for an —o ing = ustry. tain industries during the last decade. During the same period, the 
iron and steel industry has increased 50 percent, the boot and shoe in- 


With General Motors reversing its distribution setup on|| dustry showed an increase of 17 percent, and, on a 1917 basis, the 


output per man in the paper and pulp industry gained 34 percent. 
parts, other companies are studying their merchandising | America’s share of the world trade is approximately 15.6 percent. 
programs. || Of this sum, the automobile industry’s export share in 1925 was .817 
It appears dealers will get more independence in parts || Percent. 

purchasing too | In May, 79 percent of all cars sold by General Motors were closed 
? " e e * |] cars, compared with 59 percent in May, 1925, 41 percent in 1924, 38 

: |] percent in 1923 and 19 percent in 1922. 
All U. S. makes of cars and trucks apparently will be Production of motor vehicles in the U. S. in June, as reported to 


shown at the industry’s first National Auto Show in 15 years|| the Department of Commerce, totalled 383,575, of which 339,543 were 
in New York City next December. || cars and 44,033 were trucks. 


| —From the files of Automotive News. 


The public deserves a chance to see ’em all at one time. | 


* * * 





| 


ments the warranty. The _ pur- 
chaser at the same time is not 
restricted in his choice of where 
he shall buy his car, or where he 
shall have it serviced. 


“The new-car dealer benefits in 


|that since he has invested heavily 


in service facilities to provide the 
public with the means of imple- 
menting the manufacturers war- 


ranty, no other selling dealer with- 
|out such service facilities can sell 





in his territory without being lia- 


|ble to pay $100 to the servicing 


dealer. 

“In the case of dual residence, 
the servicing dealer receives the 
$100 unless the purchaser has 
a bona fide residence in the ter- 
ritory of the selling dealer. 

“Proof of use of the service 
facilities of the servicing dealer 
should be a repair order of the 
servicing dealer, duly signed by 
the purchaser during the warranty 
period. — CuHarLes E. EASTMAN, 
President, Eastman Motors, Inc. 


| (Pontiac), Stamford, Conn. 
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AUTOMOTIVE WASHINGTON 


Gloom and Optimism 


At C of GC Conference 


By William Ullman 


Washington Correspondent 
‘LOOM shared the podium with optimism when motor 
¥ vehicle spokesmen made their predictions for the re- 
mainder of 1956 at a recent U. S. Chamber of Commerce 


symposium in Washington. 


cleanup problem for the na-® 


tion’s new-car dealers, accom- 
panied by a new low in their 
profits. 

On the other hand, a truck body 
spokesman told the press that his 
industry expects 1956 to be an even 
better sales year than 1955, which 
was a record-breaker. 

NADA’s Paul Herzog predicted 
total new-car registrations of 5.8 
million this year, with 2.8 million 
autos to be sold during the second 
half. Arthur H. Nuesse, executive 
manager of the Truck Body and 
Equipment Assn., 
said that nearly) 
all of the 49 mem- 
bers of his indus-| 
try surveyed ex-| 
pressed general| 
optimism and| 
confidence in the 
future. 

Many industry} 
leaders, declared 
Nuesse, cited tre- 
mendous in- 
creases in orders and backlogs, add- 
ing that they were heartened by| 
improved models, better sales pro- 
motion, larger facilities and “gen- 
erally favorable business condi- 
tions.” 

Herzog and Nuesse were among 
14 trade and professional associa-| 
tion spokesmen who joined in pre- 
senting the comprehensive outlook 
for the year. 

Like the truck body executive, 
most speakers expected 1956 to be 
the best year in history in terms 
of production, employment and 
earnings. Only specialists in hous- 
ing and agriculture joined NADA 
at the wailing wall. 

Commenting on dealer profits, 
Herzog said that “if past is pro- 
logue,” the outlook for retailers’ 
income this year is “grim.” He 
pointed out that if dealers fail to 
make money during the first half, 
they usually don’t make it. During 
the first quarter, of course, average 
dealer profits were but 0.8 percent 
of sales. 

The NADA economist said dealers 
would be “fortunate” if their profits 
don’t dip below 0.6 percent by the 


final quarter of the year. 
* * * 


William Uliman 


Labor Pool Adopted 


| brtomngey said his cheerful mem- 
bers are planning new plants or 
additions to existing plants and en- 
tering new product diversification 
programs. Employment throughout 
the truck body industry, he said, 
should rise from five to 25 percent 
during the rest of the year. 

But while things are very good 
among truck body makers, Nuesse 
admitted that they are not perfect. 

Some manufacturers are 
haunted by higher labor costs 
and high corporate taxes, and a 
few see trouble ahead if there is 
a steel strike later in the year. A 
number can’t find enough good 
welders, machinists, sheet metal 
mechanics, body builders and en- 
gineers. 

The Department of Labor is well 
aware of the difficulty of finding 
highly trained personnel, of course, 
and has begun an experimental pro- 
gram to improve placement services 
for professional, technical and man- 
agerial people. 

About 320 public employment 
offices in eight northeastern states 
are going to try out the plan. If it 
works, it will be expanded over the 
nation. 

Here's how the system will work: 
Technicians seeking professional 
jobs file their applications in any 
local job office in the eight states. 
Employers do the same with their 
job orders. If the office can’t place 
the job-seeker or fill the order at 
once, it will reproduce the applica- 
tion and mail it to a central office 
in each state. 

Labor hopes it will be able to 





turer is benefiting from the stepped- 
up business-and-disaster-loan pro- 
gram of the Small Business Admin- 
istration. 


During three recent weeks, more 


| than $11 million was loaned to 414 


businesses, either through direct 
Government loans or participating 
bank loans. 

Among the recipients were sev- 
eral new-car and truck dealers, 
service stations, garages, a truck 
body manufacturer and tire re- 
cappers, One of the biggest loans 
—$125,000—went to a West Vir- 
ginia car retailer. 

In addition to its loan activities, 


| SBA is holding a series of confer- 
An NADA researcher foresaw an unprecedented year-end |ences for small suppliers to show 





match up more orders and appli- 
cations in these big pools and get 
workers and 
quickly. 

Among the hardest jobs to fill 
right now, says Labor, are orders 
for accountants, aeronautical, elec- 
trical, electronic, refrigeration and 
structural engineers. 

ca * ed 


SBA Aids 414 in 3 Weeks 


UST about every variety of re-, 
tailer, serviceman and manufac- ! 


| 


them how to sell to Uncle Sam. The 
first such meeting was held in Mary- 


|land recently, and manufacturers 


industry together eee that the bidder “with the 


st pencil” gets the sale. 
a + * 


NADA’s ‘Goodwill Builders’ 


| JTADA’s Public Relations Commit- 
+‘ tee has prepared a new series 
of advertisements for use by dealers 
or dealer associations. 

Called “goodwill builders,” the 
ads tell readers about NADA’s code 
of ethics, reconditioning, modern 
service and parts problems and the 





New Detroit Airport 
OK’d for American 


DETROIT.—American Airlines 
has taken the first step toward 
its move from Willow Run to 
Wayne Major Airport in 1958. 
Wayne is 13 miles nearer down- 
town than Willow Run. 

The airline has signed a lease 
and said hangar and airfreight 
facilities costing in the neighbor- 
hood of $3 million will be built. 
The three-bay hangar will handle 
the largest jet aircraft now being 
designed, American said. 





dangers of overlong financing terms. 
Three of the best ads first were 
run by the new-car dealers of South 
Bend and Mishawaka, Ind. One 
says: “We can give you as long 
terms as anyone else ... but the 
smaller the downpayment and the 
longer you pay, the MORE you 
pay!” * + a2 
Auto-Design Study Set 


ENATOR Margaret Chase Smith, 
Maine Republican, has suc- 
ceeded in getting her request for a 
study of automotive safety design 
into a Senate-House conference 
report. 
The report calls for an investiga- 


13 


tion to determine what the Federal 
Government can do to increase 
highway safety, as a part of the 
expanded highway construction pro- 
gram. 

The Smith amendment charges 
the Bureau of Public Roads with 
the job of analyzing auto design 
to see if cars can’t be made safer. 
The Bureau then must report to 
Congress. 

A similar study of automotive de- 
sign will be conducted by the House 
Commerce Committee staff during 
the congressional recess this year. 
A preliminary staff report will be 
due next January. 


* * * 


Rubber Program Stands 


HE Office of Defense Mobiliza- 

tion has announced that it will 
make no change at this time in its 
stockpile objective for natural rub- 
ber. Neither will ODM alter its pro- 
gram for rotating rubber already 
stockpiled. 

ODM stopped buying additional 
rubber almost three years ago when 
it came close to its stockpile objec- 
tive. Since then, it has limited pur- 
chases to replacements for rubber 
rotated from the stockpile to 
industry. 





"Good steady profits. Thats what Medium HD 


It’s great to have a quality motor oil 
that keeps rolling up sales, month after 
month. Quaker State Medium HD is 
just that ... the one oil that meets 
every warm weather driving need. 
With this one fine quality Pure Penn- 


brings me month after month! 


u“ 


sylvania oil, you’re set for the bulk 
of your summer business. Stock and 
sell Medium HD. It’s a volume builder 
with all the “satisfaction in a quart” 
that is found in every Quaker State 
product. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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Sales Conditions in Various Areas... 


Auto Market Reports | 





Cleveland | 

Car sales in the Cleveland area 
continue to hold steady, although | 
they lag behind the volume of a| 
year ago. At the same time, profit | 
is down and the market continues 
to be highly competitive. 

For the week ended June 16,| 
new-car sales were 1,610—about 100 
below the previous week, and 
about the same as a year ago. 

Used-car turnover of 1,976 also 
was down compared with the prev- 
ious week, 


Commercial sales of 101 new 
units and 63 used vehicles con- 
tinue to hold firm. (Sanford 
Markey.) 

* * 
Miami 


Used-car dealers in the Miami 
area are “hurting” for clean 1953, | 
1954 and 1955 models. The market | 


eS 
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has firmed considerably in the past 
few weeks. 


The sales manager of one 
large used-car lot said, “I’m sell- 
ing 1948 and 1949 models now 
that I wouldn’t have touched a 
few months ago, but it is help- 
ing us to stay in business.” 
Another dealer complained that 
1955 models are priced too high. 
“The spread is_so thin,” he said, 


i“that I can sell a 1956 model for 


only a couple of hundred dollars 


more.”—(G. S. Connell.) 
* x * 
Providence 


A 6 percent setback was suffered 
in new-car registrations in Provi- 
dence during May, as compared 
with the previous month. 

By make, May registrations 
were: Chevrolet, 278; Ford, 232; 
Plymouth, 129; Oldsmobile, 101; 


cars and 269 new trucks for the 
same period of 1955. 


May registrations of new cars 
were: Chevrolet, 85; Ford, 49; 
Buick, 25; Pontiac, 23; Plym- 
outh, 22; Oldsmobile, 19; Dodge, 
13; Studebaker, 11; Mercury, 8; 
Chrysler, 7; Cadillac, 5; Hudson, 
3; Volkswagen, 3; DeSoto, 2; 


Buick, 92; Pontiac, 55; Cadillac, Nash, 2; Continental, 1; Mer- 


| 
| 


48; Mercury, 32; Dodge, 31; | cedes, 1; Packard, 1, and Willys, 

Chrysler, 30; Nash, 18; DeSoto, 1, 

13; Hudson, 11; Lincoln, 11; Truck registrations were: Ford, 
Studebaker, 10; Packard, 8; |25; Chevrolet, 20; International, 9; 
Imperial, 4; Rambler, 4; Clipper, |GMC, 8; Dodge, 3; Kenworth, 2; | 
3; Willys, 1, and miscellaneous, | Willys, 2, —_ ee 1, 
26 J 

ee er ain ei Baltimore 

e: Guevit. te; Dees, SS | A total of 2,803 new cars were 


Baltimore during 


ternational, 14; GMC, 5; White, 3; registered in 


Diamond T, 2; Divco, 2; Reo, 2; | May, along with 369 new trucks. 
Mack, 1; Studebaker, 1; Willys, | Car registrations by make 
1, and miscellaneous, 3.—(Ruth M.| were: Chevrolet, 721; Ford, 664; 


Eddy.) Plymouth, 284; Buick, 246; Olds- 
2. =. = bile, 215; Pontiac, 139; Dodge, 
mo » > . ’ 
Ii; 118; Mercury, 99; DeSoto, 69; 
Billings, Mont. Cadillac, 64; Chrysler, 61; Stu- 
Dealers in Yellowstone County | 


: debaker, 45; Packard, 25; Nash, 
(Billings), Mont., delivered 281 new| 9]; Lincoln, 15; Hudson, 7, and 
cars and 70 trucks during May. | miscellaneous, 10. 

Total for the first five months| Truck registrations were: Chev- 
was 1,339 new cars and 330 new’) rolet, 123; Ford, 119; International, 


trucks, compared with 1,399 new | 35; GMC, 34; Dodge, 27; Mack, 12; 
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FIELD DEMONSTRATIONS 


THAT CLOSE SALES FAST! 


eeeeeeeeeeebeseeeeeseeeeeeseeees * 





Your distributor also offers: 


@ Sales help from equipment specialists 
@ Technical help on equipment problems 
@ Equipment data for your salesmen 


@ The newest, most advanced line of 
truck equipment on the market! 


e@eeeeceeaeaeoeeeeeeeee ee Ceeeeeeee 





distributor! 


GAR WOOD INDUSTRIES, 


Wayne, Michigan e« 
Plants in Wayne and Ypsilanti, Mich. « 


To close more truck sales and make more 
profit, offer your customers completely 
equipped units, ready to work! And, to show 
them what complete units can do, just call 
your Gar Wood-St. Paul truck equipment 


Your Gar Wood-St. Paul truck equipment 
distributor will have an equipment expert 
take your customer and salesman to an actual 
job site. There your customer can see how 
Gar Wood-St. Paul dump bodies and hoists, 
winches, cranes, Frate-Gates, Hi-Lifts, Load- 


¥ 
I 


sete 
f Tas 


a aw pee 2 


Packers or pole derricks are profitably 
handling jobs like his own. He can talk with 
the operators, maintenance men, job super- 
intendent ... get “sold” in a hurry by a 
satisfied owner. 


Here’s an extra service for you, Mr. Truck 
Salesman, to help you sell! It’s yours for 
the asking from your Gar Wood-St. Paul 
distributor .. . headquarters in your area 
for the newest, most advanced line of 
truck equipment on the market. Call your 
distributor soon! 


INC. 


Richmond, Calif. 


Richmond, California 
Findlay, Ohio «+ Mattoon, Ill. « 





Willys, 10; Reo, 4; Diamond T, 2; 


White, 2, and miscellaneous, 1. 
(Kate Savage.) 
| * * * 

Toledo 


May deliveries of new cars in 
| Toledo and Lucas County totalled 
1,826, compared with 1,878 in April 
and 2,365 in May, 1955. 


In the first five months of thi 
| year, deliveries totalled 9,264, a de 
| cline of 1,667 from the correspond- 
ing period of 1955. 


All but two makes had year-to- 
year declines for May. The excep- 
tions were Cadillac, which held 
steady at 43 deliveries, and Hud- 
son, up to 14 from 8. 


May registrations stacked up 
this way: Chevrolet, 523; Ford, 396; 
Buick, 191; Oldsmobile, 150; Plym- 
outh, 140; Pontiac, 112; Mercury, 
64; Dodge, 61; Cadillac, 43; Chrys- 
ler, 34; DeSoto, 28; Nash, 27; Hud- 





son, 14; Studebaker, 11}; Lincoln, 8; 
Willys, 7; Packard, 3, and miscel- 
laneous, 5.—(George E. Toles.) 

* * o* 


Cincinnati 

Sales of motor vehicles in Ham- 
ilton County (Cincinnati), O., in 
the week ended June 14 totalled 
1,835 units, an increase of 4 per- 
cent over the previous week and 
a decrease of 9 percent in compari- 
son with the same week of 1955. 


A total of 724 new cars and 
62 new trucks were sold, com- 
pared with 690 new cars and 53 
new trucks in the week ended 
June 7. 


A total of 999 used cars and 50 
used trucks were traded in the 
week ended June 14, compared 
| with 980 used cars and 40 used 
trucks in the previous week. 
| (Frank Kappel.) 


* 


* * 
Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., in the final 
two weeks of May, fell slightly be- 
low sales in the first two weeks of 
the month, according to the county 
treasurer’s office. 


There were 60 units registered 
in the last half, against 69 in the 
first two weeks. Sales by makes 
in the last half were: 

Ford, 15; Chevrolet, 13; Buick, 
8; Pontiac, 7; Oldsmobile, 4; 
Plymouth, 4; Chrysler, 2; Dodge, 
2; Studebaker, 2; Mercury, 1; 
Hudson, 1, and DeSoto, 1. 

New-truck sales held even, with 
two sold in each period. 


Used car sales slumped in the 
last two weeks of the month, com- 
pared to the first two weeks. The 
score: 247 to 179. Used trucks also 
fell below the sales of the first two 
weeks, 18 to 10.—(George M. Hun- 
holz.) 


* 


Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., in the 
first 15 days of June totalled 1,063, 
slightly below the 1,100 counted in 
the comparable period of May. 
| Ford regained the lead from 
Chevrolet by registering 283 to its 
| competitor’s 262. 

Other registrations were: Pon- 
tiac, 88; Oldsmobile, 81; Buick, 
76; Plymouth, 73; Dodge, 63; 
Mercury, 35; Cadillac, 17; Chrys- 
ler, 17; DeSoto, 16; Volkswagen, 
16; Hudson, 8; Nash, 7; Packard, 
5; Clipper, 3; Lincoln, 3; Stude- 
baker, 3; Imperial, 2; Alfa 
Romeo, 1; Austin, 1, and Willys, 1. 

Truck registrations amounted to 
148, compared with 81 in the May 
| period. 
| By makes, they were: Chevrolet, 
|50; Ford, 45; Dodge, 18; GMC, 14; 
| International, 14; White, 3; Reo, 
|2; Diamond T, 1, and Mack, 1. 
| —(Bert Strang.) 


* 


oe *x * 

Omaha 
Chevrolet still holds a command- 
|ing first in new-car registrations 
for Douglas County, (Omaha) Neb. 
It scored 494 sales in May. 

Ford held undisputed second 
place, 304, and Buick’s third spot, 
129, was uncomfortably close to 
a tie for fourth, Plymouth and 
Pontiac each showing 123. Olds- 
mobile wound up in fifth place 
with 74. Other makes totalled up 
|to 1,481 for the month, as against 
April’s, 1,475. 

In the truck department Chevro- 
let was tops, with 40 sales, com- 
pared with 38 for Ford. Inter- 
national put 27 new trucks on the 
road and the month’s total was 
132, contrasted to April’s total of 
118.—(Arthur R. Oleson.) 
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Meeting the Practical Problems .. . 








Case Histories of a Salesman 


Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * + 

Dear Ed: 
7. many times in auto selling 

we salesmen don’t realize the 
feelings of the people from whom 
we are trying to earn an honest 
living. I’ve learned to have lots of 
patience and understanding. 

Here’s the story about Tom 

and Helen Munchnik, a middle- 
aged couple who just wanted to 
buy a new Car. 

Munchnik started MY sales 


NIADA Confident 
Auto Legislation 
Will Be Quashed 


MIAMI. — Used-car dealers are 
confident that no factory-dealer 
legislation will be passed at this 
session of Congress, reported Stacy 
Rowell, president, National Inde- 
pendent Automobile Dealers Assn., 
on his return from the group’s 
semiannual directors’ meeting in 
New York. 

“We have gone on record as being 
unalterably opposed to the Mon- 
roney bill,” he said, “and from what 
we hear, it is doubtful this legisla- 
tion will be enacted. 

“We feel the manufacturer, the 
franchised dealer, the independent 
dealer and the finance companies 
are the four segments of the auto 
industry, and to put an umbrella 
over any one of them would be 
harmful both to the other three 
and to the buying public. 

“We are against easing the anti- 
trust laws to favor any particular 
group and, from what we hear, 
some 65 percent of the franchised 
dealers also are against such legis- 
lation. What the auto industry 
needs is more free enterprise, not 
less.” 

NIADA is stepping up its plans 
for its national convention in New 
York Oct. 21-23. Harry Gottlieb, 
New York, is chairman, and New 
York Mayor Robert Wagner will 
deliver the welcoming address. 


Calendar 


(Continued from Page 12) 
General 








Oct. 414 — Paris Auto Show, Grand 
Palais, Paris. 
Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 


neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 


Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
ress, Morrison and LaSalle Hotels, 
hicago, 

Oct, 23-25—IIth Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance 
Convention, Hotel Commodore, 
York, 

Nov. 8-9—National Fuels and Lubricants 
oo, Society of Automotive Engi- 

e 


Conference 
New 


neers, Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-l1—Automotive Warehouse Dis- 


tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Manting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif, 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 


March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotel, 
Montreal. 


March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 





pitch by telling me that he knew 
all about us 
wise-guy sales- 
men and how 
tricky we are 
and that he 
wasn’t going to 
stand for any 
of my phoney 
dealing. 

“Just give me 
the straight 
: dope on how 

dl much it will 

Bert Simons cost me to trade 
on that blue and white job on the 
floor,” said Munchnik. 

This guy was calling me a liar, 
a crook and a cheat in the nicest 
way he knew how—and he didn’t 
even realize he was doing it. 

* * * 
. AND MRS. MUNCHNIK 
didn’t look the part they were 
playing and it was for this one 
point alone that I threw myself 


Contoured to hug the inside of the 
panorama windshield and the roof, 


into reverse. It was a good thing 
I did because with two or three 
of this kind of “up” in a row a 
salesman could easily blow his 
top. 

“Mr. and Mrs. Munchnik,” I 
said, “I’m sure of two things 
now that I’ve talked to you. 
One is that you sincerely want 
to buy a new car. Number two 
is that you have been mis- 
treated while trying somewhere 
else. 

“It’s very possible you got hold 
of a salesman who didn’t feel so 
good that day or maybe the poor 
guy had been having a rough 
time at home or maybe you two 
didn’t hit it off so well together 
because you might have accused 
him of being everything bad un- 
der the sun, such as you did here 
with me tonight. 

“If you'll think back a little you 
must realize how you showed no 





trust at all in me. More so, you 


PANAVISOR assures full vision with- 
out eye strain in brightest sunlight. 
A dark band across the top protects 
even the short person against.irritating 


“sky glare.” 


PANAVISOR slides up and down 
easily, yet stays where the driver 
wants it. Chrome plated metal parts 
and careful styling make it a hand- 
some, useful asset to the distinguished 
cars for which it has been expressly 








openly warned me in advance not 
to lie to you or pull any tricks. I 
don’t have to do anything but 
pleasantly show you my product, 
tell you the price, appraise your 
old car and figure the difference. 
* * +” 
= EN, if that’s OK, and you 
want to buy on terms, we'll 
discuss the amount of cash you 
might need, establish the amount 
of payments you want and take a 
credit statement for a loan on the 
bank you choose. 

“Now tell me, Mr. Munchnik, 
where and how is there any 
possibility of anything but 
‘straight dope,’ as you put it?” 

Mrs. Munchnik looked at me 
and said, “Mr. Simons, I think 
you have it just like it happened. 
We did have a bad time in an- 
other dealership about an hour 
ago. And I’m not ashamed to ad- 
mit now that we look back that 
we didn’t give the salesman much 
respect much the same as we 
were doing here with you. I’m 
glad you are more understanding 
and because you are, I'd like for 
us to deal with you.” 

And they did. 


—Bert Simons. 





Tinnin's Auto Auction— 


Shown above is the Tinnin Auto Auc- 
tion, Meridian, Miss., owned and oper- 


ated by Bill Tinnin. A closed dealers 
auction, it features a modern brick auc- 
tion arena and a blacktop auction area. 
Auction day is every Tuesday. 





SLIDING 
SUNSHIELD 


Install it in 15 minutes 


DRILL NO HOLES 


eas 





NOTHING 





designed by automotive engineers. 
Can be easily removed for cleaning. 


Available direct to Buick, Cadillac, 
and Oldsmobile dealers. Satisfaction 
guaranteed. Suggested list price 
$39.75. Dealer’s price $23.75 includ- 
ing Federal Tax. Shipping weight, 
each, 9 pounds. Container size 4” x 
12” x 28”. Transportation allowed 
on shipments of 24 or more. 


lf requested, will gladly send a sample on consignment to rated firms 
Send us your purchase order today 


AVISOR 


14355 Livernois 


Avenue ° 


INC. 


Detroit 


38, 


Michigan 
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Positive Truck Attitude 


Is Goal of NADA Drive 


E reason why many car-truck, the truck franchise in the same|this business to its rightful place | 


dealers view truck business as 
a “stepchild” is because NADA and 
factory executives have in the past | 
looked on trucks as a ~ROCeSEREY | 
evil.” 

This was implicit in the report 
of NADA’s new truck committee | 
which held its first meeting | 
Thursday, June 7. 

Because of this negative outlook, | 
the report hinted, dealers turn | 
truck inventories to get their} 
money back, regardless of how| 
they come out on the deals. 

In the report to the NADA 
board, the committee assumed full 
responsibility for planning and 
developing ways to promote confi- 
dence in trucks and to help dealers | 
increase truck sales and service. | 

* : om | 

7 WAS quite apparent that the | 
committee feels that if the 
majority of car-truck dealers held | 


OMEONE must have been read- | 

ing the minds of the truck) 
dealers who make up the new! 
NADA truck committee. While 
they were making their number 
one recommendation to the NADA 
board of directors that “truck sales 
and truck merchandising must be 
elevated to their rightful positions 
in the factory set up before we 
can hope to get too far in getting 
them elevated to their rightful 
position in dealer operations,” Ford 
division was already doing it. 

When the committee said, 
“Factory truck sales promotion, 
merchandising, sales _ training, 
service training must be placed 
on a par with the same pro- 
grams factories project for pas- 
senger car sales,” Ford had 
already restreamlined its truck 
sales department to do just that. 

Under the new alignment, John 
S. Snyder has been named truck 
marketing manager; John F. Mc- 
Lean jr. is truck merchandising 
manager; Howard W. Cook is 
fleet sales manager, and T. F. 
Buchanan is truck market plans 
manager. H. L. Swan and Walter 
Blanchard will handle truck adver- 
tising directly under Snyder. 

Thus the new organization not 
only puts greater emphasis on 
trucks but brings sales, sales pro- 
motion, advertising and training 
directly under the truck depart- 
ment manager who is on the same 
organizational level as the 
Passenger-car sales manager and 
his staff and who reports directly 
to the general sales manager just 
as the passenger-car sales mana- 
ger does. 

But this column isn’t supposed 
to be a report on recent Ford 
happenings in the realm of trucks 
but a very condensed and some- 
what nostalgic tracing of the Ford 
truck history from the days back 
in 1905 when that first two-cylin- 
der E Ford chassis with a box 
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esteem as the car franchise, more 
would have shown a better profit 
in 1955. 

The committee held up exclu- 
sive truck dealers as an example 
for car-truck retailers to emulate 
in restoring truck merchandising 
from the present low ebb re- 
ported by so many across the 
nation. ~ 
The truck committee aims to 
change this if possible. The report 
asserts that “the very first thing 
we (NADA) have to do is to go 
right through the industry and 
change this attitude from top to 
bottom and bottom to top. 
“Before we can hope to get any- 

where we must, somehow,” the 
report continued, “make factories, 
dealers associations and everyone 
in the industry truck-conscious. 
We must elevate the truck end of 


mounted on it was built as a cargo 
carrier. - se 


Remember Form-A-Truck? 


CTUALLY the first truck, as 

such, was a one-ton Model T 
built back in 1917. As near as can 
be learned even that first truck 
had a worm drive axle and hard 
rubber rear tires. 

Prior to that, and for some time 
after, thousands of Ford trucks 
were built similar to the way the 
first Form-A-Truck was built by 
dealers and distributors. The 
frame of a passenger car was 


elongated and strengthened and 
* - * 





Ford's First Truck— 


This one-ton truck was the first vehicle 
produced by the Ford Motor Co. labeled 
“truck”. Prior to 1917, the year this first 
truck was produced, adaptations of the 
passenger car had been made for com- 
mercial use, including the addition of a 
longer heavier frame and “dead” axle 
known as Form-A-Truck conversion. This 
worm drive, hard-tire-in-rear unit was the 
forerunner of Ford's present “full line." 

S @ 


the rear axle of the car fastened 
directly to the frame of the vehicle. 

Under the rear of the elon- 
gated chassis, springs and a 
“dead” rear axle were mounted. 
Sprocket gears were attached to 
the drive shafts of the “live” 
axle and to the wheels on the 
“dead” axle and the “Form-A- 
Truck” was driven by chains. 
The gear reduction wanted was 

gained through the size of the 

sprocket gears. 

Later a two-speed Ruckstell axle 
was substituted for the dead axle | 
and an auxiliary transmission set | 
in between the original planetary | 
gear box of the Ford and the drive 
shaft of the heavier axle. 

Because Ford was the “produc- 

(Continued on Page 19, Col. 1) 





in the sun.” 
* x * 

ITH trucks accounting for 20 
percent of all vehicle produc- 
tion, with 10 million trucks regis- 
tered now and 30 million expected 
by 1976, the committee feels it is 
high time that NADA had a real, 
honest-to-goodness truck program. 
And this committee aims to pro- 
vide just that. 





| 
As its first step, the commit- | 
tee plans to ask cooperation of 
car-truck factories in elevating 
truck sales and merchandising | 
to “their rightful positions.” It | 
feels this must be done before 
dealers will “promote” them. 


In other words, the committee | 
feels that truck sales promotion, | 
merchandising, sales and service} 
training need to be placed on a| 
par with like car programs. 

* ~ * 

HE committee also sees a need | 
for similar committees at state 
and local association levels to push | 
trucks. Through this approach, it | 
is felt that sound merchandising | 
principles can be spread to the | 
grass roots of the retail truck bus- | 
iness, 

There is no question in the 
minds of industry truck men but 
that the committee will get co- 
operation from factories and the 
majority of truck equipment dis- 
tributors as well as the Truck 
Body & Equipment Assn. 


| 


As a matter of fact, the group| 
looked forward to the day) 


has 
when retail truck merchandising 
will return to the sound basis of 
selling and service that once pre- 
vailed. 

An important phase of profitable 
truck retailing is bound up in the 
relationship between dealer and 
body and equipment distributor. 

No factory or dealer possibly 
could carry the number of body 
and equipment items needed to 
make the modern truck an effi- 
cient hauling unit. 

Thus, if the truck dealer does 
not have the full cooperation of 
the equipment distributor, he 
stands to lose profit and technical 
advice most dealers need to give 
customers the right truck for the 
right job. 

* 


* * 


HE distributor, as"much as the 
dealer, realizes that continued 
profit in the retail truck business 





depends upon sound selling and 
(Continued on Page 23, Col. 1) | 


How They Fared .. . 


> 


|NADA Truck Committee in Action— 


Members of the NADA Truck Committee for 1956 are, seated, 


from left, Paul 


Matheny, Parkersburg, W. Va.; Jarry Valliant, Salisbury, Md.; Robert Purcell, Syracuse, 


and Mary Wehrle, 


| vice-chairman; Millar White, Oklahoma City; E. A. Sahli, Beaver Falls, Pa.; chairman 
| and NADA director; Roy Smith, NADA exhibition manager; Lew Ullrich, Louisville; 
secretary. Standing: Everett Lawrence, editor, NADA Official Used 
Car Guide, and Walter Kiplinger, NADA promotions director. 





Engineers Stress Retarders .. . 


ICC, SAE Emphasize 
Truck Brake Systems 


_ importance of truck brakes 
has been emphasized this past 


|month, There have been the Inter- 
| state Commerce Commission order 
| to 


regulate truck and_ tractor- 
trailer brakes and the two sessions 
devoted to the subject at the sum- 
mer meeting of the Society of Au- 
tomotive Engineers in Atlantic 
City. 

At the SAE meeting an entire 
session was devoted to “Emer- 
gency Braking Systems for 
Combination of Vehicles” and 
another to the “Latest Develop- 
ments of Vehicle Retarders.” 


While the ICC order prescribing | 


new requirements for braking 
systems on combinations was 
effective June 30, later dates also 
are set for observance of principal 
requirements. Major features are: 

1. After June 30, 1956, towing 

vehicle air and vacuum reservoirs 
must be safeguarded against leak- 
age in the connection to the source 
of air or vacuum, 

2. On and after Jan. 1, 1957, 
every towing vehicle must have 
a means for keeping its brakes 
operative in event of breakaway. 
3. After Aug. 31, 1956, every 

NEW vehicle, and after Dec. 1, 
1956, EVERY vehicle towing an 
air-braked trailer shall have both 


Commercial Car Registrations 
First Four Months, 1955-1956 


Ist 4 Mos, 
Regis., 


Chevrolet 
Ford 
International .. 


Studebaker 
Diamond T 


100.00 
White includes Autocar, Freightliner and Sterling. 


Percent 
Share of 
Market 
33.71 
29.39 
12.16 


Percent 
Point 
Change 


+481 


ist 4 Mos. 
Regis., 
1955 
15,732 
91,369 
33,300 
17,369 
20,745 
8,294 
4,210 
2,860 
3,742 
1,093 
818 
366 
2,129 


Percent 
Share of 
Market 
28.90 
34.87 


9.78 
6.12 
2.32 
1.82 
1.45 
1.16 

AT 

32 

12 
1.18 


‘31 
14 
‘81 


262,027 100.00 


** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, 


ete. 


—Compiled from R. L. Polk & Co. data. 


|an automatic and a manual means 
of activating the emergency fea- 
tures of the trailer brakes. And 
jafter Dec. 31, 1956, every vehicle 
towing a vacuum-braked trailer 
must have a second control device 
for emergency trailer braking. 
* * * 


Maintenance Emphasized 


4 AIR brake systems installed 
| ** on towed vehicles manufac- 
|tured after Aug. 31, 1956, must 
|have devices to safeguard the air 
|supply against backflow through 
the supply line. 

5. After Dec. 31, 1956, every 
towing vehicle using vacuum 
brakes shall have an audible or 
visible low-vacuum warning de- 
vice. A gauge indicating pres- 
sure or vacuum shall not be 
deemed an adequate means of 
satisfying this requirement. 
Methods of preventing highway 

accidents caused by brake failures 
on commercial truck-trailer combi- 
nations were considered at a sym- 
posium during the SAE meeting. 
Engineers told the symposium that 
the problem involves not merely 
equipment, but proper mainte- 
nance and the exercise of better 
judgment by truck drivers. 

Controversy developed over 

whether the “axle-by-axle” or 
“vehicle-by-vehicle” system of pro- 
tection is preferable. Ward L. 
Bennett, Baltimore Transfer Co., 
told the symposium that it is more 
important to have proper braking 
equipment, to maintain it effici- 
ently and to incorporate such 
(Continued on Page 22, Col. 3) 





Truck Sales Hold 
Pace Over 1955 


EGISTRATIONS of new trucks 
for April edged those of April, 
1955, by 5 percent, according to R. 
L. Polk & Co. The four-month total 
was 291,509 for 1956, an increase of 
11.25 percent over the 262,027 regis- 
tered for the like period of 1955. 
The total for the month was 
82,699 as compared to 79,071 reg- 
istered in April, 1955. Chevrolet 
continued to lead the field with 
33.71 percent of the market. Ford 
was second with 29.39 percent. 
This represented a 4.81 percent- 
age-point increase for Chevrolet 
(Continued on Page 18, Col. 5) 
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THE BEST DEALERS 
SELECT THE BEST 


efficiemcy ... positive air-power actu- 
ation plus automatic retraction helps men do 
faster, neater, better work. 


styling... clean, functional design com- 
mands customer confidence . . . transforms any 
lube room into a “service showcase.” 


dependability ... maintenance is 
the lowest ever recorded for similar equipment 
... installation is simple and easy. 


When you are ready to make your lubritorium a 
proven “Invitation to New Business,” contact 
your Lincoln Sales and Service Wholesaler. He 
will consider it a privilege to serve you. 


*Registered Trade Name 











~~ fe 9). ase 


-.- Says Service Manager Harry M. Bohn 
MALLORY BUICK COMPANY, ST. LOUIS, MISSOURI 


“Lincoln Equipment styling blends with our ultra-modern 
lubrication department. The handsome ‘showroom’ appear- 
ance attracts more customers. The space-saving, time- 
saving efficiency pays-off in customer satisfaction.” 


v7 ae ae e and Manufacturers . 
AUTOMATIC LUBRICATING EQUIPMENT 
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Report from the Capitals... 


States Clarify Truck Regulations 


By Bethune Jones 
Legislative Correspondent 

NEW YORK. — New develop- 
ments with respect to state regu- 
lation of trucks and related 
matters have been reported from 
various state capitals. 

They include the following: 

Arizona: An opinion handed 
down by the State Supreme 
Court unanimously upheld a 
lower court decision that per- 
sons renting trucks and trailers 
to Southwest Lumber Mills, Inc., 
were not motor carriers. 

The Supreme Court noted that 
the State asked it to hold the 
truckers liable for taxes under 
the State Excise Revenue Act in 
the event they were found not sub- 
ject to the Motor Carrier Act. 

“It is novel and interesting to 
receive a request to render judg- 
ment in favor of the State for a 
purported tax when the same has 
never been assessed by the author- 





ities and no issue has been raised 
court,” the high court said. 

The court ruled the truckers had 
a lease agreement with the com- 
pany and were not subject to li- 
cense taxes under the Motor 
Carrier Act. 

The high court also upheld the 
lower court decision that the tax 
payments made by the truckers 





Signal-Stat Chart Explains 


N.Y. Truck Lighting Law 


BROOKLYN, N. Y. — Signal- 
Stat Corp. has prepared a special 
wall chart itemizing the provisions 
of New York State’s new 
commercial-vehicle lighting law 
which becomes -<effective Jan. 1, 
1957. 


The chart indicates the lighting 
equipment required for all types 
of commercial vehicles. Compli- 
mentary copies may be obtained 
by writing Signal-Stat Corp., 523- 
539 Kent, Brooklyn 11, N. Y. 


concerning the same in the trial 
under protest be repaid at 6 per- 
cent interest. 

IpaAHo: State Public Utilities 
Commission was asked by repre- 
sentatives of 350 motor carriers 
operating in Idaho for permission 
to increase their rates. 

The carriers said their current 
minimum charges range from 86 
cents to $1.04 for any shipment 
and are well below minimum 
rates in other states. They asked 
that the minimum be raised to 
$1.50. 

They contended present charges 
were noncompensatory because of 
increases in operating costs. 

Maine: Gov. Edmund Muskie 
has taken no action on a request 
by a joint committee of Maine 
truckers and industrialists that he 
call a special session of the Legis- 
lature to increase truck weight and 
length limits. 

The joint committee said in a 
letter to the governor that the 
Fallon highway improvement bill 


now pending in Congress would 
freeze present limits for 13 years. 


Maine’s present restrictions, 
the committee said, are lower 
than those of all other states 
east of the Mississippi River. 
The 50,000-pound maximum 
weight, it was pointed out, com- 
pares with 60,000 in all other 
New England states. 


The present regulations, the 
committee warned, would be a 
deterrent to any industry consider- 
ing locating in Maine. 

In another development, the 
Maine Public Utilities Commission 
was recently asked in effect to 
overrule the “hot cargo” clause in 
a trucker’s labor contract and re- 
quire the truckers to handle ship- 
ments brought across picket lines. 

Micuican: A drive against 
truckers who declare incorrect 
weights of their vehicles, and in 
some instances seek to avoid full 
tax payments by using one license 
plate for more than one vehicle, 
is being continued by Michigan 
Secretary of State James M. Hare. 

He said re-weighing of 126 
trucks of the Michigan Trans- 
portation Co., Detroit, disclosed 
the weights of 73 vehicles were 
incorrectly reported. As a result 





Sell 


Payload 
Performance 
THAT LASTS- 
Specify HEIL 
Bodies and 
Hoists 


ONLY HEIL ENGINEERING 
PROVIDES LONG-LIFE 
DESIGN LIKE THIS... 


that cause rust. 


eration. 


® Exclusive interlocking subframe sup- 
ports floor with interlaced cross mem- 
bers of close center distances to prevent 
sagging and distribute loading shocks 
evenly. A smooth, flat Heil floor dumps 
clean and fast, eliminates water pools 


® Exclusive Heil Perma-Pump is inde- 
pendently mounted so it can be lined 
up directly with the power take-off— 
there’s less friction loss, and far less 
wear on universals. 


® Heavier, thicker-splined drive shaft 
outwears ordinary units. 


® Lift arms have fewer wearing parts 
and are designed so debris, rocks and 
foreign materials cannot impede oper- 


ation. Cylinder heads are screwed on 
so all cylinder parts are easily accessible. 


@ A single sheet of heavy gauge steel 
forms the sides. These are welded to 
V-section braces and rugged corner 
posts to prevent bulging and distortion. 
There’s no spreading of the tailgate 
dimension to interfere with gate op- 


®@ Heil bodies are al/ steel so simple 
maintenance can be done by welding 
—there are no expensive castings to 
replace. 








KEEP YOUR CUSTOMERS 


SATISFIED...with HEIL QUALITY 


No truck is any better than the hauling unit 
mounted on it—that’s why Heil bodies and 
hoists go a long way to build you a reputation 


for keeping your customers satisfied. Your 
nearby Heil distributor is always ready to 
help with that job. Depend on him. 


BH-65 


THe HEIL co. 


Dept. 5976, 3059 W. Montana St., Milwaukee 1, Wisconsin 


Factories: Milwaukee, Wis.—Hillside, New Jersey 


of the investigation, he said 26 
additional sets of license plates 
were purchased by the company 
for unregistered equipment. An 
additional $7,172 was netted for 
the state treasury. 

Noting that his office recovered 
$60,292 during the first five months 
of this year from truckers who in- 
correctly reported truck weights, 
Hare said the Detroit firm was 
one of 20 trucking companies 
whose vehicles were being re- 
checked. 

NortH Carouina: An application 
by motor carriers for higher mini- 
mum charges and a 20 percent 
increase in intrastate rates for 
less-than-truckload shipments was 
rejected by the North Carolina 
Utilities Commission. 

The commisszion held, however 
that it would be in the public 
interest to permit the truckers to 
retain an emergency 6 percent in- 
crease granted March 30, 

Rejected was the carriers’ pro- 
posal to boost the present $2 mini- 
mum charge to $2.50 for 95 miles 
or less and $3 for more than 95 
miles. 

PENNSYLVANIA: Gov. George 
Leader recently vetoed two Penn- 
sylvania legislative bills that would 
have relaxed regulations govern- 
ing truck weights and widths. 

One of the bills would have 
allowed large nontrailer trucks 
to carry heavier loads on their 
rear axles, while the other would 
have authorized a width of 102 
inches for trucks carrying 
cement sewer pipes. 

Leader signed into Pennsylvania 
law a bill fixing speed limits of 
50 miles an hour for trucks on 
four-lane highways and 40 miles on 
narrower roads. 

The state previously had an un- 
observed law fixing a 30-mile speed 
limit for trucks. 


Truck Sales Pace 
Maintains 5 Pct. 
Edge Over 1955 


(Continued from Page 16) 
and a drop of 5.48 percentage 
points for Ford. 
a 7 7 

NTERNATIONAL was third with 

12.16 percent; GMC, fourth, 9.78 

percent; Dodge, fifth, 6.12; Willys, 
sixth, 2.32; White, seventh, 1.82; 
Mack, eighth, 1.45; Studebaker, 
ninth, 1.16; Diamond T, 10th, .47; 
Reo, 11th, .32, and Brockway, 12th, 
AZ. 

April’s total compared with 77,220 
for March, 1956. 

Gainers, in addition to Chevro- 
let, were GMC, 3.15 percentage 
points (to give General Motors a 
7196 percentage-point increase) ; 
White, .21 of a point; Mack, .36; 
Diamond T, .05, and Reo, .01. 

Miscellaneous makes also showed 
a gain of .37 of a percentage point, 
or an increase from 2,129 units reg- 
istered in 1955 to 3,450 in 1956. 

Losers included International, .55 
of a percentage point; Dodge, 1.80; 
Willys, .84; Studebaker, .27, and 
Brockway, .02. 

” * - 
eas, in April, 1956’s truck mar- 
ket continued its strong surge 
over last year’s when 957,001 trucks 
were registered. 

California again led the individual 
states, with Texas second and New 
York forging to third place from 
fifth at the end of March. 

The top 10 states for April were: 


1956 1955 
1. California ............ 9,045 7,968 
2. Texas .................... 6,265 6,555 
3. New York .......... 5,493 4,555 
Wee cosas acca canes 3,701 3,833 
i eee 3,538 3,131 
6. Pennsylvania .... 3,234 3,530 
7. Michigan ............. 3,431 
8. New Jersey 1,933 
9. Indiana ....... 2,490 
10. Florida ................ 2,281 





Missouri and Tennessee were hot 
on the heels of Florida for 10th 
spot, with 2,017 and 2,015 registra- 
tions respectively. 

Chevrolet in April led Ford in 33 
states and the District of Colum- 
bia. Twenty-six states and the Dis- 
trict of Columbia topped April, 1955, 
in registrations. 


Schmidler Joins Buick 


E. William Schmidler has been 
named parts representative for 
Buick in the Minneapolis zone. He 
previously was associated with U. S. 
Supply Co., Minneapolis. 
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(Continued from Page 16) 


tion” vehicle of the time and also} 
because the Model T engine was a) 
dependable power plant, and re-| 


pair parts could be obtained in 
practically every town and hamlet 
in the nation, the Ford “make-a- 
trucks” became one of the most 
widely used if not the most used 
commercial vehicles of the era. 


At one time as many as 37 differ- | 
ent makes of transmissions and | 


rear axles for Ford truck conver- 
sion were being marketed through- 
out the country. Even into the 
days of the Model A trucks, many 
of these conversion units still were 
being sold and used in large quan- 
tities. 
+ * * 


Distributors Appear 


AMES, some of the oldtime 

Ford dealers will remember, 
were Moore, Warford, Jumbo, 
Universell, Ruckstell. Later the 
Watson transmission, which still 
is being marketed as an auxiliary 
transmission to give modern 
trucks lower or higher gear selec- 
tion than is possible with the 
standard transmissions, was a pop- 
ular conversion unit. 

Thus was born the body and 
equipment distributor as we know 
him today, for all of these Ford 
truck “accessories” were sold by 
distributors, to, and through, the 
Ford dealers. In most cases they 
also were mounted by the dis- 
tributor in his shop, rather than 
by the Ford dealer. 

Many of these Ford truck 
equipment units were sold in 
huge quantities for those days, 
and in what would be called 
quantity production in today’s 
million-truck years. More than 
half a million Rucksteel axles 
were sold to be installed on Ford 
trucks between 1923 and 1928. 

Thus from the very first, Ford 
dealers were truck-minded and 
learned early how to sell trucks 
properly. They had to know their 
equipment and how to suggest the 
unit that would give the purchaser 
the best truck for his needs. 
The volume of truck equipment 
and bodies was so large that a 
separate firm known as Henry 
Ford & Son was organized to 
distribute these truck items as 
well as the farm implements and 
industrial mechanisms that went 
with the old Fordson tractor in 
places where there was no inde- 
pendent distributor. 
- . * 


Factory-Mounted Bodies 

N THE Detroit area for instance, 

Henry Ford’s brother, William 
Ford, -was the farm implement and 
truck body and equipment distrib- 
utor. He had a sizable sales force 
calling on Ford dealers all over 
the state, working with Ford sales- 
men on truck deals and aiding in 
Selecting the right equipment to 
sell the prospects. 

In addition to the equipment 
and bodies that were sold to 
Ford dealers through these im- 
plement and equipment distrib- 
utors, Ford Motor Co, also had 
a long line of standard “com- 
plete” trucks which the dealer 
could order direct from _ the 
factory. 

The bodies of these jobs which.. 
included dump trucks, farm trucks, 
stake trucks, long and short wheel- 
base panel-bodied trucks 
1%-ton size and many others all 
were factory mounted, something 
that would be out of the question 
with today’s many models and high 
output. 

As I look back on the truck 
business of those early days I 
sometimes wonder how we ever 
sold some of the combinations that 
were in quite general use. For 
instance, a Ford truck equipped 
with a Ruckstell axle depended 
entirely on the band brake in the 
planetary for a service brake. The 
emergency brake to the _ rear 
wheels wouldn’t hold an empty 
truck on a moderate hill. 

There was a device on the 
Ruckstell that was supposed to 
keep the axle from slipping out 
of gear, but sometimes it didn’t 
work and then the driver had. 
no brakes whatever. I clearly 
remember working with a Ford 
salesman in Kalamazoo on a 


Truckin’ . . .. ty sack Weed 
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demonstration of a Ruckstell- 
equipped Ford and a_  semi- 
trailer in 1924 or 1925. 

We were trying to sell a lumber 
|dealer and he had loaded the 
trailer with green hardwood plank 
| for a demonstration. Going down 
'a long hill the axle jumped out 
|of gear and before the runaway 
was stopped the trailer had pushed 
the porch right off the front of a/| 
house at the bottom of the hill. 


* * * 


Short-Stroke 8 in 1932 

HE first Model A truck, built 

as a truck should be built, was 
introduced in 1928. In 1932 Ford 
brought out its eight-cylinder line 
of cars, but the new truck line 
that was introduced at about the 
same time still was equipped with 
the four-cylinder Model B engine. 

I remember asking the boys at 
the head of the truck sales de- 
partment at that time—Chick 








Kenney now in the home office, 
Bob Burns now a dealer in south- 
ern California and Joe Hutchins 
now with Firestone Tire & Rub- 
ber Co.—why they didn’t put the 
V-8 in the trucks. 

The boys thought I was out of my 


| head. No one would want an eight- 


cylinder engine in a truck—but in 
less than six months, Ford was 
building eight-cylinder trucks be- 
cause of fleet customer demand. 
The V-8 truck line was announced 
in February, 1933. 

That was the start of one of 
Ford’s proudest boasts of today— 
that it has built more eight-cylinder 
trucks than all other makers com- 


| bined. Late in 1932 it built the pro- 


totype of today’s trucks—the eight- 
cylinder short-stroke engine model. 

Up to the end of World War II, 
Ford was content to build nothing 
larger than the 1%-ton truck. That 
was the volume truck of those days 
and if memory doesn’t fail me, used 
to represent from 39 to 43 percent 
of total truck production. 

But by about 1947 buyers began 
to demand a heavier unit so they 
could haul more tonnage per load. 
Roads had improved and out net- 
work of hard-surfaced roads 
pretty well covered the nation, so 


1956 


Ford brought out a two-ton job. 

In 1948 Ford began to build the 
light-heavy sizes with the introduc- 
tion of the 2%-three-ton model and 
|a job rated at 21,000 pounds GVW. 

In 1949, a panel delivery was in- 
troduced that took the light-deliv- 
ery market by storm. 

+. * * 


All Sales Through Dealers 


N 1953 another complete line 

of trucks was introduced. It in- 
cluded the F-9 that really put Ford 
in the truck business in all sizes 
and a school bus with a capacity of 
up to 60 passengers. 

Incidentally, that also brought 
home to Ford the need for a 
sound training program for Ford 
dealer truck salesmen and the 
present training program was 
really instituted. 

Today any Ford dealer can get 
from the factory all the necessary 
material to train any salesman to 
become a good truck salesman, and 
there are Ford factory-trained 
truck men in every region and dis- 
trict to aid the dealer or his sales- 








|man in suggesting the proper type) 


of truck for any job and to help 
| the dealer if he needs technical aid 
| on a truck deal. 


In 1954 tandem bogie trucks were’ 
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added to the line up to a GVW 
capacity of 42,000 pounds. The line 
now includes cab-over-engine mod- 
els, house-to-house delivery models . 
and everything the dealer needs to 

take care of any hauling need. 


And down through the years Ford 
has steadfastly refused to break 
away from the established practice 
of selling only through dealers with 
the one exception of Federal Gov- 
ernment bids. 

All fleet sales—including state, 
county and city business—still 
are made through a dealer in the 
area where the purchase or de- 
livery is made even though the 
Ford fleet sales department men 
have been the only salesmen 
working on the deal. 

During the past few years in par- 
ticular this has cost Ford some 
business here and there in in- 
stances where the competition has 
taken the business direct at the low 
dollar. 

Despite this loss of business, how- 
ever, Ford truck executives are 
adamant in their determination not 
to change this policy and always to 
sell all Ford trucks through the 
dealer body with the exception of 
those going to the Federal Gov- 
ernment. 





ATA WANTS IT 
Signal-Stat 


HAS IT! 


** New ATA Recommended Equipment Specification E-3-1955 


THE PROBLEM: 


ATA RECOMMEND 


To improve truck lighting and cure “Sitting-Duck” accidents. 


ATION: 3.09 


Turn signals are lamps which indicate a change in direction by giving 
flashing warning lights on the side toward which the turn will be made. 


in the} 





“The purpose of this ATA Recom- 
mended Equipment Specification is to 
establish uniform specifications for the 
wiring and lighting of commercial 
motor vehicles. It is intended that rec- 
ommendations herein contained will 
be used when re-wiring old vehicles 
and also used as the specifications 
for wiring and lighting when new 
vehicles are being purchased. Safety. 
efficiency, performance and uniformity 
are the objectives of this recommended 
practice.” 


THE PRODUCT 
THAT DOES IT: 





Insist on 
for all around signaling protection 


For more information about Sig- 
flare and a complimentary copy of 
the new ATA Lighting Recommen- 
dations, see your jobber, or write to: 


6.01 


6.04 


7.01 


(SAE Class A, Type 1, only are to be used.) 

Front turn signals shall be of the double faced (amber to front, red to 
rear) Class A, Type 1, mounted in accordance with SAE mounting 
specifications except when impractical due to vehicle design. 

Turn signals shall be wired in such a manner that they will flash 
simultaneously to indicate vehicle disability. 

Stop-Tail photometric requirements shall be in accordance with the 
current SAE specifications. 


SIGNAL-STAT SIGFLARE, the multi-purpose signaling system that con- 
forms with every new ATA Lighting and Wiring Recommendation. It 
provides... 

A—The most powerful Class A, Type 1, directional signals on the 
market with Double Face Lamps for front mounting and rear lamps 
to suit your individual installation. 

B—The flare feature with positive pilot action that instantly and simul- 
taneously flashes all 4 signal lamps to warn oncoming traffic that the 
vehicle is disabled. 

C—2 Stop Lamps as powerful as Class A, Type 1, signal lamps. 

D—2 Tail Lamps as powerful as the law allows. 

... all in one system with as few as 4 Lamps and 1 Switch—a specially 
designed heavy duty flasher for tractors and combinations and a range 
of Stop/Tail lights for every type of installation—all exceeding SAE 
specifications. 


DIRECTIONAL SIGNALS - SWITCHES - FLASHERS 
Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, W.Y., U.S.A. 
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RAMBLER IS OFF on its gruelling 3000 mile trip across the country under the official 

supervision of NASCAR. Driver Les Viland and Relief Driver Carl Chakmakian leave the 
starting line in Los Angeles to head across torrid deserts, crowded cities, mountains and plains 
to the ultimate destination in New York City. 
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ONE OF ONLY 5 REFUELING STOPS all the way across 
America. After each refueling, NASCAR officials sealed the 
gas tank. They and they alone could break the seal for ad- 
ditional fuel during the 3000-mile Economy Run. 





32.09 MILES PER GALLON! Less than a penny a mile for 
gas. That’s the astounding Rambler record for 3000 miles, 
averaging more than 40 miles per hour. No wonder Rambler 
is the preferred vacation car for so many American families. 







RAMBLER 


American Motors Means —4 





OF GASOLINE! 


Yes, That’s Rambler...The Car That’s Reversing 
The Industry Trend...Los Angeles To New York 
For Less Than A Penny A Mile! 


Once again Rambler has smashed an industry record! For the first time in 
history a production car has crossed the country—from Los Angeles to 
New York City—on less than five tanks of gas. A Rambler Cross Country 
Station Wagon—equipped with automatic overdrive—traveled the 3000 
gruelling miles—over every type of driving condition—with an amazing 


average of 32.09 miles per gallon—less than a penny a mile for gas! 


Yes—Rambler continues to shatter industry trends for performance . . . and 
for sales. During the first quarter of this year Rambler sales increased a 


whopping 27% while the industry in general dropped 8.3%. 


There’s a good reason for this growing popularity of Rambler cars. The 
record-breaking Los Angeles-New York Economy Run is added evidence that 
Rambler represents the successful new concept in automobiles—the one car 
in America that combines roominess, maneuverability, handling ease and top 


performance with outstanding operating economy. 


RAMBLER IS THE ONE CAR WITH AN 
EXPANDING MARKET ALL ITS OWN 


Rambler is the only compact car built today. Rambler alone can answer the 
motoring public’s demand for a smartly-styled car specifically designed for 
today’s driving conditions—a car that surpasses the entire low-price field in 
travel features, comfort and economy—and offers more inside room than the 


average of the other three low priced cars. 


Rambler’s expanding sales show that this is the car modern America wants. 
There’s a wonderful opportunity in store for the dealer with a Rambler 


franchise. How about it, wouldn’t you like to sell Rambler? 


Product of American 
Motors Corporation 


14250 Plymouth Road 
Detroit 32, Michigan 








More for Americans! 
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Two great LONDON 


MOTOR SHOWS 


in 1956 





ee” 





Pe, 


aa 


18th INTERNATIONAL 


COMMERCIAL 
MOTOR SHOW 


Sept. 
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E ineers Stress Retarders .. . 





ICC, SAE Emphasize 
Truck Brake Systems 


‘Continued from Page 16) 


emergency features as tests may 
reveal to be desirable. 

“Good maintenance cannot be 
overemphasized in regard to the 
braking system of any combina- 
tion of vehicles,” he _ said. 

“No braking system will be any 
stronger than the maintenance 
that is provided. Every effort 
should be made to keep the entire 
control system as simple as possi- 
ble in order to insure that it gets 
the best maintenance available. 


21-29 The use of intricate controls may 


easily defeat the purpose for which 
they are intended.” 
* + * 


*.| Retarders Gain Favor 
--2| JOHN THOMAS, International 


Harvester Co., reported that a} 


“\series of tests has disclosed no| 
o>% e . . 
4\ difference in emergency braking | 


4Iist INTERNATIONAL 


MOTOR SHOW 


¥ - 


Oct. 
17-27 





These two Shows will A WELCOME is extended to 


present, in the huge Earls Court visitors from overseas. Free 
exhibition building, the latest admission and other special 


aspects of commercial road facilities can be obtained on 


transport and private motoring. application to the address below. 


THE SOCIETY OF MOTOR MANUFACTURERS & TRADERS LIMITED 
148 PICCADILLY - LONDON - W.1 - ENGLAND 





capacity for the two-axle tractor | 
single-axle semitrailer combination | 
whether it be protected axle by} 
axle or vehicle by vehicle. Where | 
tandems are involved, he added, | 
the axle-by-axle concept provides | 
a much greater safety margin. 
With the advent of the more 
powerful V-8 engines in trucks, 
with more large companies pro- 
ducing trucks with a heavier gross 
load classification and with auto- 


fore, quite a little emphasis 
being placed on truck retarders to 
take much of the burden off the 
brakes on long downhill grades. 

Truck retarders as such are 
quite new in the national truck 
concept. Four different types 
were presented to the SAE and 
are being suggested for this im- 
portant application. 

James H. Booth, chief engineer, 
| Thompson Products, Inc., described 
his company’s retarder which in- 
corporates the lightweight, com- 
pact hydraulic type kinetic ab- 
sorber first developed by Clayton 
Mfg. Co., El Monte, Calif., for its 
|dynamometers. This unit has been 
engineered into the Thompson unit 
and now is being offered to the 
commercial vehicle industry as a 
supplement to the present service 
braking system. 

The design features a compact | 
lightweight system, independent of | 
the service brakes, capable of ab- 
sorbing the energy created by 
heavily laden vehicles descending | 








grades or decelerating. 
* * * 


4 Types Explained 
—_ principle of the Hydro- 
kinetic retarder is similar to 
a stalled fluid coupling or torque} 
converter with rotor and stator. | 
The working of the fluid between 
rotor and stator converts the me-| 
chanical driveline energy into heat. 


*)| Heat rejected from the retarder 


Designers and 


manufacturers of 
specialized tools and 
equipment for 
increased. efficiency in 


service operations. 


DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N.Y. 





| in 


| Hydrotarder will 
| whether oil or water is used and 


circuit is absorbed by the water 
the engine cooling system 
through a heat exchanger, thereby 
warming the engine during a 
period when the engine usually 
cools too much. 

The Hydrotarder, also a fluid 
friction retarder, was described 
by E. F. Speiden, Parkersburg 
Rig & Reel Co., Parkersburg, 
W. Va. The trademark name, 
Hydrotarder, is a contraction of 
the words “Hydraulic Retarder” 
which, he said, accurately 
described the power absorption 
unit developed to control safely 
the speed of a heavily loaded 
automotive vehicle while de- 
scending long average grades or 
short steep grades. 

The circulating system of the 
depend upon 


the conditions of operation to 
which the vehicle will be subjected. 
When water is used, one system 





|also utilizes the engine radiator 
| as a cooling medium. 


| J. G. Oecetzel, 





explained his company’s retarder. 
Warner also manufactures an elec- 
tric trailer brake which, it says, 
complies with the ICC regulations 
without any change. 

The Warner retarder is called 
an eddy current retarder and, 
according to Oetzel, the control is 
very simple. Current for excita- 
tion is supplied directly by a gen- 
erator belt driven from the pro- 
peller shaft of the tractor and no 
battery is used. One control switch 
is mounted on the accelerator 
pedal, another on the brake pedal. 
When the driver’s foot is off the 
accelerator pedal, the retarder cuts 
in automatically at speeds above 


|25 to 30 miles an hour. 


A slight touch on the acceler- 
ator pedal is enough to operate 
the switch. When the switch on 
the brake pedal is acutated, the 
retarder continues to operate to 
lower speeds, finally going out 
of action at 10 to 12 miles an 
hour. 

The compression retarder was 
described by W. E. Fishwood, 
Power Brake Equipment Co., Port- 
land, Ore. This Unit uses the com- 
pression of the engine as the re- 


tarding vehicle. 
* * ” 


New Brake Reported 


To Halt Runaways 
PITTSBURGH. 
brake which is said to prevent truck 


matic transmissions coming to the| runaways has been developed by 
is | Charles J. Casey. 


In a test, the air-supply line of 
a 50,000-pound truck was severed 





| is 








traveling 35 miles an hour. The 
new brake brought the truck to a 
stop in 55 seconds—less than 200 
feet—it was reported. 


The brake consists of two units | 


connected by an air line. One unit, 
a cylinder, is attached to the axle 
of the trailer, one for each wheel. 
The air line connects this with a 
set of regulating valves on the cab 
of the tractor. The device is con- 
trolled by a plunger on the floor of 
the cab. 

When the brake is applied, Casey 
said, it cannot be released until the 
pressure for operating the regular 
air brakes has reached a normal 


operating level. 
* * = 


Hydrotarder Installation— 
The hydrotarder, built by Parkersburg 


- An emergency | Rig & Reel Co., Parkersburg, W. Va., is 


another hydraulically actuated unit. It 
mounted here in front of the drive 
shaft to the rear axle of a Mack truck. 
This installation uses a ‘“steamoff” sys- 


it instead of depending upon the truck 
deliberately while the vehicle was} aaa ee cat ager e 
= > > 


radiator to coo! the liquid used. 





Thompson Retarder— 


This drawing of the Thompson Products, Inc., hydraulic type truck retarder shows 
the location of the air valve, loading cylinder, heat exchanger, hydro-kinetic power 
absorber and the connecting air and fluid lines. In this illustration, the retarder is 


mounted behind the axle of a dual drive truck. 


usually is mounted in front of the axle. 





Eddy Current Retarder— 


On single-axle trucks, the retarder 


This unit, made by Warner Electric Brake Clutch Co., is on the drive shaft ahead 


| of the rear axle in this illustration. 


Actuation of the device is controlled by two 
Warner Electric | switches, one connected with. the accelerator.and the other connected to the brake 


|Brake & Clutch Co., Beloit, Wis.,| pedal. This retarder is not designed to stop or hold a truck on a hill. 
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Positive Truck Attitude Urged 


(Continued from Page 16) 


efficient service. He knows that 
only by selling properly-equipped 
trucks can the dealer and equip- 
ment distributor develop a confi- 
dent customer following. 

Dealers and distributors know 
full well that when _ cut-price 
tactics prevail, especially in 
heavier trucks, the customer is the 
first hurt, but eventually product 
is blamed for “skimping” done to 
lower the price. 

Rarely does the individual cus- 
tomer realize the fact that his 





Bostrom to Test 
Rough Ride Effect 


On Human Beings 


MILWAUKEE. — Jouncing along 
the highways in a rough-riding ve- 
hicle or even going over a bumpy 
stretch of road in a car just doesn’t 
seem to “take everything out of| 
you.” It may actually be doing just 
that. 

Bostrum Mfg. Co. here is conduct- 
ing a scientific study of the effects 
of ride vibration on human beings. 
Thousands of physicians have been 
queried, Bostrom said, and replies 
indicated that health disorders are 
believed to be caused by the rough | 
rides. 

These included spinal and lower 
back injuries, kidney disorders, 
chronic fatigue, osteoarthritis, her- 
miated discs, hemorrhoids and/| 
stomach ulcers. 

Because of man’s ability to com- 
pensate or adjust temporarily to) 
unnatural strains and stresses, the 
shakedown tests will be continued 
until a breakdown in performance 
or health occurs. 

Bostrum engineers will be the} 
human “guinea pigs.” Movement, 
vibration and acceleration will be 
measured by electronic recording 
equipment devised by Bostrum. 


Ceramic Coating 
Said to Triple Life 
Of Truck Muffler | 


LOS ANGELES. — A high-tem- 
perature ceramic-and-metal alloy) 
coating, said to extend truck-muf-| 
fler life up to 300 percent, has been 
developed by G. W. Slomin & As- 
sociates. 

Slomin, a firm of electrochemical 
consulting engineers, developed the 
coating at the request of several 
trucking and bus firms. 

Slomin said it drew on its experi- 
ence in developing ceramic coatings 
for jet-engine exhausts in working 
out the muffler solution. 

The firm also developed a new|} 
electrochemical process for muffler 
fabrication. 





Virginia Installs 
New Truck Limits 


RICHMOND, Va.—Virginia’s new 
truck-weight limits, established by 
the 1956 General Assembly, became 
effective June 29. 


A spokesman for the State High-| 
way Department said the new| 
weight limits include 18,000 pounds | 
per axle, 32,000 pounds on tandem) 
axles and a maximum gross weight | 
of 56,800 pounds for any vehicle. To} 
carry 56,800 pounds, a truck must) 
have four axles and the distance 
between the front and back axles| 
must be not less than 35 feet. 

Trucks and loads are limited to 
50 feet overall length. In the past 
there has been a 45-foot limit, but 
the limit applied only to the truck 
and not to the load. 


Highway Construction Cost 


Up 1 Pct. in Quarter 

WASHINGTON.—The price level 
for Federal-aid highway construc- 
tion was one percent higher during 
the first quarter of 1956 than in 
the preceding quarter, according to 
the Bureau of Public Roads. 

The index for the first quarter 
was 4.2 percent above the 1954 
average and 3.1 percent below the 
average for the peak year of 1952. 





desire for a low price was the 
reason for hoist failure or im- 
proper tires. 

The committee strongly urged 


Transport Scholarships 


Go to Indiana Youths 


ANGOLA, Ind. — Glenn Hackett, 
president of Expressways, Inc., has 
presented Expressways Scholar- 
ships in motor transport manage- 
ment to two 1956 high school grad- 
uates, Fred Philipp, Angola, and 
Gordon Bard, Corunna. 

These young men were selected 
by the Scholarship Committee at 
Tri-State College, Angola, as recipi- 
ents of the first scholarship awards 
in the new course opening at Tri- 
State in September. Expressways’ 
purpose in making these scholar- 


ships available, Hackett said, is to | 


aid promising young people to 
acquire education needed to enable 
them to grow into positions of 
responsibility in the motor trans- 
port field. 





that a day during the national 
convention be known as “Truck 
Day” and a strong program, in- 
cluding a truck dealer panel, a 
good speaker and a good ques- 
tion and answer period, be estab- 
lished. 

The committee also believes that 
both the national association and 
the dealers should become more 
public relations-wise on trucks. It 
feels that a great many dealers 
will be greatly surprised to find 
how many opportunities there are 
to generate publicity for truck 
business. 
| A sound, active continuous pro- 
| gram designed to benefit car-truck 
|dealers also will be of service to 
|exclusive truck dealers and will 
have a beneficial effect on the 
whole retail truck business, the 
committee believes. 








More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





Features Drop-Frame Body— 


Shown is one of 15 new International model CO-180 trucks with drop-frame 
bodies placed in service by J. G. Molakides & Sons, Oakland, Calif. The 18-foot 
beverage body, mounted on the 165-inch-wheelbase, cab-over-engine chassis, has a 
capacity. of 463 cases. The frame is dropped 12 inches, giving a loading frame 
height from the ground of 19% inches. 
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POSITIVE LOW SPEED “HIGH 
VACUUM” OIL CONTROL 


Low speed oil creep around 
the side of the ring is pre- 
vented by using anaccurately 
machined separator which 
supports the cylinder con- 
tacting rails throughout their 
depth and circumference and 
prevents rocking. This pro- 
vides uniformly close clear- 
ance between the groove wall 
and the rail without reducing 
the free action of the ring 
in the groove. 










throughout 
cumference. 





Ordinary steel rails 
are not cam shaped 
by heat treatment, 
therefor do not pro- 
duce positive contact 
with the cylinder 





ORDINARY 
STEEL SPACER 


Ordinary Steel Spacer 
lacks broad support to 
prevent rocking in the 
groove. Sides of the spacer 
are not machined. Lack 
of machining prevents a 
uniformly close clearance 
between the groove wall 
and the rail, so oil passes 
around back of the ring. 







its cir- 















HROME 
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HEAT SHAPED CYLINDER CONTACTING RAILS 


...at open-throttle high speeds and 
at high-vacuum, low throttle speeds 


POSITIVE OIL CONTROL 
AT HIGH SPEEDS 


High speed “‘flutter”’ or “‘surf 
boarding” in controlled by 
special flexible reverse loop 
expander which provides a 
more uniform high unit pres- 
sure on the two cylinder con- 
tacting rails. The rails are 
chrome armored but are pre- 
lapped and heat shaped for 
rapid break in. 


WILL NOT GOUGE 
OR SCUFF CYLINDER WALL 


The spacer will not gouge or 
scuff the cylinder wall be- 
cause it is made of electric 
furnace iron. It is another oil 
ring in itself with built-in 
tension and two additional 
scraping edges. With the two 
chrome armored rails and 
the two oil scraping edges on 
the spacer, the 400 oil ring 
is really two rings in one. 


Cam shaping by heat treatment 
produces the same “light tight”’ fit 
in cylinders that exist in piston 
rings that are individually cast to 
a cam shape. This cam shaping, 
exclusive with McQuay-Norris, is 
very important where the bearing 
edges are chrome armored. When 
these chrome surfaces are pre- 
lapped, it produces positive con- 


tact with the cylinder throughout its cir¢umference 


and assures efficient trouble free ring and cylinder life. 


\EAKTRoor 








RINGS HAVE CRACKED THE 
OIL MILEAGE BARRIER 




































Millions of installations have proved be- 

ond a doubt that Chrome Control Leak- 

f Piston Ring sets will outperform an 

other piston ring set regardless of kind, 
design or price. For quick seating, no wait- 
ing for break in, satisfied customers and 
more money in the till, start using them 
today. They’re guaranteed. 


PISTON 
RINGS 


McQUAY NORRIS MANUFACTURING CO. 


ST. 


LOUIS « « 
LARGEST PRODUCER OF SMALL RINGS IN 


* TORONTO 


THE AUTOMOTIVE INDUSTRY 
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TUBELESS TIRE TESTER — By combin- 
ing automatic lifting tongs with an 
electric hoist, a six-pronged ‘‘dunker" 
and a testing tank, measuring 60 inches 
in diameter and 20 inches in height, 
Consumers Tire & Supply Co., 1146 W. 
Roosevelt Rd., Chicago, Ill., has come up 
with what it says is the perfect answer for 
testing tubeless truck tires. The unit uses 
two separate lifting tongs, one for con- 
ventional tubeless-type rims and the other 
for Budd-type wheels. The unit is said 
to test tires up to and including 1400-24s. 

. #--. 





FORK TRUCKS—A series of fork trucks, 
with capacities of 2,000, 3,000 and 4,000 
pounds, has been introduced by Elwell- 
Parker Electric Co., 4205 St. Clair Ave., 
Cleveland 3, O. Known as the Safe-Hite 
series, the electric powered trucks are 
specifically designed for use where low 
headroom is a problem, it is claimed. 
The trucks’ principal feature is said to be 


the reduction in the height of the battery |) 


compartment, so that the operator, whose 


seat is on this compartment, sits 18 
inches lower than on conventional models. 
ow = 





MOBILE MACHINE SHOP—A line of 
Davey mobile machine shops, said to 
meet the needs of virtually every type 
of user operating over extensive areas, 
has been marketed. Shop assemblies 
vary from relatively simple items of power 
equipment to vast collections of tools 
and accessories. Basic units are Davey 
air compressors and power welding gen- 
erators. Shops can be mounted on prac- 
tically every make and model of truck, 
it is claimed. Davey Compressor Co., 
Kent, O. 





FILLING STATION—The Service Master, 
a portable butane-propane filling station, 
skid mounted for easy movement, has 
been announced by Master Tank & Weld- 
ing Co., Dallas, Tex. The unit is said to 
be ideal for servicing vehicles when the 
bulk storage plant is tied up for long 
periods of time. Also designed for use 
by fleet owners and highway filling sta- 
tions. The unit is available in 1,000 to 
6,500 water-gallon capacities. 

iG ote 


Heavy Duty Hose 
Offered for Air Brakes 


A new type air-brake hose for 
heavy-duty fleet use has been 








announced by Automotive Replace- 


' 


TRUCK NEW PRODUCTS 


ment Division, Thermoid Co., Tren- 
ton, N. J. 

The hose, of molded neoprene 
and reinforced rayon braid con- 
struction, is said to meet or exceed 
all standards of the Society of 
Automotive Engineers established 
for this type of hose. 


* * * 





ALUMINUM VAN BODY—The Univan 
aluminum van body, featuring ‘ring-of- 
strength" design, is said to provide 
reduced body weight, increased payload 
capacity, and lower maintenance costs 
with no painting expense. Body con- 
struction is said to feature extruded 
aluminum alloy rub rails, corner posts, 
roof bows, wall posts, roof rails and 
trim sections, aircraft riveted to corru- 
gated or smooth .040-inch aluminum 
skin panels. The “ring-of-strength" con- 
struction provides maximum strength and 
structural rigidity with minimum weight, 
it is claimed. The bodies are available 
in lengths from 9 through 24 feet. 
Unisteel Body Co., Galion, O. 


* * ® 





ALUMINUM TRUCK BODIES—The Brown 
Cargo Van, an aluminum truck body, is 
available in a wide selection of sizes 
from 9 to 24-foot lengths. Among the 
many standardized features are hori- 
zontal corrugation, and smooth panels or 
exterior post design, it is claimed. Ex- 
clusive Brown development of rub-rail 
construction method, which excludes any 
possible electrolytic action at critical 
points, is said to eliminate corrosion. 
Brown Trailer, Inc., Spokane, Wash. 

a 


MOBILE LABORATORY—The Blue Coral 
mobile laboratory is designed to contain 
all necessary equipment for Blue Coral 
treatments. Made of 20 gauge rolled 
steel, the unit is 18 inches wide, 24 
inches long and 12 inches deep at the 
base. The interior compartment is 24 by 


| 18 inches and is subdivided to carry a 


buffing machine, rags and other materials. 
The lid serves as an 18-square inch 
standing platform. The unit is equipped 
with two casters in front and two steel 
braces on the rear section. H. D. T. Co. 
Factors, Iric., White Plains, N. Y. 











SCHOOL BUS—The Excel Chieftain, a 
forward control transit line of school and 
Passenger buses, has been announced 
by Excel Body Corp., Durant, Okla. 
Available for mounting on all makes of 
production model forward control chassis, 
the Chieftain has a passenger capacity 
range of 54 to 78 school children and 
29 to 45 adults. Shorter turning radius, 
perfect weight distribution and less cost 
per pupil mile are said to be some of 
the advantages of the model. 

Ki 





TRUCK BODIES—Featuring cargo spaces 


73% inches high with greater cubic 
capacity, higher rear doors, a line of 
Olson Bodies by Grumman for use on 


Chevrolet, Ford, GMC and Dodge forward- 
control chassis are now available. The 
8-foot model has been increased to 315 
cubic feet on 104-inch wheelbase; the 
former 10-foot model to 390 cubic feet 
on 122 or 
12-foot model now has a 

of 460 cubic feet on 130 or 
wheelbase. J. B. E. Olson Corp., 
Broadway, New York 19, N. Y. 

oe 2 


Waterless Hand Cleaner 


A waterless hand cleaner specifi- 
cally formulated to remove soil, 
grease, inks, paints and grime from 
the skin has been marketed by 
West Disinfecting Co., 42-16 West 
St., Long Island City, N. Y. 

. = 7 


loadspace 
137-inch 
1740 


HYDRAULIC JACK—A compact, 
weight 17-ton hydraulic jack, said to be 
ideal for lifting buses, trucks, trailers 
and other heavy objects, has been mar- 
keted by Los Angeles Automotive Works, 
1020 Towne Ave., Los Angeles, Calif. 
This power-pack for lifting or pushing 
large masses is so small that it can be 
carried in the trunk of a car, or mounted 
on a wheel plate, it is claimed. From a 
base of nine inches, said to be low 
enough to get under most large units 
that must be litted or moved, the tele- 
scopic cylinder raises to an extended 
height of 29 inches. 

oi & 


Hyster Offers Diesels 
On Fork Lift Trucks 


Diesel engines now are offered 
as orignal equipment on certain lift 
trucks manufactured by Hyster Co. 

Available for Hyster lift trucks 
of 6,000 and 8,000 lbs. capacity is 
the Perkins P4 (four cylinder) 
diesel unit. 
18,000° and 20,000 lb. capacity lift 


125-inch wheelbase, and the | 


light- | 


Hyster 15,000, 16,000, | 


|trucks can be factory-equipped 
with the Perkins P6 (six cylinder) 
model. Waukesha model 180 DLC 
four-cylinder engines are offered 
installed on Hyster’s solid- 
cushioned-tire 3,000, 4,000 and 5,000 
lb. capacity lift trucks. 


* * * 





TURBODIESEL—This is the latest addi- 
tion to the Cummins family of turbodiesel 
engines, the 335 horsepower. NRTO-6. A 
743 cubic inch engine, the NRTO-6 
develops 672 percent more power than 
a naturally aspirated engine of the same 
size, it is claimed. Cummins Engine Co., 
Inc., Columbus, Ind., currently is pro- 
ducing six turbodesiels ranging in horse- 
power from 175 to 600. 

alee oe 





TACHOGRAPH LINKAGE—A 
linkage for tachographs, an instrument 
| that records all the trip data a truck or 
| bus fleet operator must know for the ef- 
ficient management of his fleet, has been 
| marketed by Teleflex, Inc., P. O. Box 218; 
| North Wales, Pa. Heart of the linkage is said 
|to be the Rotoflex, a high-performance 
torque cable that utilizes as its ovter layer 
ja unique, spirally-wound helix wire to 
provide a high strength-to-weight ratio. 
The unusual construction allows the use 
of a single piece for runs up to 45 feet 
in length. Other features include sealed-in 
lubrication and, depending on type of 
| vehicle, extremely high resistance to dam- 
| age, it is claimed. 
. ££ * 


| 
| Built-In Rust Inhibitor 
| Features Lee Polish 


mechanical 





A chrome polish, with a built-in} 
| rust inhibitor—Lee’s Rust Remover]? 


|Chrome Polish—has been put on 
the market by Lee Polish Mfg. Co., 
Brooklyn, N. Y. 

| A new chemical, “Leemonite,” has 
been developed for this, polish which 
removes rust from chrome and 
| helps prevent the return of rust, it 
| is claimed. 





| TELESCOPIC HOIST—A tele- 


line of 
| scopic hoist cylinders, for use in- Galion’s 


| Uni-scopic and Duo-scopic hoists, has 
| been announced by Galion Allisteel Body 
Co., Galion, O. The cylinders are said 
to feature seamless alloy steel sleeves 
with ground and polished surfaces, said 
| to provide leak-free operation and long 
| seal life. Available with lifting capacities 
| from 20,000 to 68,000 pounds, the cyl- 
inders are offered in a variety of sizes to 
suit individual application require- 
ments. Above is a magnified view of 
cutaway cylinder showing wiper ring, 
seal and sleeve guide detail. 











CLEARANCE LIGHT—A rubber-mounted 
clearance light that cushions road shock 
and permits easy replacement of lens is 
being distributed by Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. 
Designed for use on trucks, trailers and 
tractors, the No. C1-201 light has a 
shockproof rubber body that is said to 
prevent loosening of electrical connec- 
tions Flexibility of the rubber rim permits 
snap-in and snap-out replacement of the 
22-inch lens, and assures waterproof 
and dustproof protection for the wiring, 
it is claimed. Available for either 6 and 
8-volt or 12 and 16-volt systems. 

* * * 





LENSES — A fresh approach in replace- 
ment lens merchandising is signified by 
the Signal-Stat lens package and counter 
display carton. The lenses, available in 
red, amber, blue and white Acrylic, are 
packaged complete with gaskets and 
screws in individual boxes that are dis- 
tinguished by their “see-thru"’ acetate 
windows. Each merchandising display 
carton contains six separately boxed 
replacement lenses for Signal-Stat's Sifstat 
or Acrystot series of Class A-Type 1! 
directional signal lamps. Signal-Stat 
Corp., 523-29 Kent Ave., Brooklyn 11, N.Y. 


+ * * 





¥-BELT DRIVE—The patented Sterkel 
tandem Y-belt drive consists of 24-inch 
machined ductile iron sheaves placed 
between the dual tires and driven by 
a 1¥%-inch V-belt made with a special 
nylon tension member. The complete 
drive, including four sheaves and the two 
belts, weighs 165 pounds, and is said to 
fit on standard axles and does not 
require any additional engine horse- 
power. The drive provides better high- 
way traction in all weather and road 
conditions, gives smoother, safer and more 
uniform braking, power and on hill 
traction, it is claimed. Tandem V-Belt 
Drive Mfg., Inc., P. O. Box 2671, Denver, 
Colo. 

es Se 


AC Spark Plug Introduces 


Cap, Radiator Testing Unit 


An easy-to-read test unit that 
quickly detects faulty radiator caps 
and leaky radiators has been intro- 
duced by the AC Spark Plug Divi- 
sion, Flint, Mich. 

The cap-and-radiator tester 
weighs about 16 ounces, and is 
chrome plated to resist rust. It can 
produce pressures up to 15 pounds 
per square inch and has a dial that 
shows rejection limits without any 
complicated tables to read, it is 
claimed. Four adapters furnished 
with each tester are said to permit 
the chécking of any cap or radiator. 
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News to Note... 


AUTOMOTIVE NEWS, JULY 2, 1956 


Truck News in Brief 





CHICAGO, — International Har- 
vester Co. has added 12 to 16 inches | 
to the wheelbases of its 54-to-66- 
passenger Schoolmaster buses and 
has made chrome yellow paint 
available as standard color. 

Front axles of greater capacity | 
now are optional on some models 
and longer steering columns are 
being supplied. IH said most of} 
the changes were made to meet or 
exceed recommendations sponsored 
by the National Education Assn. 


* 


Jack Cole Expands 


BIRMINGHAM, Ala. Increased 
1956 business has caused Jack 
Cole Co. to add 40 Trailmobile 
trailers to the 200 such units it 
purchased late in 1955, according 
to Jack Cole, president. Cole pre- 
dicted that highway transport 


activity this year will surpass rec- 
ord 1955. 

New IH Branch Opens 
RICHMOND, Va. A new truck 
sales and service branch has been 
opened by International Harvester 
Co. at 3064 North Blvd. here. The 
company also operates a_ branch 
at 1702 E. Clay St. 
; . * 

Waford Joins New Firm 
LOUISVILLE. Matt Waford, 
garage manager of the Courier 
Journal and the Louisville Times 
since 1948, has been made executive 
director of Modern Trailer Co., 
Santa Monica, Calif. 


‘Catalog on Wheels’ Shows 


Trading-Stamp Premiums 


DAYTON, O. A “catalog on 
wheels” is being used by Top Value 
Enterprises, Inc., to display some 
200 premiums available to collec- 
tors of Top Value trading stamps. 

The 35-foot trailer was built by 
Trailmobile, Inc. It has a self-| 
contained, gasoline-operated power 
plant, and each display group is 
animated, powered by an individual 
electric motor. A sound system 
explains the stamp redemption 
plan. 

‘ "aa 


Aluminum Truck Body 


Is Sound After 25 Years 


SPOKANE,—An aluminum truck 
body built in 1931 still is “sound 
as the day we finished it,” accord- 
ing to Thornburn C. and William 
Brown, Brown Trailer Co. 

The body was delivered to the 
Spokane school system and has 
outlasted three chassis’ The 
brothers said it sold for $545 
about $1 per pound, the same price- 
per-pound as their current semi-| 
trailers and truck bodies. 

* * 


. 


Boston Transit Orders 


50 More Buses from Mack 


NEW YORK. An order from 
the Metropolitan Transit Authority 
of Boston for 50 new buses costing 
more than $1 million has been| 
announced by Mack Trucks, Inc. 

Robert W. Tyson jr., manager 
of Mack’s bus sales division, said | 
delivery of the Thermodyne diesel 
engine buses will begin in the fall. | 

It brings to 95 the number of | 
Mack buses purchased by the Bos- | 


ton system in the past two years. 
x * x 


Ontario Hears Why N. Y. 


Rejected Ton-Mile Tax 


TORONTO. — Ontario Treasury | 
officials have learned that a ton- 
mile truck tax system which they 
are studying was rejected by New| 
York State as discriminatory. 

Mrs. Winnifred R. Long, director 
of New York’s legislative commit- 
tee on carrier taxation, said the 
State had adopted a weight-dis- 
tance tax as more equitable. Tne 
plan has brought in $65 million in 
five years she said. 

* x x 


Merchants Motor Freight 


Buys $4 Million Fleet 


ST. PAUL. — Merchants Motor} 
Freight, Inc., has purchased $4 mil- 
lion worth of tractors and trailers| 
in a program designed to stand- 
ardize over-the-road equipment. 

Included are 17 Kenworth trac- 
storg powered by 200-horsepower 





|C. McFarland, 


Cummins diesels, 100 high-cube alu- 
minum tandem trailers and 24 high- 
cube refrigerated trailers. 

* ‘ 


White Depot Opened 


JACKSON, Miss. — Parker’s 
Truck Service has been named dis- 
tributor for White and Autocar 
trucks here. The distributorship, 
headed by Ralph E. Parker and T. 
is at 839 S, State 
St. 


* * * 


Gar Wood-St. Paul Names 


Indiana Distributor 


INDIANAPOLIS. Indiana 
Wheel & Rim Co., Inc., 1340 North 
Senate Ave., Indianapolis, has been 
appointed distributor for Gar Wood 
—St. Paul truck equipment in 
Central Indiana, 

The firm started in business in 
1921. Other manufacturers repre- 
sented by the firm include Budd 
Co., Kelsey-Hayes Wheel Co., Mo- 


tor Wheel Co., Firestone and Good- 


year rim divisions. 
Bo ed * 


Fire Ruins Ideal Motors 


SHEFFIELD, Ia. — Fire of un- 
known origin destroyed Ideal Mo- 
tors (Chrysler-Plymouth), causing 
a loss estimated at $50,000 to $80,000. 
Six new cars and six used cars 
were lost in the blaze. 

* ah * 


Delivery by Helicopter 
Forecast by Truck Leaser 


NEW YORK. — The marketing 
and distribution of goods via heli- 
copter will be a significant part 
of the future business scene, says 
Louis Butensky, president of 
National Auto Renting Co., Inc., 
major truck leaser. 

Butensky said the _ helicopter’s 
speed and flexibility would be of 
particular value in handling 
perishables and s t y 1 e d apparel 
with “time” value. 

* * * 


Aluminum Wheels Credited 


In Truck Safety Record 
PITTSBURGH. Pacific Inter- 
mountain Express Co., winner of 
the National Truck Safety Contest, 
used more than 20,000 forged 


| aluminum wheels on its equipment. 


According to PIE, a major fac- 
tor in achieving the top safety rec- 
ord was the dependability and 
performance of the disc wheels, 
forged by Aluminum Co. of America. 
PIE said the aluminum wheels also 
cut maintenance costs. 

* BS * 


Florida Approves Towing 


Of New, Unlicensed Trailers 


TALLAHASSEE, Fla. — A regu- 
lation adopted by the Florida Mo- 
tor Vehicle Commission allows 
trailer manufacturers to tow such 
vehicles from plant to dealer with- 
out acquiring license plates for 
them. 

The ruling points out that under 
State law, trailers are not subject 
to registration until sold to the ulti- 
mate user. 

ca * * 


Colorado Governor 


Names Truck Group 


DENVER.—Gov. Edwin C. John- 
son -has created the Governor’s 
Committee on Truck Relations “in 
order to expedite the movement of 
commercial vehicles and the collec- 
tion of highway use taxes. 

He appointed 10 members and 
instructed them to work for greater 


25 


| cooperation between state officials 
|and industry “so that truck trans- 
| portation may proceed in orderly 
| fashion in our state.” 

* * * 


Weil’s Dinley Retires 
BUFFALO.—John E, Dinley, 70, 
truck manager at Ray Weil Chev- 


rolet Inec., has retired after 28 
years with the firm. 
* ok * 


Norris Heads Keystone 

CHARLESTON, W. Va. — C. E. 
Norris has been named general 
manager of Keystone Motor Ex- 
press, Inc., here, it has been an- 
nounced. Keystone operates termi- 
nals in Huntington, Parkersburg, 
Wheeling and Charleston, W. Va.; 
Pittsburgh, Pa.; Cleveland, Akron 
and Portsmouth, O. The terminal 
here has 25 units. 


* * x 


Davidson Scores Again 
BALTIMORE. — For the third 
year in a row, Davidson Transfer 
& Storage Co. has won first-place 
awards in the American Trucking 
Assn.’s safety contest. 


of the right automotive bearing 
and the right bearing service 


Roller bearings look alike, and it’s practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 


You can always be sure of the right roller bearings for auto- 
motive replacement by insisting on the bearings in these 
boxes. 


Get the Bower roller bearings you need when you need 


them from your Federal-Mogul Service jobber. He can 
give you “on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL SERVICE 
Federal-Megul Service 


(Division of Federal-Mogu!-Bower Beanngs Inc.) 


DETROIT 13, MICHIGAN 
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Average Used-Car Auction Prices 


1955 


1956 


(Compiled by Automotive News from auction reports.) 


Aug. Sept. 


* Prices of '56s added; '48s dropped. 


Market Trend 


The wholesale used-car market 
continued strong last week as 
overall average prices recorded at 
auctions increased for the third 
week in a row, according to Auto- 
motive News’ index. 


Leading the way upward were 
54s, which advanced $14. Also 
showing gains were 56s, up $5; 
53s, up $4, and 52s, up $2. 

The models which declined 
showed moderate losses: 49s and 
Sls dropped $1; ’50s were down 
$2, and ’55s fell $4. 

At a group of representative 
auctions last week, the average 
consignment was 193.8 units, com- 
pared with 178.5 a month earlier. 
The sales ratio was 76.9 percent, 
compared with 76.4 percent a 
month earlier. 

Prices marked with an * indi- 
cate a unit equipped with an au- 





CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 








COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Francis R. Cassell 


er oe 2 
own check through 
the National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 
45% S. Santa fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





QUINCY—Quincy Auto Auction, 3220 
Broadway. Friday. 





1OWA 





MASON CITY—Central States Auto 
Auction. Every Wednesday at Noon. 
Phone 1182 or 96. 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One oe ae west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best" 





$943* $915 


$880 $873 


Oct. Nov. Dec Jan. 


tomatic transmission or overdrive 
and (ps) indicates power steering. 


* * * 


ALBANY 


(Tim Anspach Dealers’ 
| Sale every 
June 18.) 


(The market here today put on another 
crazy performance. As a rule, prices were 
higher for choice ready-to-sell units, Light 
receipts and a scarcity of used cars in 
new dealer inventories accounted for the 
upshot in the market. Buyers galore at- 
tended. Sold 125 cars out of 155 offer- 
ings.) 

BUICK—’54 Special conv., $1,690*, $1,450; 
2-dr., $1,170; 4-dr., $1,135; RM Riviera, 
$1,550*; Super Riviera, $1,540*, $1,385*. 
"53 Super 4-dr., $920*; RM Riviera, $880. 
‘51 Super 4-dr., $480*; Special Riviera, 


Auto Auction. 
Monday. Prices are for sale of 


$240°. "50 RM 4-dr., $180°. °49 Super 
4-dr., $190°. 
CADILLAC—’53 (62) 4-dr., $1,640* (ps). 


"50 (61) coupe, $920*; 4-dr., $745*; (60) 





Special 4-dr., $685*. ‘47 (62) ‘4-dr., 
$165*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
000° (ps); Two-ten (6) 2-dr., $1,840°. | 


’55 Bel Air (8) Nomad, $1,950*; Two-ten 


$873 





(6) 4-dr., $1,200; One-fifty (6) 
wagon, $1,200; 2-dr., $1,140; 


station 
4-dr., $1,- 


090; Two-ten 2-dr., $1,075, $950, $850; 
4-dr., $925; One-fifty station wagon, $1,- 
150; 2-dr., $710. °'53 Two-ten station 
wagon, $1,020; 4-dr., $430; Bel Air 4-dr., 
$850*; 2-dr., $770; One-fifty 2-dr., $590. 
"52 SL Deluxe conv., $650*. '51 SL De- 
luxe 4-dr., $470*, $390, $370; 2-dr., $430*, 
| $375. ’50 SL Deluxe Bel Air, $375*; 2-dr., 
$330; 4-dr., $320, $180; SL Special club 
coupe, $270. '49 SL Deluxe 4-dr., $250, 
$240; conv., $145; 2-dr., $180; SL Special 
4-dr., $140; FL Deluxe 4-dr., $120. 


CHRYSLER—’53 Windsor 2-dr., $580*. '52 


Imperial limousine, $660* (ps). °49 NY 
4-dr., $170*. 

DeSOTO—’'53 Fire Dome (8) 4-dr., $870* 
(ps). 

DODGE—’55 Royal Lancer, $1,900* (ps). 


FORD—’'56 Fairlane (8) 2-dr., $1,800*. °55 
Thunderbird, $2,305; Fairlane (8) Crown 
Victoria, $1,800*; conv., $1,700* (ps). 
’54 Crest (8) Country sedan, $1,225; Main 
(6) 2-dr., $1,150; Ranch Wagon, $1,100*; 
Main (8) 4-dr., $825; Custom (8) 2-dr., 
$1,090. "53 Custom (6) 4-dr., $800*; Cus- 
tom (6) 2-dr., $740*; Main (6) 2-dr., 
$530. °52 Crest (8) conv., $580; Main 
(6) 4-dr., $570. ‘51 Custom (8) 2-dr., 
$360; 4-dr., $320. 

' $215; Custom (6) 





4-dr., $260; 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





MISSOURI 








ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





Phone Dunkirk 3-0150 





| MISSISSIPPI 





TINNIN AUTO AUCTION 
Auction Every Tuesday—Dealers Only 
Box 847 Meridian, Miss. 
Phones: Bus. 9274—Home 5524 
Black Top Lot—Cars Are Always Clean 
Bill Tinnin, Sale Owner 
Air Conditioned Cafe and Office 
All Checks and Titles Are Insured 





NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks ‘and Titles (Wed.). 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


100, '54 Bel Air 2-dr., $1,080; 4-dr., $1,- | 





’50 Custom (8) 2-dr., | 
2-dr., | 








$240, $100; Deluxe (8) 2-dr., $140, $120. 


MERCURY—’55 Monterey coupe, $1,800*. 
’54 Monterey Sun Valley, $1,325°; coupe, 


$1,235*. ’51 4-dr., $360. '50 4-dr., 2 at 
$170. 
NASH — ’55 Rambler 2-dr., $1,220. °54 


Rambler 2-dr., $675. 


OLDSMOBILE—’55 (98) Holiday, $2,290* 


(ps); (88) Super Holiday, $2,050* (ps); 
4-dr., $1,975* (ps); Deluxe Holiday, $1,- 
950°; 4-dr., $1,750*. °54 (98) Holiday, 
$1,800* (ps); (88) 4-dr., $1,490* (ps). 


"52 (88) conv., $725* (ps). ’°51 (88) Super 
2-dr., $500*. ’50 (88) 4-dr., $285*. 
PACKARD—’53 Clipper club coupe, $550*. 
’52 Clipper 4-dr., $580*. 50 4-dr., $150. 
PLYMOUTH—’55 Plaza (6) 4-dr., $1,060. 
"54 Plaza 2-dr., $760; Belvedere 4-dr., 
$900. ’53 Cranbrook 4-dr., $580. '51 Cam- 
bridge club coupe, $330; 4-dr., $110. 
PONTIAC—’'56 Star Chief (8) conv., 
640* (ps). '55 Chieftain (8) conv., 
985* (ps). °53 Chieftain (8) 
wagon, $1,210*; 4-dr., $850*. 
Streak (8) 2-dr., $440. 
STUDEBAKER — ‘54 Commander 2-dr., 
$800. '53 Commander 4-dr., $630*. 
WILLYS—’53 station wagon, $250. ’52 sta- 
tion wagon, $400. 
MISCELLANEOUS—’55 MG roadster, 
500. '53 Henry J 2-dr., 
¥%-ton delivery, $480. 


ST. LOUIS 


(St. Louis Auto Auction. Sales every 
Tuesday and Friday. Prices are for sales 
of June 12-15.) 


(Demand good, sales exceptional, Sold 
268 cars out of 318 offerings.) 


$2,- 
$1,- 
station 
’51 Silver 


$1,- 
$140; Chevrolet 


BUICK — '55 Super conv., $2,125* (ps); 
Riviera, $2,035* (ps); 2-dr., $1,825*; 
Special 4-dr., $1,650*. '54 Super Riviera, 
$1,500*, $1,453*; Century 2-dr., $1,650* 
(ps). ’°53 Super Riviera, $883* (ps). °52 
Super 4-dr., $448, $323. '51 Super 2-dr., 
$175, $408*. 

CADILLAC—’52 (62) 4-dr., $1,070*. °50 


(62) conv., $730*; 4-dr., $215*. 
CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
905* (ps); One-fifty (6) sedan, $1,135. 
"55 Bel Air (8) Sport coupe, $1,700*, 
$1,595; 4-dr., $1,503*, $1,500*%, $1,430, 
$1,350, $1,285; One-fifty (6) 2-dr., $1,- 
095, $1,005, $985, $885. '54 Bel Air conv., 
$1,270, $1,260*, $1,193*; 4-dr., $1,100*; 
station wagon, $1,103, $1,050. '53 Bel Air 
2-dr., $845*, $750; Sport coupe, $900, 
$660; 2-dr., $885, $823, $445. 
CHRYSLER — ‘52 Windsor club coupe, 
$493*. 
DeSOTO—’53 4-dr., $595*. '51 4-dr., $188*. 
DODGE—’55 Royal Lancer, $1,280*. °53 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve: 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 





OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
eMonheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON —Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m: 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 











Model Breakdown 
Of Auction Averages 








June, May, April, 
Model 1956 1956 1956 

BOD cvcsrsssseeee $2,183 $2,164 $2,256 
IPT ccocsessvecce 1,589 1,573 1,620 
a 1,117 1,082 1,115 
1953 744 740 157 

504 488 499 

S44 336 329 

249 241 

181 177 

$ 852 $ 874 

Meadowbrook 4-dr., $435. °52 Coronet 
4-dr., $260*. 

FORD—'55 Fairlane (8) conv., $1,750*; 
4-dr., $1,600*, $1,488*; Victoria, $1,570; 
Custom (8) 2-dr., $1,200. '54 Custom (8) 
2-dr., $860, $825; 4-dr., $825. 53 Crest 
(8) Victoria, $1,033* (ps); Country 
Squire, $900* (ps); 2-dr., $755*, $725, 
$718. ‘52 Custom (8) station wagon, 


$673; 2-dr., $660, $605, $500, $433. 


HUDSON—’53 4-dr., $590*, $550*. °49 2- 
dr., $550*. 

MERCURY—’56 Monterey sedan, $2,275*; 
4-dr., $1,693*; 2-dr., $1,825. °54 Monte- 
rey sedan, $1,500* (ps); Custom Hard- 
top, $1,100. "53 Monterey sedan, $1,085*; 
4-dr., $850*. 


NASH—’'54 Rambler sedan, $823. °53 Ram- 
bler station wagon, $675; 4-dr., $570. ’52 
Statesman 4-dr., $445*, $373. 

OLDSMOBILE—’55 (88) 2-dr., $1,715*. '54 


(98) 4-dr., $1,500* (ps). "53 (88) 4-dr., 
$1,080* (ps), $1,000*. °52 (98) Holiday, 
$965*; (88) 4-dr., $710*. '51 (88) 4-dr., 


$430*, $403.50*. '50 (88) conv., $335*. 


PLYMOUTH—’'55 Plaza (6) 4-dr., $990; 
2-dr., $948. °54 Belvedere 4-dr., $1,000, 
$900; station wagon, $980; Plaza 2-dr., 
$550. °53 Cranbrook 2-dr., $500; Cam- 


bridge 4-dr., $350; 2-dr., $338. '52 Cran- 
brook 4-dr., $325, $310. 

PONTIAC—’'55 Chieftain (8) conv., $1,- 
950*; Catalina, $1,673*; 4-dr., $1,600*. 
’54 Chieftain (8) 2-dr., $900, $790; 4-dr., 


$885*. °'53 Chieftain (8) 4-dr., $748*, 
$723*; 2-dr., $730*. ‘52 Chieftain (8) 
Hardtop, $350. ‘51 Silver Streak (8) 4- 
dr., $275*. °50 Silver Streak (8) conv., 
$150. 

MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $770, $700. ‘53 Chevrolet %-ton 


pickup, $568; Dodge %-ton pickup, $525. 
'52 Dodge %-ton pickup, $338. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of June 19.) 

(Prices very good, with sharp cars 
searce, Sold 157 out of 242 consignments.) 
BUICK—’55 Century coupe, $2,195* (ps). 

’54 Special 4-dr., $1,175*. °53 RM 4-dr., 


$1,050* (ps). "52 RM coupe, $605*. ‘51 
Super 4-dr., $420*°, $385*. ‘50 RM coupe, 
$490*, $280°. 


CADILLAC—’51 (62) conv., $1,020*. ‘50 
(62) 4-dr., $810*. "49 (60) Special 4-dr., 
$600°. 

CHEVROLET—'56 Bel Air (8) coupe, $2,- 
250°; 4-dr., $2,000. "55 Bel Air (8) coupe, 
$1,800*, $1,735*; Two-ten (8) 4-dr., $1,- 
425, $1,410; 2-dr., $1,340; Bel Air (6) 
2-dr., $1,035. °54 Bel Air conv., $1,385°; 


4-dr., $1,185*; Two-ten 2-dr., $1,125*; 
4-dr., $975. ‘53 Bel Air conv., $1,010*; 
coupe, $980; 4-dr., $900, $875; Two-ten 
2-dr., $820*, $805*, $655; 4-dr., $690*, 
$620. '52 SL Deluxe Bel Air, $755*; 4-dr., 
$525°; club coupe, $520*, $380. ‘51 SL 
Deluxe Bel Air, $590*°; 4-dr., $405*; 


conv., $340*. '50 SL Deluxe station wag- 
on, $565; Delivery sedan, $365; 4-dr., 


$440, $225*. "49 SL Deluxe conv., $245; 
2-dr., $160. 

CHRYSLER — ’'52 Saratoga 4-dr., $720*; 
Windsor sedan, $485*°. ‘50 NY 4-dr., 
$390°. 

DeSOTO — '51 Custom club coupe, $505*, 
$455*. °49 Deluxe Carryall, $315*. 

DODGE—’'54 Royal (8) 2-dr., $985* (ps). 


"53 Coronet (8) 4-dr., $730*. 51 Coronet 
Diplomat, $370*. 

FORD—'56 Parklane station wagon, §2,- 
360°; Fairlane (8) 4-dr., $2,170* (ps), 
$2,080*. '55 Fairlane (8) Crown Victoria, 
$1,795*; Custom (8) 4-dr., $1,400, $1,- 
210*; 2-dr., $1,305. °54 Crest (8) Vic- 
toria, $1,325*; Custom (8) 2-dr., $1,000; 
4-dr., $875*; Custom (6) sedan, $835*. 
’53 Custom (8) 4-dr., $820*. '52 Custom 
(8) club coupe, $795*; 4-dr., $620*; Main 
(6) sedan, $450. ’51 Custom (8) Victoria, 
$520; club coupe, $460*; 2-dr., $340*; 
Custom (6) sedan, $255. ‘50 Custom (8) 
4-dr., $385*; 2-dr., $355*; Deluxe (8) 
sedan, $275. '49 Custom (8) 4-dr., $310*, 
$210; 2-dr., $160, $145*; conv., $220. 

HUDSON—’53 Hornet 4-dr., $450*. 


KAISER—’53 Deluxe 4-dr., $565*. "52 4- 
dr., $310*. 
LINCOLN—’49 Cosmopolitan 4-dr., $145°*. 


MERCURY—’'55 Montclair coupe, $2,060*. 
’54 Monterey coupe, $1,590*. ’53 Custom 
2-dr., $1,100*; Monterey coupe, $1,100*; 
2-dr., $915*. 52 Monterey coupe, $940*, 
$830*; 2-dr., $700*; Custom coupe, $800*. 
"51 4-dr., $460*, $430*. 

NASH—’55 Rambler Cross Country, $1,- 

coupe, $2,015* 


740*. ’51 Rambler coupe, $400*. 
OLDSMOBILE — '54 (98) 
(ps). °53 (98) coupe, $1,405* (ps); 4-dr., 


$1,220* (ps); (88) 4-dr., $950*. "52 (98) 
conv., $955* (ps). °51 (88) Super 4-dr., 
$620*. °50 (88) coupe, $560*; conv., 
$485*; club coupe, $380*; (98) 4-dr., 


$350°: 2-dr., $305*. 49 (88) 2-dr., $300°, 


$145*. 
PACKARD—’'53 club coupe, $900*, $880* 
club coupe, 


(ps). '51 4-dr., $310*. 

PLYMOUTH—’55 Savoy (8) 
$1,275. '54 Plaza Suburban, $980*; 4-dr., 
$685; Savoy 4-dr., $960, $905. ’52 Cran- 
brook 4-dr., $485, $445. 
4-dr., $315; club coupe, $275. °50 Special 
Deluxe club coupe, $270. 49 Special De- 
luxe coupe, $220. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
750*. '53 Chieftain (8) Catalina, $970* 
(ps). °52 Chieftain (8) station wagon, 
$810*. '51 Delivery sedan, $365. ‘50 Sil- 
ver Streak (8) 2-dr., $250°. ‘49 Silver 
Streak (6) 2-dr., $250*. 

STUDEBAKER — ‘55 Commander station 
ne $1,690*. °51 Champion 4-dr., 
145. 

WILLYS—’49 station wagon, $315*. 

MISCELLANEOUS—’55 Ford %-ton pick- 
up, $1,230. 54 Ford %-ton pickup, $460. 
’53 Chevrolet %-ton pickup, $640. ’52 
Chevrolet %-ton pickup, $545. '51 Chev- 
rolet %-ton panel, $310; Dodge %-ton 

(Continued on Page 27, Col. 1) 
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pickup, $495. '50 Chevrolet %-ton pickup, 
$500. °49 Chevrolet %-ton pickup, $385. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 
nesday. Prices are for sale of June 20.) 


(The merchandise generally was not as 
dean as in the past few weeks, there- 
fore, prices were slightly lower. Sold 120 
cars out of 168 offerings.) 

BUICK—’55 Century Riviera, $1,910* (ps), 
$1,900*; Special Riviera 4-dr., 


$1,900*; 2-dr., $1,855*, $1,810°, $1,585; 


2-dr., $1,670*. ’54 RM Riviera, $1,555* | DeSOTO—’52 Custom 4-dr., $390, $310. ’51 


(ps), $1,525* (ps); Super Riviera, $1,- 
500°; Special 4-dr., $1,250. °52 Special 
2-dr., $400; Super Riviera, $400. ‘51 


Super Riviera, $425*; conv., $325*. ‘50 
Super 4-dr., $325*; 2-dr., $280*; Special 
4-dr., $125*; 2-dr., $105. 

CADILLAC—’51 (62) coupe de Ville, 
050°. "50 (62) 4-dr., $405°*. 

CHE VROLET—’55 Bel Air (8) Sport coupe, 
$1,495*; 2-dr., $1,440*, $1,305*, $1,265°; 
Two-ten (8) 4-dr., $1,280*; 2-dr., $1,065; 
Two-ten (6) 2-dr., $1,190. '54 Bel Air 


$1,- 


conv., $1,215* (ps); Two-ten 2-dr., $900*; | 


Delray, $780. '53 Bel Air Sport coupe, 
$930°* (ps); 4-dr., $760* (ps), $725; club 
coupe, $795; Two-ten 4-dr., $570, $505; 
One-fifty 2-dr., $485. ‘52 SL Deluxe 
conv., $475*. °51 SL Deluxe conv., $365; 
2-dr., $350°, $325°; 4-dr., $260*, $195*; 
FL Deluxe 4-dr., $235*; 2-dr., $220°. '50 
SL Deluxe 2-dr., $315; club coupe, $305, 


| 


| 


$1,930°, | 


| 
| 


| 


| 
| 
| 
| 


140. °54 Custom (8) sedan, $920*, $880,| ‘55 Bel Air (8) Sport coupe, $1,600*, 
$820. '53 Custom (8) 2-dr., $690, $680, $1,575*. '54 Bel Air conv., $1,340*, $1,- 
$590. '52 Custom (8) sedan, $580*, $420, 220; club coupe, $1,160*, $1,045; 4-dr., 
$390. '51 Custom (8) 4-dr., $320. °49 $990*; 2-dr., $950, $945; Two-ten (8) 
2-dr., $140. 4-dr., $1,170*; 2-dr., $900, $875. ’53 Bel 
| HUDSON—'52 Hornet 4-dr., $910*. ’51 4- Air 4-dr., $790*, $750; 2-dr., $670; Two- 
dr., $290. ten 4-dr., $745, $620; One-fifty Business 
LINCOLN—’53 Capri 4-dr., $920*. '51 4- coupe, $340. '52 SL Deluxe Bel Air, $525. 
dr., $420*. | ‘51 SL Deluxe 2-dr., $270. '50 SL Deluxe 


$210*, $175. °49 SL Deluxe 2-dr., $170,4 
$155. 
CHRYSLER—’50 NY club coupe, $215*; 


Windsor 4-dr., $115*. 


DODGE—’54 Meadowbrook 4-dr., $780. '52 
Meadowbrook 4-dr., $135. ‘51 Coronet 
2-dr., $205*; Meadowbrook 4-dr., 


FORD — '55 Fairlane (8) conv., $1,625*; 
station wagon, $1,490*%; 2-dr., $1,375* 
(ps); Custom (8) 4-dr., $1,355*; Custom 
(6) 2-dr., $950. '54 Crest (8) club coupe, 
$1,205*; conv., $1,145; Custom (8) club 
coupe, $1,065; 2-dr., $875; Main (8) 2- 
dr., $740. 53 Crest (8) 2-dr., $1,005; 
Victoria, $975* (ps), $450; Custom (8) 
2-dr., $725, $635; club coupe, $600*, 
$310, $255*; Main (6) 2-dr., $375; coupe, 
$120. ‘50 Custom (8) 2-dr., $160, $140, 
$135. . 

MERCURY—’53 Custom 4-dr., $745*, $665. 
"51 Custom club coupe, $310. '50 Custom 
club coupe, $150*. 

NASH—’'53 Rambler 2-dr., $680. "51 States- 
man 2-dr., $160. ‘50 Statesman 4-dr., 
$115. 

OLDSMOBILE—’'55 (88) Super 2-dr., $1,- 
755°. °54 (98) conv., $1,865* (ps). "53 
(98) 4-dr., $1,055° (ps). "52 (88) 4-dr., 
$600*; Super 4-dr., $475*. ‘51 (88) Holi- 
day, $575°; 2-dr., $295°, $280°. "50 (88) 
4-dr., $150. 

PACKARD—’53 (300) 4-dr., $850. 

PLYMOUTH—'54 Savoy Suburban, $1,005; 
4-dr., $730*, $725. '53 Cranbrook 4-dr., 
$390*°. 51 Cranbrook 4-dr., $215. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,- 
875° (ps). ‘53 Chieftain (8) Catalina, 
$880°, $820°. "51 Silver Streak (8) 4-dr., 
$340°. °50 Silver Streak (8) 4-dr., $180. 

WILLYS—’'52 Aero Ace 2-dr., $200. 

MISCELLANEOUS — '54 Chevrolet 
pickup, $625; %-ton pickup, $595. 


™%-ton 
"52 


$195°. | 


| 


i 
| 


Henry J 2-dr., $155. "50 Chevrolet %-ton| 


pickup, $390. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 20.) 
(Demand for used cars far exceeds the 
supply. Sold 112 autos out of 143 offer- 
ings.) 
BUICK—'53 Super 2-dr., $900*. '52 Special 
4-dr., $525. ‘50 Special 4-dr., $345, $140; 


Super 4-dr., $270*. ‘41 Special 4-dr., 
$215. 
CADILLAC—'53 (62) 4-dr., $1,680°. °48 


(62) 4-dr., $215°. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1- 
235. 
Bel Air 2-dr., $745. "52 SL Deluxe 2-dr., 


53 Two-ten club coupe, $780, $715; | 


$575, $565. ‘51 SL Deluxe 4-dr., $490, | 
$320*; 2-dr., $505, $460, $340; conv., 
$370. ‘50 SL Deluxe 2-dr., $275, $260; 
4-dr., $220, $215; conv., $210. ‘49 SL 
Deluxe 2-dr., $220, $205, $175. "48 FM 
4-dr., $225; FL 2-dr., $225, $210; 4-dr., 


$110; SM club coupe, $205. 

DeSOTO—'52 Custom coupe, $335. "49 Cus- 
tom 4-dr., $145. 

DODGE—’'51 Coronet 4-dr., $370. 

FORD—'55 Fairlane (8) Victoria, $1,540; 
2-dr., $1,370; Custom (8) 2-dr., $1,280. 
’54 Custom (8) 4-dr., $1,055; 2-dr., $570; 
Main (8) 2-dr., $800, $620. '53 Custom 
(8) 2-dr., $655*; Main (8) 4-dr., $495; 
Main (6) 4-dr., $545. '52 Custom (8) sta- 
tion wagon, $780; 2-dr., $655, $406*; 
Crest (8) Victoria, $575; Main (8) club 
coupe, $690. "51 Custom (8) 2-dr., $535, 


$400, $365; conv., $305; Victoria, $355; 
Deluxe (8) 2-dr., $395; 4-dr., $325*. ‘50 
Custom (8) 4-dr., $510*, $330, $310, 


$290, $165; 2-dr., $415, $355, $350, $280; 
club coupe, $450. '49 Custom (8) 4-dr., 
$245; 2-dr., $225. ‘48 station wagon, 
$170. 

MERCURY—’53 Monterey 4-dr., $880. 51 
club coupe, $305. ‘50 4-dr., $280, $150*. 
"49 4-dr., $235. 

OLDSMOBILE—’'53 (88) 4-dr., $970*. °52 
(88) club coupe, $710*; 4-dr., $230. ’51 
(88) 4-dr., $525*, $465. ’50 (88) 2-dr., 
$500*, $420, $335*, $310. '49 (88) 2-dr., 
$190. '48 (76) 2-dr., $165*. 

PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 
430; taxi, $470. °53 Cambridge 2-dr., 
$380, $290. °52 Cranbrook 4-dr., $505. 
"50 Deluxe 2-dr., $275. '47 Special Deluxe 
4-dr., $145. 

PONTIAC—’53 Chieftain (8) 4-dr., $825*. 
"52 Chieftain (8) 2-dr., $605. ’50 Silver 
Streak (8) 4-dr., $275*. '48 Silver Streak 
(8) 4-dr., $155. 

STUDEBAKER 
$175. 

MISCELLANEOUS—’53 Ford %-ton pick- 
up, $675*. '51 Ford %-ton pickup, $380; 
Henry J (6) 2-dr., $100*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of June 20.) 
(Market continuing strong with a great 
demand for sharp autos at premium 
prices. Sold 66 cars out of 89 offerings.) 
BUICK—'54 Special sedan, $1,360. ’53 Su- 
per sedan, $880*; Special 4-dr., $670*. 


‘51 Commander 2-dr., 


OLDSMOBILE—’56 (88) Holiday, $2,610* 
(ps). '55 (88) 4-dr., $1,810* (ps). °54 
(88) 4-dr., $1,470* (ps). 

PACKARD—'52 4-dr., $420*. 

PLYMOUTH—'55 Savoy (8) 4-dr., $1,390. 
'54 Belvedere Hardtop, $1,160*. ’53 Cam- 
bridge 4-dr., $560, $520. '49 Special De- 
luxe 4-dr., $220. 

PONTIAC—’55 Chiefta'n (8) 4-dr., $1,625°*. 
"54 Star Chief (8) 4-dr., $1,290* (ps). 

30°. 


’52 Super Riviera, $690°. ‘51 Super Rivi-| ‘5% Chieftain (8) 4-dr., $8 


era, $440*. 
CADILLAC—’'56 (60) Special 4-dr., $4,525* JENISON, MICH. 
(ps). °52 (62) 4-dr., $1,440* (ps). ’51 (Grand Rapids Auction. Sale every Tues- 


(60) 4-dr., $990°*. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
190, $1,440. °'53 Two-ten 2-dr., $710, 
$640. '52 SL Deluxe Bel Air, $420. ’51 
SL Deluxe Bel Air, $510*, $420; sedan, 


day. Prices are for sale of June 19.) 
(Market solid on sharp autos, Bidding 
was active today until the end of the 
sale. Sold 105 cars out of 133 offerings.) 
BUICK—’56 Special Riviera, $2,220*; Cen- 


$390. ‘50 SL Deluxe 4-dr., $270. ‘49 SL tury Riviera, $2,020*, $1,965*; conv., 
Deluxe 4-dr., $190. ’48 2-dr., $115. $2,125. '55 Super Riviera, $1,985* (ps), 
CHRYSLER—’53 Windsor 4-dr., $730*. ’51 $1,980* (ps). ’54 Special 4-dr., $1,350*, 
Windsor sedan, $380. '49 Windsor 4-dr., $1,240*. ‘53 RM _ Riviera, $990* (ps); 


conv., $950* (ps). ’52 Super conv., $755*; 
Riviera, $600*, $590*. ‘51 Special 4-dr., 
$415*; RM sedan, $395*. 50 RM Riviera, 
$270*; Special 2-dr., $215, $185. 


$160. 


Custom sedan, 
$290. 


$380. °50 Custom 4-dr., 


DODGE—'55 Royal Lancer, $1,820* (ps). | CADILLAC—'56 (62) coupe de Ville, $4,- 
'54 Coronet 4-dr., $920*. '51 Coronet 4- 375* (ps); 4-dr., $3,875* (ps). 53 (60) 
dr., $390, $340. °50 Coronet 4-dr., $280. Special 4-dr., $1,875* (ps). '52 (62) 4- 
’49 Coronet 4-dr., $160. dr., $1,200°. 


FORD—’55 Custom (8) 4-dr., $1,320*, $1,-| CHEVROLET—’56 Corvette 2-dr., $2,950*. 


MERCURY—’55 Monterey Hardtop, $1,980* | 
(ps). ‘54 Monterey 4-dr., $1,140*. ‘49 
4-dr., $160. 

NASH—’53 Statesman 4-dr., $620. 


2-dr., $265, $150. 
CHRYSLER—’'49 Windsor club coupe, $150. 
DeSOTO—’'52 Custom 4-dr., $355. 
DODGE—’'55 Coronet (8) 4-dr., $1,270. '54 








Royal club coupe, $1,015. 53° Coronet 
club coupe, $710*, $625. ‘52 Coronet 2- 
dr., $325. 


FORD — '56 Fairlane (8) conv., $2,115; 
Custom (6) 4-dr., $1,685. °55 Main (8) 
Ranch Wagon, $1,635; Fairlane (8) 2-dr., 
$1,365; Custom (6) 4-dr., $1,125. ’°53 
Main (8) Ranch Wagon, $1,060*, $870; 
4-dr., $480; Custom (6) 2-dr., $680; Cus- 
tom (8) 2-dr., $650. '52 Crest (8) Vic- 
toria,- $640; 4-dr., $525. °51 Custom (8) 
4-dr., $340; station wagon, $260. 

HUDSON—’54 Hornet club coupe, $900*. 

MERCURY—’55 Monterey conv., $1,945*; 
Custom 4-dr., $1,420*. ’53 station wagon, 
$1,035. °49 club coupe, $150. 

NASH—’52 Rambler club coupe, 
Rambler station wagon, $200. 

OLDSMOBILE—’55 (88) 
4-dr., $1,850*. '54 (88) 4-dr., $1,405*. °53 
(88) Super 4-dr., $1,055*, $950*. ’52 (98) 
2-dr., $1,050*; Holiday, $610* (ps). ‘51 
(98) Holiday, $475*; (88) 4-dr., $415*, 
$335*. '50 (88) 4-dr., $145*. 

PACKARD—’52 (300) 4-dr., $465*. 

PLYMOUTH—’'53 Cranbrook station wag- 
on, $775; Cambridge club coupe, $560. 





$335, '51 


eee ation gon, $575; Bel-| CHRYSLER—'51 Saratoga 4-dr., $195. ’49 


vedere, '51 Cambridge club coupe, 
$115. 

PONTIAC—’55 Star Chief (8) Catalina, 
$1,905*; Chieftain (8) 4-dr., $1,485. °54 
Chieftain (8) conv., $1,465*, $1,415*; 
Star Chief (8) 4-dr., $1,150*. '53 Chief- 
tain (8) 4-dr., $690*. '51 Silver Streak 


$390. 


(8) 4-dr., $265. °’50 Silver Streak (8) 
2-dr., $205. '49 Silver Streak (8) 4-dr., 
$210. $165. 


MISCELLANEOUS—’56 GMC \%-ton pick- 
up, $1,300*. '53 Henry J sedan, $400. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 15.) 
(Market firm, Demand for sharp autos 


Holiday, $1,975*; | 





seems to be increasing. Sold 226 cars out 
of 285 offerings.) 


BUICK—'56 Century Riviera, $2,582* (ps). 
‘55 Century Riviera, $2,005* (ps); conv., 
$2,000* (ps); Super Riviera, $2,010* 
(ps), $1,875* (ps). "54 RM Riviera, $1,- 
605* (ps); Special 4-dr., $1,380*. °53 
Super Riviera, $1,135*, $1,115*. 52 RM 
station wagon, $625* (ps). '51 Super 4- 
dr., $440". 


CADILLAC—'56 (62) sedan de Ville, $4,- 


500* (ps). °’54 Eldorado conv., $3,235* 
(ps); (60) Special 4-dr., $2,700* (ps); 
(62) 4-dr., $1,800* (ps). °53 (62) 4-dr., 
$1,490* (ps). ‘52 (62) coupe de Ville, 
$1,390* (ps). 

CHEVROLET—’56 Bel Air (8) Sport se- 
dan, $2,285* (ps). '55 Bel Air (8) Sport 
coupe, $1,680*, $1,625*; 4-dr., $1,570* 


(ps), $1,330*; Bel Air (6) 4-dr., $1,325; 
Two-ten (8) station wagon, $1,665* (ps); 
4-dr., $1,235*; Two-ten (6) 4-dr., $1,195, 
$1,070. '54 Two-ten station wagon, $1,- 
140; Bel Air 4-dr., $945*, $685. ‘53 Bel 
Air Sport coupe, $910*, $880; conv., $710; 
2-dr., $760, $625; Two-ten 2-dr., $735, 
$635. 


NY 4-dr., $105. 

DeSOTO—’53 Fire Dome (8) 4-dr., $675*. 
'52 Fire Dome (8) conv., $580* (ps). 
DODGE—’54 Royal (8) 4-dr., $1,095* (ps). 
"51 Coronet 4-dr., $315. '50 Coronet 4-dr., 

$205, $140. 

FORD—'56 Fairlane (8) Victoria, $2,270* 
(ps), $2,150*, $1,985*; conv., $2,200*° 
(ps), $2,060*; 2-dr., $1,750; Custom (8) 
2-dr., $1,650*. ‘55 Fairlane (8) conv., 
$1,720*; Custom (8) 4-dr., 2 at $1,080, 
$1,050, $990. °54 Crest (8) Victoria, $1,- 
155, $1,015; Custom (6) 2-dr., $700, $690. 
’53 Custom (8) 4-dr., $740, $625, $450; 
Custom (6) 4-dr., $565*. "52 Custom (8) 
4-dr., $510*, $500, $490. 


(Continued on Page 30, Col. 2) 



















MOUNDILAIN DS Tractor-Trailer 
Braking System Meets LATEST 


Regulations ...4WD THEW SOME/ 


d’s tractor-trailer braking system meets all the latest 
ations and gives you EXTRA, important benefits: 


actor protection with the Midland system is AUTO- 
47IC, so important in split-second emergencies. 
Midland valves are large-capacity valves, giving you 
aster, More positive action. 
Midland provides a combination manual and automatic 
dash control valve for instantaneous application and re- 
lease of trailer brakes. 
4. Midland eliminates manual shut-off cocks. 

AND, for the ultimate in braking protection, Midland offers 
you its new axle-by-axle system. 

When you order new Tractor-trailer equipment, specify Mid- 
land Power Brakes for extra quality performance, more positive 
protection. Make it Midland, too, when replacing or moderniz- 
ing the braking system on your present equipment. Your nearest 
Midland distributor is anxious to serve you. Just give him a call. 


MIDLAND GIVES YOU POSITIVE PROTECTION PLUS! 


@ On Midland-equipped units, if trailer breaks 
away from tractor, Buzzer sounds . . . instant- 
acting Reservoir Check Valve automatically 
seals air supply, giving tractor sufficient re- 
serve ... Break-Away Valve permits tractor 
brakes to be applied to bring tractor to safe 
stop .. . trailer braking system automatically 
applies emergency feature to stop trailer! 


air pressure. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 MT. ELLIOTT AVE. e DETROIT 11, MICHIGAN 
Export Department: 38 Pearl St., New York, N. Y. 





@ The new Midland Emergency Relay Valve 
has dual compensoting controls. One operates 
the relay section to supply air to the brake 
chambers in proportion to service control line 


The other operates the emergency section 
which insures you against total loss of air and 
automatically applies trailer brakes. 





@ Midland Air Compressors feature patented 
automatic inlet volves built into the cylinder 
head for greater efficiency, cleaner air, cooler 
operation—extra safety. Available in models 


7.4 and 12 capacities, these compressors pro- 


of maintenance. 





vide ample reserve braking power for the 
worst traffic emergencies, require a minimum 


Those Who Know 
Power Brakes 
CHOOSE MIDLAND! 
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Atomic Age Casts 
New Horizons for 


Today’s Engineers 


ANN ARBOR, Michigan. — The 
atomic age’s 
for engineers 





management du- 
ties poses a 
severe challenge | 
for today’s col- 


increasing demand | 
in nonengineering | 





leges in training | 
engineers in 
more than just 
technical profici- 
ency, James C. 
Zeder, Chrysler 
Corporation en- 
gineering vice-| 
president, said 
here last week. 
He spoke at the University of 
Michigan at the 50th anniversary 
meeting of Tau Beta Pi, national 
honorary engineering society. 


“I foresee for the future a vastly 
expanded role for engineers in 
every facet of life,” he said. “We 
will have strong voices in deter- 
mining not only how mankind 
will continue his_ technological 
progress but, in a very real sense, 
whether or not mankind will con- 
tinue to live on the face of the 
earth. 

“The complex technology engi- 
neers have created has _ also 
created new needs for their partic- 
ular skills. There is a vital need 
for engineers in everything from 
market research to _ production, 
from advertising to cost analysis, 
from general administration to 
forward planning. 

“In order to do their job well, | 
éngineering schools must have 
their fingers on the pulse beat of 
the nation’s industrial and scien- 
tific world. They must know the 
needs of industry, not 10 or 20 
years hence, but right here and 
now. 

“They must be, in a sense, diag- 
nosticians of today’s scientific 
world, so that they can turn out 
enough trained men to man the 
front lines of our constantly ad- 
vancing scientific frontiers,” Zeder 





James C. Zeder 


said 
The Chrysler Corp. executive 
termed the shortage of nuclear 


scientists as today’s “most alarm- 
ing statistic.” He said reports 
estimated that fewer than 400 
fully qualified nuclear _ scientists 
were trained in American univer- 
sities last year in face of a need 
for 1,200. 


Kreisler Aids" 
Charity Drive 


NEW YORK. — Charles Kreisler, 
president of Charles Kreisler, Inc. 
(Oldsmobile), has accepted chair- 
manship of the automotive division 
of the manufacturing and industry 
section of the Greater New York 
Fund. 

The Fund seeks $10 million for 
425 affiliated hospitals and health 
and welfare agencies. 


— 


| wag., 


AUTOMOTIVE NEWS, JULY 2, 1956 





The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts apd 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,412; 2- 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; 2-dr,. hardtop, $3,199; 
conv., $3,539. Roadmaster——4-dr. sed., $3,- 
498; 4-dr. hardtop, $3,687; 2-dr hardtop, 
$3,586; conv., $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard- on Super and Road- 
master.) 


CADILLAC — Series 62—4-dr. sed.,. 
291: 2-dr hardtop, $4,196; 4-dr. 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed.. $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2.- 


$4,- 


259; 4-dr. 3-seat stat. wag., $2,344. Bel Air | 


—4-dr. 2-dr. sed., $2,021; 4- 
dr 
conv., 
$2,478; 2-dr. 
$2,604. Corvette 


(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. sed.. $2,- 
865.75: 2-dr. Nassau hardtop, $2,900.25; 
i-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
331.25: 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr._ stat. 
$4,518.50. 300B —2-dr. hardtop, $4,- 

(PowerFliite standard on New 


sed., $2,064; 
4-dr. 3-seat 
2-seat Nomad 
Hardtop cpe. 


$2,340; stat. wag., 
stat. wag., 


or conv., 


414.25. 
Yorker.) 


CLIPPER—Deluxe — 4-dr. 
Super—4-dr. sed., $2,866; 
$2,916. Custom—4-dr. sed., 
hardtop, $3,164. 


CONTINENTAL — 2-dr. sed., $9,538. 
(Turbo-Drive and power steering standard. ) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville harctop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2.948.75; 2-dr. Sports- 
man hardtop, $2,849.75: conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Firefilte—4-dr. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 
$3,426.50: 2-dr. Sportsman hardtop, $3,- 
341.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (Powerlite standard on Fire- 
flite.) 


sed., $2,731. 
2-dr. hardtop, 
$5,069; 2-dr. 


Parte Warthentee 
Opened by GMC 


ELIZABETH, N. J.—A new com- 
bination parts warehouse and office 
building has been officially opened 
here by GMC. 

The building at Division and 
Humboldt Sts. provides offices for 
GMC’s eastern region and New 
York zone truck personnel and 
coach parts representatives. It also 
houses a 68,750-square-foot ware- 
housing section with 35,000 bins for 
storing truck and coach parts. It 
merges the regional and zone offices 
formerly in New York and the GMC 
parts warehouse previously at Hill- 
side, N. J. 


Sedan | 


hardtop, | 


hardtop, $2,226; 2-dr. hardtop, $2,172; | 





DODGE — Coronet 6 —4-dr. sed., §2,-| 731.50. (PowerFlite and power steering 081.75; 2-dr. hardtop, $2,228.25. Belvedere 
at a Onatk sa Coronet gone, standard.) | 6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
2-dr. 500 sed. $2,529 ie. tae. bacdeey, LINCOLN—Capri — 4-dr.  sed., $4,207; | Hardtop, $2,509.75, Bet lee ¥4— 6-201 

i oA eT pet ee '|2-dr. hardtop, $4,114.50. Premiere—4-dr. | D2°ctop, | $2,209. to. Me) Py ae 
$2,547.50; 2-dr. hardtop, $2,433.50; conv. sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
$2,773.50. Royal — 4-dr. sed $2,508 75: sed., $4,596; 2-dr. hardtop, $4,596; conv., , , ® ent. : "$ ; a Os on 
a cad . bs -75; | $4,742. '(Turbo-Drive and power steering hardtop, $2,381; 2-dr. hardtop, $2,313; 
as he o top, $2,692.75; 2-dr. hardtop, standard.) conv., $2,473.50. Fury—2-dr. hardtop, §2,- 
bo “1. Custom Royal—4-dr. sed., $2,- MERCURY—Medall ; 862. Suburban 6 — 2-dr. 2seat Deluxe 
318.75; 4-dr. hardtop, $2,802.75; 2-dr.|, ME —Medalist—4-dr. sed., $2,309; | stat. wag., $2,192.50; 2-dr. 2-seat Custom 
hardtop, $2,688.50; conv., $2,908, Station | 2-dr. sed., $2,250; 4-dr. hardtop, $2,454; | stat. wag., $2,263.50; 4-dr. 2-seat Custom . 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr.|2-dr. hardtop, $2,384.50. Custom—4-dr. | stat. wag., $2,309.75; 4-dr. 2-seat Sport 
Suburban V-8, $2,595; 2-dr. Custom Sub-| 8ed., $2,406; 2-dr. sed., $2,346.50; 4-dr./ stat. wag., $2,479.75. Suburban V-8—2-dr. 
urban V-8, $2,724; 4-dr. 6-pass. Sierra hardtop, $2,551; 2-dr. hardtop, $2,481; | 2-seat Deluxe stat. wag., $2,296; 2-dr. 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, | COnV., $2,707.50; 4-dr. 6-pass. stat. wag.,|2-seat Custom stat. wag., $2,367; 4-dr. 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8,| $2,718; 4-dr., 8-pass. stat. wag., $2,815.|92-seat stat. wag., $2,413.25; 4-dr. 2-seat 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, | Monterey—4-dr. sed., $2,551; 4-dr., hard-| sport stat. wag., $2,583.25 
$2,969.50. | top, $2,696; 2-dr. hardtop, $2,626; 4-dr. | ; ais ; ; 

| 8-pass, stat. wag., $2,973. Montclair—4-dr. PONTIAC—Chieftain 860—4-dr. sed., $2,- 

FORD—(Prices for 6-cyl. models; for | hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; | 294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
ote add ,599.98. )—Mainline—4-dr. sed.,| conv., $2,895.50. ao 2-dr. gute’ “oa Pa 2-seat 

,891.48; 2-dr. sed. $1,846.30; business ME AN—2 . | Stat. wag., $4,064; 4-dr. v-seat stat. wag., 
Sar, 6170458. Gadentinn —i-és nea. Ma dr. hardtop, $1,527; | so 647. Chieftain 870—4-dr. sed., $2,409: 


$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- | 





NASH—Statesman Super 6—4-dr. 


Current Prices on New Cars 








sed., 


922.50; 2-dr. sed., $1,879.50; bus. cpe 
| $1,780.50. Plaza V-8—4-dr. sed., $2,025.7 
2-dr. sed., $1,982.75; bus. cpe., $1,883.7 
Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 


| 4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
| 4-dr. 2-seat stat. wag., $2,744. Star Chief 





top, $2,098.93. Fairlane—4-dr. sed., $2,- | P : , . 
089.64; 2-dr. sed., $2,043.46: 4-dr. eaeaien, $2,381. Ambassador Special V-8 — Super| —4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown | 4-4". Sed., $2,591; Custom 4-dr. sed., $2,-/| 2-dr. hardtop, $2,661; conv. $2,853; 2-dr, 
Victoria 2-dr., $2,333.78; conv., $2,350.07. | Sun. gigdr nek, SE eah, AMDEMMer | 2-seat Safari stat. wag., $3,124. 
Stati ’ 2. 2-5 i= 4 ° ‘ Ss °° ,O3o0. m SS. or | ~ 
| Waeen ‘isi 0s —" a came | Super V-8—4-dr. sed., $2,997. Ambassador | . ae a ae, ee ae 
| Ranch Wagon $2,245.60; 2-dr 2-seat | Custom V-6—4-dr. sed., $3,236; 2-dr. hard- — 3 330. Ou ao a oe oom 
Parklane, $2,424.05: 4-dr. "2-seat. Country | top, $3,379. | ade’ tetas p ja2ai; ‘var .o ‘— 
| Sedan, $2,293.87; 4-dr. 3-seat Country Se-|  OLDSMOBILE — Series 88 —4-dr. sed.,| Vcr NErgtop. $2,021) Sadr. atop stat 
| dan, $2,424.05; 4-dr. 3-seat Country Squire, | $2,483; 2-dr. sed., $2,418; 4-dr. hardtop, was. $2,491." a ad 
| $2,528.60 Thunderbird—Hardtop cpe. (V-8 | $2,667; 2-dr. hardtop, $2,595. Super 88—| 7 . 
only), $3,147.60. 4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr.| STUDEBAKER — Champion 6 — 4-dr. 
i hardtop, $2,876; 2-dr. hardtop, $2,803; | Sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
HUDSON — Wasp Super 6—4-dr. sed.,|conv., $3,026. Series 98—4-dr. sed., $3,-| Sedan, $1,943. Hawk 6—Flight Hawk 5- 
| $2,416. Hornet Special V-8—4-dr. sed.,| 293; 4-dr. hardtop, $3,546; 2-dr. hardtop, | Pass. cpe., $1,982. Commander V-8—4-dr. 
| $2,626; 2-dr. hardtop, $2,741. Hornet Super | $3,475; conv., $3,735. (Jetaway Hydra-| Sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
|6—4-dr. sed., $2,770. Hornet Custom 6—| Matic and power steering standard on| Sedan, $2,072. President V-8—4-dr. sedan, 
a ~*~ eae) 2-dr. hardtop, $3,136. | Series 98.) $2,251; 2-dr. sedan, $2,184. President Clas- 
orne ‘ustom ’-8—4-dr. sed., $3,286; | J —F Sisal sic—4-dr. sedan, $2,485. Hawk V-8—Power 
2-dr. hardtop, $3,429. 465; 2-dr., hardtop. $3,560. ‘Patrician | Hawk | 5-pass. cpe., $2,097; Sky Hawk 
IMPERIAL —ten esi |. 4-dr. sed., $4,160. 400—2-dr. hardtop, | 2-4F. hardtop, $2,473; Golden Hawk 2-dr. 
827; 4-dr. hardtop, $5,220.50;" oar.’ herd. $4,190. Caribbean—2-dr. hardtop, $5,495; | G4ng'OR, $3,087, 239; Pa ae +6 ton 
top, $5,089.25. Crown’ Imperial—4-dr, 8. ©": $5,995. (Ultramatie standard. ) | $2 350: Pine $2, Per pe Ay -dF., 
; . 2,350; nehurst V-8 2-dr., $2,525. (Over- 


pass. sed., $7,597.50; 8-pass. lim., §$7,- 


PLYMOUTH—Plaza 6—4-dr. sed., 


$1,- 


New Commercial Car Registrations, 


30 States for May, 1956-1955 


Truck registrations by states 
are released here weekly, as . a 
compiled by R. L Polk repre- — i 
sentatives in state capitals. | 
1S States Previously "56 I 5709 
__Reported for May _ 55 4 6037 
Arizona ‘56 ' 289 
55 200 
Arkansas ~ oa 706 
P 55 451 
C ado 56 425 
$5| __ 378 
C ticut "56 3 293 
55 273 
Kansa ‘56 594 
. _'55 738 
Maryland "56 344 
cc 398 
Minnesota " ‘6 895 
55 720 
h tana "56 19! 
55 67 
New Jersey SS” ‘56 18 653 
55 4 703 
Ohio 56 1140, 
55 1407 
Oregon 'S6 457 
55 389 
Ri and ‘56 65 
55 75 
S Dako? ‘56 102, 
nessee 56 435 
55 508 
ont se 
30 States Reported a 25° 12414 
To Date for May S§ 25 2692 
Year ‘56 362, 110669 
5 To Date 55 39 88424 


“The information contained in this report has been compiled from official state 
exercised to insure accuracy of this report to the extent of the registrations 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. 
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191 
1559 
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1167 

1047 
4| 
72) 
65 
57 
90 
67 
79 
56 
60 
73 
95 
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2606 
20433 


5512 


4914 


374 
400 
78 


86 


382 
45 
88 
11400 
97085 


| | To- 








baker | White | Willys | Mise. | TAL 

1574-2202 275 53 220 274 454 166 17693 
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New Passenger Car Registrations, 24 States for May, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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‘The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R, 
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Makers and Suppliers 


FRENCH LICK SPRINGS, Ind. 
—Highlight of the first three-day | 
summer meeting of the Automobile | 
Seat Cover Manufacturers Assn. | 
(ASCMA) here was the creation of | 
an advertising fund to finance and | 
produce an industrywide consumer | 
advertising, sales promotion and| 
publicity program early in 1957. 

The assembled members, rep- 
resenting more than 80 percent 
of the country’s seat cover pro- 
duction, and their associated 
suppliers launched the fund with 
checks and pledges to raise the 
first $100,000 by the end of the 
year. The goal for the 1957 ad- 
vertising program has been set at 
$300,000 or more. 

“With this advertising program, 
we of the automobile seat cover 
industry are going allout to prove)! 
to the car-owning public that color- | 
ful, fashion-right seat covers will 
bring fresh, new beauty and style 
to the interior of even an old 
jalopy, and help preserve the in- 
terior and costly upholstery of a 
brand new car,” said Henry Stern- 
berg, president of ASCMA. 


“Development of new styling, 
new fabrics and materials, and new 
manufacturing techniques have en- 
abled our seat cover manufacturers 
to successfully meet the challenge 
of Detroit’s emphasis on new car 
interior beauty, color and _ style,” 
he said. 

To administer the fund and to 
work out the advertising program, 
an advertising committee represent- 
ing both member manufacturers and 
suppliers was appointed by Stern- 
berg. The following are the mem- 
bers of this newly appointed Com- 
mittee: 

MaNvracturers — C. M. Werling, 
chairman, Howard Zink Corp., Fre- 
mont, O.; Bill Sims, Master Mfg. 
Co., Atlanta; Howard Leopold, Ero 
Mfg. Co., Chicago, and B. O. Cone, 
Crawford Mfg. Co., Richmond, Va. 

Suppitiers—Geo. H. Day II, chair- 
man, Chicopee Mills, Inc. New 
York; Don B. Pitman, E. W. 
Twitchell Co., Philadelphia; R. J. 
Snyder, Imperial Chemical & 
Plastics Co, New York; Dan 
Hogan, General Tire & Rubber Co., 
Bolta division, Lawrence, Mass.; 
J. Roland Brown, National Plastics 
Products Co., Odenton, Md.; Jim 
Jones, Dow Chemical Co., plastics 
division, Midland, Mich., and M. B. 
Carr, America Enka Co., New York. | 


“The enthusiasm of our mem- | 
bers for the proposed advertis- 
ing program marks a great step 
forward in making the car- 
owning American public aware of 
the true function of auto seat 
covers,” Sternberg said. “For 
the first time, our association has 
been able to undertake a vitally 
needed industrywide activity with 
the assurance that the funds to 
attain our objective successfully 
will be available.” 


The members also agreed unani- 


It?s Persuasion, 
Not Pressure, 


Canadians Told 


NIAGARA FALLS, Ont.—“A cer- 
tain degree of persuasiveness is 
vitally needed to merchandise goods 
in our competitive economy,” Ron 
W. Todgham, executive assistant to} 
the president, Chrysler of Canada, 
has told the Federation of Automo-| 
bile Dealer Assns. 

He said the term “factory pres-| 
sure” was the “most misunderstood | 
phase of the factory-dealer rela-| 
tionship.” 

Todgham added: “It is most im- 
portant to remember that the por-| 
tion of persuasiveness that ema- 
nates from the factory is not a 
blind sort. This is the day of mar-} 
ket research and analysis, of sound 
economic indicators and accurate 
forecasting. The selling policies of 
automobile companies are based 
upon a careful appraisal of these 
factors.” 

Todgham said manufacturers | 
recognize the dealer as an inde- 
pendent businessman and that there 
is a big differene between pressure 





To Meet ‘Challenge of Detroit’ 


|Buddy Seat Covers, 
| Angeles; Crawford Mfg. Co., Inc., | 


Plan Allout Campaign 


mously to begin reporting detailed 
statistics concerning both manu- 
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Seat-Cover Ad Drive Slated 


facture and sales on a confidential | 
basis through a Chicago accounting | 


firm. Reports will be made avail- 
able monthly to the participating 
manufacturer members and period- 
ically to supplier members. 


Manufacturing firms represented 


at French Lick Springs meeting | 


were Atlas Specialty Mfg. Co., Chi- 
cago; Banner Mfg. Co., Brooklyn; 
Ine., Los 


Richmond, Va.; Ero Mfg. Co., Chi- 
cago; Farber Brothers, Inc., Mem- 
phis; Arthur Fulmer, Memphis; 
Gates Mfg. Co., Inc., Indianapolis; 


Glostex Products, Inc., Chicago; 
Gorvin Mfg. Co. Philadelphia; 
Hinson Mfg. Co., Waterloo, Ia; 
S. E. Hyman Co., Fremont, O.; 
Jax Mfg. Co., St. Paul; Master 
Mfg. Co., Inc., Atlanta; Peoples 
Co., Huntington, W. Va.; Rankin 


Mfg. Co., Cedar Falls, Ia.; Schoell- 





EMERGENCY BRAKE VALVE 





|Landers Corp., Toledo; 








kopf Co., Dallas; R. M. Thomas 
Co., Inc., Muncie, Ind., and Howard 
Zink Corp., Fremont, O. 

Suppliers represented included 
Allen Advertising Agency, Inc., 
Chicago; American Enka Corp., 
New York; A. S. Burg Co., Bos- 
ton; Chicopee Mills, Inc., New 
York; Columbus Fiber Mills, 
Richmond, Va.; Cone Mills, Inc., 
New York; Ellenboro Mills, Inc., 
Ellenboro, N. C.; Firestone 
Plastics Co., New York, and Tex- 
tileather division of General Tire 
& Rubber Co., Toledo. 


Bolta division of General Tire 
& Rubber, Lawrence, Mass.; 
Goodall-Sanford, Inc., New York; 
Imperial Chemical & Plastics Co., | 
New York; Jason Corp., Hoboken, 
N. J.; Johnson Sample Book Co., 
Atlanta; Kovel Textiles, Chicago; 
Lennel & 
Newell, Inc.. New York; Martin 
Brothers, Boston; National Plastics 
Products Co., Odenton, Md.; Plym- 
outh Rubber Co., Inc., New York; 
Southern Mills, Ince. Atlanta; 
Southbridge Plastics, New York; 
Swift Mfg. Co., Columbus, Ga.; 
E. W. Twitchell, Inc., Philadelphia; 
Weymouth Art Leather Co., South 
Braintree, Mass., and Volland In- 
dustries, Inc., Chicago. 





Dodge Joins Colorado State Patrol— 

Dodge's 5,000th D-500, together with six two-door Pursuit models, is turned over 
to the Colorado State Patrol at the Dodge plant in Detroit. The car is accepted by 
“Col. G. R. Carrel, head of the patrol, from Lee F. Desmond, Dodge sales vice- 
president. 





Wagner's two new tractor valves in 
combination with ANY trailer emergency 
(breakaway) valve protect tractor-trailers 
—meet all new I. C. C. regulations! 


The emergency brake valve triggers emergency braking on the 
trailer and may be operated manually, at any time, or will auto- 
matically operate when air loss drops pressure to a pre-deter- 
mined value. 

The towing vehicle is protected by the tractor airline protection 
valve which automatically isolates the tractor air supply and 
provides normal brake control of the tractor in the event of a 
pressure loss on the trailer. 


These Two New Valves Provide 
these Superior Advantages 


Manual and fully automatic protection 

Emergency braking may be triggered at any time by merely 
pulling the valve knob; however, the fully automatic application 
requires no special thought or action on the part of the driver in 
any emergency due to trailer breakaway or air loss failure. 


Compatible with all makes of trailer equipment 
Trailers equipped with air brakes of popular manufacture may 
be freely interchanged. 


Tested automatically 

Valves are automatically and completely tested each time a 
trailer is coupled and uncoupled. 

Simplifies the driver's job 

No need to climb on tractor to open or close shut-off cocks. All 
driver does after making “glad-hand’’ hose connections is to 
depress the emergency brake knob, completely charging the 
trailer air brake system. Contact your local Wagner Air Brake 
Representative—or write for Bulletin KU-281. 


For installing new tractor air brake system: ! 

Kit No. A23348— Kit No. A23349— | 
includes reservoir check valve without reservoir check valve ! 
For converting tractor air brake system: ! 

Kit No. A23351— Kit No. A23352— ! 
includes check valve without check valve 5 ; 

I 

| 

| 











Reservoir 
check valve 
required by 


. ions if not For modifying systems 
J clready in presently equipped with Wagner tractor protection valves 
7 a, Kit No. A23367— Kit No. A23368— 
wy 


includes check valve without check valve 


Recommend the New Wagner Emergency Brake Valve and Tractor Air Line 
Protection Valve when selling new tractors 


— Wegner Ai Bale Goats 


"FS Wagner Electric Gorporation 6393 piymouh Ave. 


ST. LOUIS 14, MISSOURI 
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and persuasiveness. 











Anniversary Plaque— 
James J. Dargan, right, president, James 


J. Dargan (Dodge), Saugerties, N. Y., 
accepts anniversary plaque from A. W. 
Rowbottom, Dodge New York regional 
sales manager. Award was given to the 
dealership for 25 years association with 
Dodge. 
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Used-Car Auction Prices 





(Continued from Page 27) 


HUDSON—’55 Hornet 4-dr., "52 


Wasp 4-dr., $320, $220°. 
KAISER—’52 Deluxe 4-dr., $280*. 


LINCOLN — ’56 Premiere coupe, 
(ps). ’51 2-dr., $325°*. 

MERCURY—’54 Monterey coupe, $1,410*, 
$1,375*. °53 4-dr., $850° (ps); coupe, 
$745*. '52 4-dr., $550°, $505*. °51 2-dr., 
$205*, $275. '49 2-dr., $140. 

NASH—’55 Rambler station wagon, $1,300; 
2-dr., $770. ’'54 Rambler Country club, 
$1,200*; 4-dr., $1,105*. ‘53 Statesman 
station wagon, $595*; 4-dr., $390. 

OLDSMOBILE—’'56 (88) Holiday, $2,525* 
$2,525* (ps). ‘55 (98) Holiday, $2,415° 
(ps); conv., $2,250*. '54 (88) 2-dr., $1,- 
515*. '53 (98) Holiday, $1,250*, $1,085* 
(ps); (88) 4-dr., $905° (ps), $820. ‘52 
(88) 4-dr., $740*, $675°, $630°. '51 (88) 
4-dr., $515*, $380°, $360°. 

PACKARD—’53 conv., $935*. ‘51 Clipper 
4-dr., $240. 

PLYMOUTH—’54 Savoy 2-dr., $725. ‘53 
Cranbrook conv., $790; 2-dr., $600*, 
$545, $415. °52 Cambridge 4-dr., $275. 
’51 Cranbrook 2-dr., $315; 4-dr., $225, 
$210. '50 Special Deluxe 4-dr., $110. 

PONTIAC—’56 Chieftain (8) Catalina, §2,- 
075*. '55 Star Chief (8) Catalina, $1,915* 
(ps), $1,900* (ps); Chieftain (8) Cata- 
lina, $1,465*. '53 Chieftain (8) Catalina, 
790; 2-dr., $665°, $640°. '52 Chieftain (8) 
Catalina, $650°. 

STUDEBAKER—’52 Champion 2-dr., $280*; 
Commander coupe, $260; 2-dr., $235°*. '51 


$1,475°. 


$3,500° 


ECO 










He 





in Canada: Toronto ®¢ 


Convenient—Always Correct—ideal to 
meet new tubeless tires need for 
uniform all-around inflation. 


ECO dependability is also available 


and water service. 


Montreal 





© Winnipeg ° 


Commander 4-dr., 
4-dr., $115*, $105°. 


WILLYS—’51 station wagon, $395, 385. 


MISCELLANEOUS—’52 Dodge %-ton pick- 
up, $460. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of June 18.) 


(Sold 280 cars out of 390 offerings.) 
BUICK—’56 Century Riviera, $2,720° (ps); 
Special Riviera, $2,400*°. '55 RM Riviera, 
$2,185* (ps); Super Riviera, $2,070* (ps); 
Special Riviera, $1,900*. '54 Special conv., 
$1,675*; Century Riviera, $1,500*. °53 
Super 4-dr., $875* (ps), $850°, $805*, 
$670*. '52 Super conv., $735*. 
CADILLAC—’56 (62) sedan de Ville, $4,- 
600° (ps), $4,250° (ps). "55 (62) coupe 
de Ville, $3,710* (ps); coupe, $3,350* 
(ps), $3,295° (ps). °54 (62) coupe de 
Ville, $3,200*° (ps), $3,010* (ps); 4-dr., 
$2,750° (ps), $2,590° (ps). '53 (62) coupe 
de Ville, $1,850* (ps). 
CHEVROLET—’56 Two-ten (8) 4-dr., $2,- 
403*, $1,850; station wagon, $2,290*, 
$2,125*; Bel Air (8) 4-dr., $2,375*, $2,- 
320°, $2,302*, $2,290°, $2,275* (ps), 
$2,090*, $1,985*; One-fifty (8) 2-dr., 
$1,800*, $1,550. ‘55 Two-ten (6) station 
wagon, $1,730*, 2 at $1,595; Bel Air (6) 
conv., $1,635. '54 Bel Air Sport coupe, 
$1,325*. 53 Bel Air conv., $1,015*; 2-dr., 
$810*, $810, $780. ’52 FL Deluxe 2-dr., 


$225*. '50 Champion 


REMOTE TIREFLATOR 
SAVES YOU TIME IN 
YOUR SHOP 


You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 
need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 

cost in most cases, and its convenience saves your workers valuable 
time. Ask your John Wood Representative for details. 


Islander models handling air alone or air 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION ¢ Muskegon, Mich. 


Vancouver 


$555. ‘51 SL Deluxe 4-dr., $285. °50 SL 
Deluxe 4-dr., $290. 

CHRYSLER—’56 Windsor Nassau, $2,750*; 
4-dr., $2,425*. ’55 (300) Sport coupe, $2,- 
680* (ps), $2,585* (ps); NY 4-dr., $2,110* 


(ps). '54 NY 4-dr., $1,440° (ps); Wind- 
sor 4-dr., $1,115* (ps). ‘53 Windsor 
Sport coupe, $880* (ps). ‘51 Windsor 
Newport, $485°*. 

DeSOTO—’'56 Fireflite 4-dr., $2,750* (ps). 
’54 Fire Dome (8) 4-dr., $1,195* (ps). 
53 Fire Dome (8) Sportsman, $950* 
(ps). 

DODGE — '55 Royal 4-dr., $1,795* (ps), 
$1,595*. °'53 Coronet (8) club coupe, 
$750*. °48 station wagon, $685. 


FORD—’'56 Thunderbird, $2,570*; Fairlane 
(8) Victoria, $2,145, $2,095* (ps); Cus- 
tom (8) 4-dr., $1,775, $1,680, $1,535. '55 
Country Squire, $1,930* (ps); Fairlane 


(8) Crown Victoria, $1,795*; conv., $1,- 
790°; Custom (8) 4-dr., $1,360, $1,300, 
$1,275; Main (6) 2-dr., $1,075, $1,025. 


’54 Crest (8) Country sedan, 2 at $1,250; 
Custom (8) conv., $1,240, $1,195. °53 
Crest (8) Victoria, $735. 


HUDSON—’'55 Hornet sedan, $2,055* (ps). 
*54 Super Wasp sedan, $835. '53 Hornet 
4-dr., $615*. ‘52 Hornet 4-dr., $495, 
$475*, $360. 


LINCOLN—’55 Capri coupe, 
’51 club coupe, $325*. 
conv., $1,100. 

MERCURY — '56 Montclair Phaeton, §$2,- 
535*, $2,530° (ps); Sport coupe, $2,460*. 
'55 Monterey coupe, $1,865*; Custom 2- 
dr., $1,540*°. '54 Monterey 4-dr., $1,350* 
(ps). '53 Monterey 4-dr., $980*, $930. '52 
Custom 4-dr., $575, $495*. 

NASH—’55 Ambassador 4-dr., $1,850. '54 
Rambler Cross Country, $1,395, $1,365*, 
$1,115; Statesman 4-dr., $775. '53 States- 
man 4-dr., $515. ‘51 Rambler station 
wagon, $385; 2-dr., $335. 

OLDSMOBILE—’56 (88) Holiday, $2,835* 
(ps); 4-dr., $2,800* (ps), $2,625°, §2,- 
570° (ps), 2 at $2,245*; coupe, $2,435*. 
"55 (88) Holiday. $2,195*, $2,090* (ps), 
$2,040*; (98) 4-dr., $2,135* (ps), $2,125° 
(ps). °'54 (98) 4-dr., $1,795* (ps). °53 
(88) conv., $1,300* (ps). 

PLYMOUTH—’56 Belvedere 
000°. 


$2,475* (ps). 


(8) 4-dr., 

'55 Belvedere (8) Sport coupe, 
735°, $1,635*; Savoy (6) Suburban, 
450; Belvedere (6) sedan, $1,425°*. 
Belvedere 4-dr., $1,005*, $900° (ps). '53 
Cranbrook 4-dr., $610. "52 Cranbrook 4- 
dr., $275. '51 Cambridge 4-dr., $110. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
250°; 2-dr., $1,975. °55 Star Chief (8) 
Catalina, $2,050*; conv., $1,975*; Chief- 
tain (8) 4-dr., $1,595*, $1,590°. ‘54 Chief- 
tain (8) station wagon, $1,325*; 4-dr., 
$1,140°. 

STUDEBAKER—’'53 Champion 4-dr., $380. 

WILLYS—'56 Jeep, $1,200. 

MISCELLANEOUS—’56 GMC %-ton pick- 
up, $1,825*. '55 GMC %-ton pickup, $1,- 
050. 54 GMC %-ton pickup, $725. ‘53 
GMC %-ton pickup, $590. "50 Willys %- 
ton pickup, $400, $365, $310. ‘49 Willys 


%-ton pickup, $225, $215, $200. ‘48 In- 

ternational %-ton pickup, $200. 
CHICAGO 

(Greater Chicago Auto Auction. Sale| 


every Thursday. Prices are for sale of 

June 21.) 
(Seld 232 cars out of 327 offerings.) 

BUICK—’56 Century Riviera, $2,700* (ps); 
Special Estate wagon, $2,585*. ‘55 RM 
conv., $2,150° (ps); Super Riviera, $2,- 
090° (ps); Special conv., $1,870*; 4-dr., 
$1,750* (ps), $1,670. 
$1,005*. ‘51 Special 
Riviera, $500*; conv., 
Riviera, $305°. 


2-dr., $765°; Super 
$245*. ‘50 RM 


CADILLAC—'56 (62) sedan de Ville, $4,- 
320° (ps); coupe, $4,175* (ps), $4,150* 
(ps). "55 (62) conv., $3,730* (ps); coupe 
de Ville, $3,595° (ps). "54 (62) coupe, 
$2.860* (ps); (60) Special 4-dr., $2,850* 
(ps). "53 (60) Special 4-dr., $1,750° (ps); 
(62) 4-dr., $1,570° (ps), $1,450° (ps); 
coupe, $1,550*°. °52 (62) 4-dr., $1,210*, 
$1,165*, $1,155*; coupe, $1,200°. "51 (62) 
conv., $1,145*; 4-dr., $1,050*, $830°; (60) 
Special 4-dr., $1,000*, $950*. 

CHEVROLET—’56 Bel Air (8) 2-dr., $2,- 
025°. '55 Bel Air (8) conv., $1,705; 4-dr., 
$1,330*, $1,280*; Two-ten (6) 4-dr., $1,- 
205. '54 Corvette conv., $1,645; Bel Air 
conv., $1,205*; Sport coupe, $850, $800; 
One-fifty station wagon, $1,100; 2-dr., 
$510. ‘53 Bel Air 4-dr., $775*, $760°; 
2-dr., $750; Two-ten 2-dr., $725, $695. 

CHRYSLER—’'55 Windsor Nassau, $1,950*; 
NY Newport, $1,100*. '53 Windsor conv., 
$1,100*; NY 4-dr., $995° (ps). 


DeSOTO—’'56 Fireflite 4-dr., $2,350* (ps). 
‘55 Fire Dome (8) Sportsman, $2,050* 
(ps); Fireflite 4-dr., $2,000* (ps). °53 
Fire Dome (8) 4-dr., $735* (ps). ‘52 
Powermaster Sportsman, $490*; Fire 
Dome (8) 4-dr., $380°*. 

DODGE—’'56 Royal Lancer 4-dr., $1,950*. 
‘55 Royal Lancer 2-dr., $1,695*. °54 
Royal conv., $1,300*. ‘53 Meadowbrook 


station wagon, $760; Coronet 4-dr., $675*, 
$420. '51 Coronet 4-dr., $380. '25 4-dr., 
$325. 

FORD—’'56 Thunderbird, $2,650* (ps), $2,- 
550; Fairlane (8) Victoria, $2,165* (ps); 
4-dr., $1,915° (ps); 2-dr., $1,875. '55 
Fairlane (8) Victoria, $1,725*; 4-dr., $1,- 
450°, $1,300; Main (8) Ranch Wagon, 
$1,465. °54 Crest (8) Country Squire, 
$1,400; Skyliner, $1,175*; Main (6) 
Ranch Wagon, $840;. Custom (8) 4-dr., 
$945*, $880; Custom (6) 2-dr., $790; 
Crest (6) 2-dr., $740. ‘53 Crest (8) Vic- 


toria, $980*, $800; Custom (8) 2-dr., 
$660, $600. "52 Main (6) 2-dr., $400. '51 
Main (6) 2-dr., $460; Custom (8) Vic- 
toria, $420°, $410*. 

HUDSON—’55 Hornet 4-dr., $1,500*. ‘53 
Super Jet 2-dr., $300. 

KAISER—’'54 Manhattan 4-dr., $830*. '53 
4-dr., $355. 

LINCOLN—’'53 Capri conv., $1,250* (ps); 


Cosmopolitan Sport coupe, $1,150*. °52 
Capri Hardtop, $665°*. 

MERCURY—’56 Montclair coupe, $2,300*. 
‘55 Montclair coupe, $2,120; conv., $1,- 


975*, $1,875*; Monterey Hardtop, $2,095* 


(ps); Custom Sport coupe, $1,550. ‘54 
Monterey coupe, 2 at $1,410*; Custom 
2-dr., $1,070. ‘53 Monterey coupe, §$1,- 


070*; Sport coupe, $930. ’51 Custom 2-dr., 
$345*, $300. 

NASH—’'54 Statesman Country club, $1,- 
215*; Ambassador Country club, $1,135*. 
’53 Ambassador Country club, $845*; 
Statesman 4-dr., $760*. ‘55 Rambler 
Cross Country, $1,490, $1,460; Metropoli- 
tan conv., $755. °54 Rambler Country 
club, $895. ‘53 Rambler conv., $470. 

OLDSMOBILE—’'56 (88) Holiday, $2,435*; 
4-dr., $2,170*. °'55 (88) conv., $2,365* 
(ps); Holiday, $2,100* (ps); 4-dr., $1,- 
970° (ps); 2-dr., $1,800°. ‘54 (98) conv., 
$1,730* (ps). °53 (98) Holiday, $1,415* 
(ps). 

PACKARD — ’55 Patrician 4-dr., $2,310* 
(ps); Clipper Panama, $1,800*. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 


'48 Continental | 


‘53 Super Riviera, | 





615*; Hardtop, $1,600*; station wagon, 

$1,225; Plaza (6) 4-dr., $1,045. 
PONTIAC—’55 Star Chief (8) conv., $1,- 

935*, $1,900*; Catalina, $1,915*, $1,875*, 


‘54 Star Chief (8) conv., $1,335*, $1,-. 
170°. 
STUDEBAKER — ‘55 Commander station 


wagon, $1,400. '54 Commander 4-rr., 
$750. '53 Commander 2-dr., $640; Chem. 
pion 2-dr., $630. 

MISCELLANEOUS — '52 German Ford 4- 
dr., $350; Jaguar 4-dr., $770. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of June 20.) 
BUICK—’55 Super Riviera, $1,850*; Special 

Riviera, $1,400*. '54 Special 2-dr., $1,- 

280°. 52 Super 4-dr., $545, $475. '51 Spe. 

cial 4-dr., $295*. '50 Special 4-dr., $220*, 
$190*, $165. "49 RM 4-dr., $150*, $140*, 


CADILLAC—’55 (62) coupe de Ville, $3,- 
570* (ps), $3,500* (ps). °53 (62) coupe 
de Ville, $1,760*. '50 (62) 4-dr., $675*, 
*41 (62) 4-dr., $105*. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 
200; 2-dr., $1,170, $1,150, $1,145. ‘54 
Two-ten 4-dr., $905*, $840. °53 Bel Air 
4-dr., $820, $685; Two-ten 4-dr., $710, 
$700. °52 SL Deluxe 4-dr., $460, $415, 
$375. ‘51 SL Deluxe 4-dr., $320, $290, 
$240. '50 SL Deluxe 4-dr., $250, $235, 
$190. '49 SL Deluxe 2-dr., $175, $130 


CHRYSLER—’55 Windsor Newport, $1,930* 
(ps). '52 Wind8or 4-dr., $580°. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,425*, 
‘53 Fire Dome (8) 4-dr., $820* (ps). 


| DODGE—'53 Custom 4-dr., $625, $475. ‘51 


Custom 4-dr., $265*. 
FORD—'56 Fairlane (8) Victoria, $2,025*, 
'55 Custom (8) 4-dr., $1,320, $1,305, $1,- 


270. '54 Custom (8) 4-dr., $920°, $900. 
"53 Custom (8) 4-dr., $820*, $735, $710. 
’51 Custom (8) 4-dr., $410, $350, $345. 
*50 Custom (8) 4-dr., $220, $185, $180. 
’49 Custom (8) 2-dr., $180, $135, $120. 


HUDSON —’52 4-dr., $355. 

MERCURY—’53 Custom 4-dr., 
Custom 4-dr., $250. 
$225. 

NASH—'53 Ambassador 4-dr., 
Statesman 4-dr., $100. 

OLDSMOBILE—’'56 (98) 
(ps). ‘55 (88) Holiday, 
$1,870. ‘53 (88) conv., 
4-dr., $215. 

PACKARD—’51 4-dr., $185, $175. 

PLYMOUTH—'56 Plaza (8) 4-dr., 
"55 Savoy (8) 4-dr., $1,125. ‘53 Cran- 
brook 4-dr., $605, $550. °52 Cranbrook 
4-dr., $395. °51 Cranbrook 4-dr., $305. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,580, 
$1,545, $1,510. '52 Chieftain (8) 4-dr., 
$515, $480. °51 Silver Streak (8) 2-dr., 
$310. 

STUDEBAKER—’51 Champion 4-dr., $225. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of June 21.) 
(Clean autos scarce. Prices still high, 
and there’s not much demand for junk. 

Sold 86 cars out of 104 offerings.) 

BUICK—’'56 Special 4-dr., $2,150°*. '54 Spe- 
cial Riviera, $1,310, $1,185; Century 4- 
dr., $1,260°. '53 Super 4-dr., $860°. ‘50 
Century Riviera, $160*; Special 4-dr., 
$135*. 49 Super 4-dr., $115. 

CADILLAC—'54 (62) coupe, $2,925*° (ps). 
"52 (62) coupe de Ville, $1,575* (ps). ‘50 
(62) conv., $880*. '49 (62) 4-dr., $525°. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 
225. '53 Bel Air 4-dr., $810*%, $680°; 2-dr., 
$710; Two-ten Sport coupe, $630; 2-dr., 
$725. '52 SL Deluxe 2-dr., $500; SL Spe- 
cial 2-dr., $425. ‘51 SL Deluxe station 
wagon, $500; 2-dr., 2 at $300; FL Deluxe 
2-dr., $395. ‘50 SL Deluxe 4-dr., $400*, 
$335*, $150°; 2-dr., $160; coupe, $370. 
"49 SL Deluxe 4-dr., $180, $135; station 
wagon, $160. 

CHRYSLER—’53 Windsor 4-dr., $775*. ‘51 
Windsor 4-dr., $330. 

DeSOTO—'51 Carryall, $200. 

DODGE—’54 Royal (8) 4-dr., $1,000*. ‘53 
Coronet Diplomat, $780. ‘52 Meadow- 
brook 4-dr., $290. '47 4-dr., $125. 

FORD—'55 Fairlane (8) conv., $1,685°; 
Custom (8) 2-dr., $1,190. "53 Main (8) 
2-dr., $700; Main (6) 2-dr., $490. ‘52 
Custom (8) 4-dr., $400*. "51 Custom (8) 
Victoria, $490*; Country Squire, $340; 
2-dr., $400*; Custom (6) 4-dr., $300. "50 
Deluxe (8) 4-dr., $270*; Custom (8) 4- 
dr., $205. 49 Custom (6) 2-dr., $165*, 
$115; Custom (8) 4-dr., $150. 

HUDSON—’'53 Hornet 4-dr., $610*. 

MERCURY—'54 Custom Hardtop, $1,390*. 


$650. ‘50 
49 Custom 2-dr., 


$685*. ‘50 
Holiday, $2,885* 


$1,980, $1,935, 
$1,295. ‘50 (98) 


$1,550. 


"51 4-dr., $350°; 2-dr., $290°. ‘49 4-dr., 
$255*. 

OLDSMOBILE—’56 (88) Holiday, $2,550*. 
"53 (98) conv., $940*°. ‘52 (88) 4-dr., 
$550. "50 (88) 4-dr., $240*. 

PLYMOUTH—'55 Savoy (6) 2-dr., $1,120; 


club coupe, $970. '52 Cranbrook 4-dr., 
$300; 2-dr., $295. °51 Cambridge 2-dr., 
$250. '50 Deluxe 2-dr., $105. 

PONTIAC—'55 Chieftain (8) 2-dr., $1,330. 
°53 Chieftain (8) 4-dr., $850°. '52 Chief- 
tain (8) 4-dr., $500*, $495*. °51 Silver 
Streak (8) 4-dr., $420*. 

STUDEBAKER—’50 Champion 4-dr., $100*. 

MISCELLANEOUS—’'56 Ford %-ton panel, 
$1,100. '55 Chevrolet %-ton pickup, $1,- 
040. '54 Chevrolet %-ton panel, $650. ‘53 
Ford %-ton pickup, $640; Chevrolet %- 
ton pickup, $630. '52 Dodge %-ton pickup, 
$460. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of June 19.) 
(Market very firm in the New York 
area as sharp and clean autos continue 
very scarce. Sold 97 cars out of 122 offer- 
ings and we could have sold 50 more 
sharp units.) 

BUICK—’56 Special 4-dr., $2,350*. '55 Cen- 
tury Riviera, $1,810*. ’54 RM conv., §$1,- 
475* (ps). '53 RM Riviera, $910* (ps); 
Super 2-dr., $900*; 4-dr., $850*; Special 
4-dr., $770. '52 Super 4-dr., $575*. '51 
Special 2-dr., $435. ‘50 Special 4-dr., 
$310*, $310, $145*. 

CADILLAC—’55 (62) conv., $3,500* (ps). 
’54 (60) Special 4-dr., $2,680* (ps); (62) 
2-dr., $2,650° (ps). '52 (62) 4-dr., $775* 
(ps). '47 limousine, $240*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
080°. '55 Two-ten (8) station wagon, 
$1,375*; 4-dr., $1,170, $1,145, $1,120; 
2-dr., $1,120, $1,080; One-fifty (6) 2-dr., 
$960. ‘54 Two-ten 4-dr., $820; 2-dr., 
$815, $810, $780, $765; taxi, $295, $225; 
One-fifty 4-dr., $705, $380; 2-dr., $700. 
$695, $665, $620. '53 Bel Air 2-dr., $725; 
Delivery sedan, $380. '52 SL Deluxe 4-dr., 
$565. °49 SL Deluxe 4-dr., $175. 

CHRYSLER—'52 Imperial 4-dr., $375* (ps). 

DeSOTO—'52 Sportsman, $550°. 

DODGE—’56 Royal Lancer 2-dr., $1,975°*. 
’55 Royal Lancer 2-dr., $1,540* (ps). '53 


(Continued on Page 31, Col. 1) 


_—_ 


P: 
PI 


rm 








every 
® 20.) 
pecial 
, $1,- 
. Spe. 
220°, 
5140°, 
, $3,- 
coupe 
675%, 


| $1,- 
. "54 


025°, 


$710. 
$345. 
$180, 
$120. 


"53 
ow- 


S*; 
48) 
"52 
(8) 
40; 
"50 
4- 
55°, 


10°. 


0". 





AUTOMOTIVE NEWS, JULY 2, 1956 


31 





Used-Car Auction Prices 





(Continued from Page 30) 


Coronet 2-dr., $650*. °51 Coronet 4-dr., 
$265. '49 Coronet 4-dr., $135*. 

FORD—’55 Custom (6) 4-dr., $1,250. '54 
Crest (8) Hardtop, $1,195*; 4-dr., $970* 
(ps); Main (6) 2-dr., $635*. '53 Custom 


(8) 4-dr., $660. '52 Custom (8) 2-dr., 
$400. ’51 Deluxe (8) 4-dr., $300; Custom 
(8) 4-dr., $250. ’50 conv., $175; 2-dr., 
$145. 
KAISER—’51 4-dr., $180. 
LINCOLN—’54 Capri 4-dr., $1,100*. 
MERCURY — ’'53 2-dr., $750*. °51 2-dr., 


$400*; 4-dr., $305. ’50 4-dr., $300, $265. 

NASH—’52 Ambassador 4-dr., $470*; Ram- 
bier 2-dr., $430. °51 Ambassador 2-dr., 
315; 4-dr., $100*. 

OLDSMOBILE—’52 (88) conv., $725*. 

PLYMOUTH—’'55 Plaza (6) 2-dr., $1,025. 
54 Plaza station wagon, $950, $775; 
Savoy 4-dr., $870. '53 Cambridge 4-dr., 
$575; Cranbrook 4-dr., $470. ’51 Cam- 
bridge 4-dr., $115. ‘50 Special Deluxe 
4-dr., $315. °49 Deluxe 4-dr., $135; Busi- 
ness coupe, $150. 

PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
680* (ps). °'54 Chieftain (8) conv., $1,- 
175*; 4-dr., $1,100*. '53 Chieftain (8) 
Catalina, $960*. ‘51 Silver Streak (8) 4- 
dr., $335. '49 Silver Streak (8) conv., 
$150*. 

STUDEBAKER — ‘54 Champion Hardtop, 
770*. '51 Champion 4-dr., $160*, $135; 
Commander 4-dr., $140. 

WILLYS—’49 Delivery sedan, $115. 

MISCELLANEOUS — '55 Chevrolet 1-ton 
truck, $1,000; Morris Minor 2-dr., $1,030, 
$610. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 19.) 
(Sold 298 cars out of 427 offerings.) 
BUICK—’'56 Special 2-dr., $2,200*. °55 RM 
Riviera, $2,395* (ps); Century conv., $2,- 
205* (ps); 4-dr., $2,120* (ps); Special 
4-df., $2,085* (ps), $2,015*; Riviera, $1,- 
950°. °54 Century 2-dr., $1,655*; Super 
Riviera, $1,650* (ps), $1,565* (ps); RM 
Riviera, $1,520* (ps), $1,500* (ps). 
CADILLAC—'56 (62) coupe, $4,350* (ps), 
$3,955* (ps). °55 (62) coupe de Ville, 
$3,800* (ps); conv., $3,450* (ps). ‘54 
(62) conv., $3,185* (ps); coupe de Ville, 
$3,105* (ps); coupe, $2,700* (ps). 
CHEVROLET—'55 Bel Air (8) conv., $1,- 
755*, $1,700*, $1,660; Sport coupe, $1,- 
680*, $1,635*; 4-dr., $1,495*; Bel Air (6) 
4-dr., $1,480*, $1,365*; Two-ten (8) Del- 
ray, $1,350*, $1,160; Two-ten (6) 4-dr., 
$1,130. '54 Bel Air conv., $1,310*, $1,225; 


Sport coupe, $1,135*; Handyman, $1,085*; | 


2-dr., $1,050*, $1,025; Two-ten Handy- 
man, $1,210*; 2-dr., $990*, $810. '53 Bel 
Air conv., $910* (ps). 

CHRYSLER 
‘53 Windsor 4-dr., $660*, 


$715*, $650*. 


'52 NY Newport, $460*. '51 NY Newport, | 


$425*; 4-dr., $265*; Saratoga 4-dr., 
$270*; Windsor 4-dr., $260*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $510* 
(ps), $350*. 

DODGE—'56 Coronet (8) 4-dr., $1,895*. 
'55 Coronet (8) Diplomat, $1,575*. °54 
Coronet (8) Diplomat, $1,100* (ps); 4- 
dr., $905*. "53 Coronet (8) 4-dr., $625°; 


Meadowbrook 4-dr., $515. 

FORD—'56 Fairlane (8) Victoria, $2,205*, 
$2,180*, $1,950*; Country sedan, $2,200*, 
$2,125; 4-dr., $2,145*. °55 Thunderbird, 
$2,440*, $2,340*; Fairlane (8) conv., $1,- 
730*; Victoria, $1,725*, $1,715*, $1,680, 
$1,550*; 4-dr., $1,470"; Main (8) Ranch 


Wagon, $1,300; Custom (8) 4-dr., $1,230*, | 
"54 


$1,215; 2-dr., $1,220, $1,175, $1,155. 
Custom (8) conv., $1,340*, $1,300*. 


HUDSON —'55 Rambler station wagon, $1,- 
385. °54 Hornet Hollywood, $750*. ‘52 
Hornet Hollywood, $310*. 

KAISER—’54 Manhattan 4-dr., $900*. 


MERCURY—'55 Montclair coupe, $1,860*, 
$1,695*. °54 Monterey Sport coupe, $1,- 
340°; 4-dr., $1,285; Custom 4-dr., $1,- 
200*, $1,130*. '53 Monterey coupe, $1,- 
235*, $1,055°; 4-dr., $900; 2-dr., $765. 

NASH—’'55 Rambler 2-dr., $855; Ambassa- 
dor club coupe, $1,565*. '54 Ambassador 


4-dr., $1,100*; Statesman 4-dr., $800; 
Rambler station wagon, $1,250*; 2-dr., 
$695. ‘53 Statesman 2-dr., $505; Ambas- 


sador 2-dr., $610*; Rambler station wag- 


on, $775; conv., $525. 52 Statesman 4-| 
dr., $500*, $420; Rambler conv., $315. 

OLDSMOBILE—’56 (88) 4-dr., $2,155*. °55 
(98) Holiday, $2,315* (ps); 2,290* (ps); 
(88) Holiday, $2,305* (ps), $2,175* (ps), 
$2,070* (ps), $2,050* (ps); conv., $2,- 
200* (ps); 2-dr., $1,740*. 

PACKARD—'53 Clipper 4-dr., $525*. 

PLYMOUTH—’56 Savoy (8) 2-dr., $1,495. 


’55 Belvedere (8) conv., $1,650*, $1,590*; 
Sport coupe, $1,525*; 4-dr., $1,455*; 2- 
dr., $1,395*; Plaza (8) Suburban, $1,475; 
Savoy (6) 4-dr., $1,390*; Savoy (8) 4-dr., 
$1,210. 

PONTIAC—’56 Star Chief (8) Catalina, $2,- 
090*. '55 Star Chief (8) conv., $1,985* 
(ps); 4-dr., $1,600*; Chieftain (8) 2-dr., 
$1,535*. °54 Star Chief (8) conv., $1,395*; 


4-dr., $1,325*, $1,205*, $1,200*; Chief- 
tain (8) 4-dr., $1,200, $1,095*. 

MISCELLANEOUS — '52 Hillman Minx, 
$335. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of June 20.) 
(Sold 131 cars out of 179 consign- 


ments.) 

BUICK — '56 RM Riviera, $3,200* (ps); 
Century Riviera, $2,700* (ps); Super 
Riviera, $2,710* (ps). '54 Super 4-dr., 
$1,350*; Special 4-dr., $1,280*, $1,250*. 
’53 Super 4-dr., $950*; Riviera, $895*; 
Special 2-dr., $660. ‘52 Special 2-dr., 
$670*. '51 Super 4-dr., $395*. 

CADILLAC—’56 (62) coupe, $4,150* (ps), 


$4,035* (ps). '55 (62) 4-dr., $3,400* (ps), 
$3,125* (ps), $3,070* (ps); conv., $3,650* 
(ps); coupe de Ville, $3,640* (ps). ’54 
(62) coupe de Ville, $2,885* (ps); coupe, 
$2,725* (ps); 4-dr., $2,407* (ps). ‘53 
(62) 4-dr., $1,600* (ps), $1,595* (ps). 
’51 (62) coupe de Ville, $975*; 4-dr., 
$940*. ‘49 (62) 4-dr., $500*. °46 (62) 
4-dr., $175*. 

CHEVROLET—’56 Bel Air (8) Hardtop, 
$2,095*; 4-dr., $2,180*. °55 Bel Air (8) 
Hardtop, $1,640; Two-ten (8) 4-dr., $1,- 
240°, $1,175; 2-dr., $1,175*, $1,175, $1,- 
125, $1,075*; One-fifty (8) 2-dr., $1,075*, 
$1,000. ’54 Bel Air Hardtop, $1,215* (ps); 
2-dr., $970; Two-ten 2-dr., $880, $850; 
One-fifty 2-dr., $610. ‘53 Bel Air conv., 
$1,075* (ps); Two-ten 2-dr., $650; 4-dr., 
$745; One-fifty 2-dr., $600. '52 SL Deluxe 


'54 Windsor Newport, $1,180*. 


2-dr., $380. °50 SL Deluxe station wagon, 
$415; 4-dr., $200; 2-dr., $180. 

CHRYSLER — ’55 Windsor 4-dr., 
$1,805*. '54 NY 4-dr., $1,245* 
NY 4-dr., $900* (ps). 
$560* (ps). 


$1,825*, 
(ps). °53 
51 NY Newport, 


DODGE—’55 Royal Lancer, $1,755* (ps); 
4-dr., $1,615* (ps). '54 Coronet (8) 4- 
dr., $765. °53 Coronet (8) club coupe, 
$715*. '52 Coronet 4-dr., $405*. 

FORD—’'56 Fairlane (8) Victoria, $2,065*; 
Custom (6) 4-dr., $1,650. °55 Fairlane 





Affecting Factories and Dealers. . . 


Auto Advertising 





Staff Writer 

A new-type wide-screen projec- 
tion process was shown for the first 
time to leaders in the automotive 
industry during the Television Bu- 
reau of Advertising presentation at 
the Sheraton-Cadillac Hotel in De- 
troit last week. 


The Bureau is using Celloramo 
new Wide Screen Cellomatic 
process, a method of animated 
projection, to press its case for 
continued expenditure of auto- 
mobile advertising dollars in tele- 
vision. 

Of potential interest to sales man- 
agers and training supervisors in| 
the automotive field, the process is 
claimed to give animated effects 
on a large screen at far less cost 
than conventional animated film. 

The projector is operated by a 
technician who obtains the neces- 
sary animation through a series of 
switches and dials, following a pre- 
pared script. It already has been 
widely used for sales meetings and 
training classes in other industries, 
with a smaller screen. 

The Cellomatic process used at 
the Detroit presentation utilizes 
two projectors and can produce 


Add Names 


John J. Remillet has joined D. 
P. Brother & Co., Detroit, as an)! 
account executive. Remillet’s back- | 
ground includes executive positions 
at Benton & Bowles and Grant 
Advertising, Ine. He also has held 
|} executive posts with several De- 
troit advertising and automotive 
companies. 


By Martin L. Whitmyer 
| 








x * * 


Don E. Fricker, formerly adver- 
tising manager of Heil Co., Mil-| 
waukee, has joined Western Ad- 
vertising Agency, of Racine, Wis., 
and Chicago, as an account exec- | 
| utive, 

* * + 

Theodore Strauss has been 
named editor of Woman’s Home 
Companion, succeeding Woodrow 
| Wirsig, who had been editor of the 
magazine since 1952. 

+ * * 


Tom W. Dunigan has been 
named associate automobile editor 
of the Los Angeles Times. He will 
assist Lynn Rogers, auto and out- 
door editor, in the preparation of 
the Sunday Times automobile sec- 
tion. 


i 


* * * 


Edward Hall has joined the 
publicity department of Crowell- 
Collier Publishing Co., as publicist 
for American Magazine. Hall suc- 
ceeds Roger Martin, who leaves 
Crowell-Collier for the U. S. Army. 

ae ” x 

Fred J. Archibald has been ap- 
pointed a public relations repre- 
sentative in the Cleveland regional 
office of General Motors. Archibald 
previously was a member of the 
press section of the GM public 
relations staff in Detroit. 

* * * 

Perry Schofield, of New York, 
has been named national creative 
director for Bozell & Jacobs Ad- 
vertising Agency, Omaha. 

x * ok 


Jay E. Miller and James Mc- 
Cready have been promoted by 
B. F. Goodrich Co., Akron, Miller, 
formerly western manager of 
public relations in Los Angeles, 
has been named manager of the 
company’s newly-formed speakers’ 
bureau with headquarters in Akron. 
McCready, who has been with the 
public relations department in 
Akron since 1950, succeeds Miller 
in the western post. 





(8) Victoria, $1,655*, $1,640*; 4-dr., $1,- 
445*; Custom (8) 2-dr., $1,260*. '54 Crest 
(8) Victoria, $1,250*; Custom (8) 2-dr., 
$970*, $955*, $815; 4-dr., $905. '53 Cus- 
tom (8) 4-dr., $750. 
HUDSON—’51 Commodore (6) 4-dr., $275. 
LINCOLN—’52 Cosmopolitan Riviera, $890. 
MERCURY—’55 Monterey Hardtop, $1,850*; 
4-dr., $1,645*. °54 Custom 4-dr., $1,150. 
‘51 Custom 4-dr., $370. 
NASH—’55 Rambler 4-dr., 
bassador 4-dr., $1,310* 
man 2-dr., $405*. 
wagon, $455; Ambassador 4-dr., 
"50 (600) 4-dr., $110. 
OLDSMOBILE—’56 (88) Holiday, $2,710* 
(ps). '55 (98) 4-dr., $2,050* (ps); (88) 
Super 4-dr., $1,995* (ps). '54 (98) Holi-| 
day, $1,875* (ps); (88) Super 4-dr., $1,- | 
665* (ps), $1,565*; 2-dr., $1,575*, $1,- | 
550*. °52 (98) conv., $830*; 4-dr., $790*. 


$1,550*; Am- 
(ps). '52 States- 
‘51 Rambler station 
$220. 





’51 (98) Holiday, $555*. 





double animation on a screen as 
large as 45 feet wide and 12 feet 
high. 

The industry leaders saw the 
projection in full color, with com-| 
mentary supplied by Oliver Treyz, 
president of Television Bureau of 
Advertising, and Eugene Accas, the 
Bureau’s operating manager. 


| owners. 


| steady to high here today on ’52s and older. 


PACKARD — '53 (200) "49 
Custom 2-dr., $135. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,340* 
(ps), $1,250; 4-dr., $1,170. '54 Savoy 4- 
dr., $835*; Plaza 4-dr., $535. °53 Cran- 
brook 4-dr., $590, $575; Hardtop, $755. 
"52 Cranbrook 4-dr., $405. '51 Cranbrook 
2-dr., $295; 4-dr., $240. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
745*. '54 Chieftain (8) 4-dr., $1,140*. '53 
Chieftain (8) 4-dr., $820*. °51 Silver 
Streak (8) 2-dr., $215. ’49 Silver Streak | 
(8) 4-dr., $105*. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
080*, $970*. °53 Champion Hardtop, 
$655*; 4-dr., $480*, $455*. 

MISCELLANEOUS—’54 Ford 2-ton truck, 
$680. '53 Ford %-ton pickup, $660; White 


4-dr., $740°. 


truck, $1,760; GMC 1-ton panel, $445. 
’51 Chevrolet %-ton pickup, $490. 
* * * 
— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (June 20). Today’s sale had plenty 
of fine cars and plenty of buyers. Over 
seven out of every ten units found new 


INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, 
every Thursday (June 21). Prices 


Sale 
held 


Retail sales in this area has centered on 
the older models. 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sales every 
Thursday and Friday (June 21-22). De- 
mand good on clean cars. Sold all but 56 of 
400 offerings. | 


HARRODSBURG, KY. 


Blue Grass Auto Auction, Inc. Sale every | 
Thursday (June 21). Sold 85 percent of 








_,.. WANT MORE 
REPEAT SERVICE BUSINESS 


: 


cars consigned for another red hot sale. 
We still need good, clean cars of all models. 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (June 21). We had an excellent sale 
again today with practically all makes and 
models represented. High percentage sold, 


FT. WAYNE, IND. 
Carl Marker’s Auto Auction, Sale every 
Tuesday (June 19). Clean cars bringing top 
dollar. Sold 81 out of 101. 


MANHEIM, PA. 

Manheim Auto Auttion. Sale every Fri- 
day (June 22). Weather hot and humid. 
Again a large sale with 467 cars offered. 
The market remained firm as we sold 81 


percent. 
OMAHA 

Richard Abel Auto Auction. Sale every 
Thursday (June 21). Market steady. A good 
crowd of both buyers and sellers were in 
attendance, and many buyers remained 
after the sale trying to locate clean '52s 
through ’54s. 


FARGO, N. D. 

Tri-State Auction Co, Sale every Thurs- 
day (June 21). There was a shortage of 
cars today, as the sale was very active 
with 65 selling out of 101 offerings. 


MERIDIAN, MISS. 

Tinnin Auto Auction. Sale every Tuesday 
(June 19). Market strong with plenty of 
buyers and a good demand for all units, 
especially sharp ones. The market in this 
area is stronger than it has been in a long 
time. Sold 159 cars out of 210. 


PHILADELPHIA 
Harold B. Robinson Auto Sales Auction. 
Sales every Tuesday and Thursday (June 
14-19). Market still at its peak with clean 
and average used-cars in great demand. 
Sold 152 cars out of 183 offerings. 


IT’S EASY WITH THE VALVOLINE 
33,000 MILE GUARANTY PROGRAM 


Now ... an assured way to make certain that the new cars you sell 
return to you for continued service and lubrication. With the Valvo- 
-line 33,000 mile guaranty proyram you can guarantee perform- 
ance of the Valvoline lubricated chassis or 


engine parts of any 


the first 33,000 miles, or the first 24 months 


of operation. Valvol 


for repairs or replacements during the 


guaranty period. 
Valvoline’s 33,000 


builds goodwill among your customers, too 
. . . keeps you in contact with them until 
they are new car customers once again. 


You get these Selling Aids 


at no cost to you! 
- 


* Newspaper Mats 
/Y * Display Material 
© Display Racks 
* Follow-up Literature 
* Direct Mail Folders 
* Signs, Reminder Ads 


y 


WORLD'S FIRST 


Ta 


MOTOR OIL 


Division of Ashland Oil & Refining Company 
General Offices and Refinery — Freedom, Pa. 1 rae a ae 





new car you sell for 


ine will foot the bill 


Mile Guaranty Plan 





MAIL THIS COUPON TODA 


| Guaranty Program. 
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NO OBLIGATION! 


Po ee ee ew ee et eee ae oe 


| VALVOLINE OIL COMPANY 
| FREEDOM, PENNSYLVANIA 


| | would like full information on the Valvoline 33,000 Mile 
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Customized 
PRODUCTION Models 
for EVERY Business 


Vv ENGINEERED for Efficiency 
v¥ CUSTOMIZED for Versatility 
v¥ MASS-PRODUCED for Economy 


For Hard-Hitting, Fact-Filled Sales Aids—Write to 


>See. 


rai WN PENN 





Models MC-8, 10, 12 


BOYERTOWN BUILDS 


the Most Complete Line of 


DELIVERY BODIES 
“Retter Built” Since 1872 


Merchandiser =~ 


es 


Models MC-8, 





COMMERCIAL MUSEUM, PHILADELPHIA 
November 10 to 17, 1956 


a Pee a 





FOR FULL 
EXHIBIT 
DETAILS .. . . 





| have been reelected by the Auto- 


Auto Ad Council 
‘Reelects Officers; 
‘Adds 3 Members 


NEW CASTLE, Ind.—All officers 


motive Advertisers Council. 
S. R. Robinson, advertising man- 


| ager, Grey-Rock division of Ray-| 
| bestos-Manhattan, Inc., 


Manheim, 

Pa.; was reelected president. 
Herman C. Teetor, director of ad- 

vertising, Perfect Circle Corp., Hag- 





| corresponding secretary; M. Robert 


| more; 
| sistant sales manager, 


| president; R. K. McConnell, adver- 


erstown, Ind., was reelected vice- 


tising and sales promotion manager, 
Federal-Mogul service division of 
Federal - Mogul - Bower Bearings, 
Inc., Detroit, treasurer; Frank F. 
Schuhle, General Electric Co., mini- 
ature lamp department, Cleveland, 


Wolfson, advertising manager, 
Maremont Automotive Products, 
Inc., Chicago, recording secretary, 
and George W. Stout, executive 
secretary. 

Three new members were elected 
members of the council: American 


| Hammered Automotive Replace- 


ment division, Muskegon, Mich.; 
American Brake Shoe Co. New 
York, and Thermoid Co., Trenton, 
N. J. 


The following council members 
make up the 1956-57 board of gov- 
ernors: Richard C. Carr, manager 
advertising and sales promotion, 
Olin Mathieson Chemical Corp., in- 
dustrial chemicals division, Balti- 
David E. Cunningham, as- 
Raybestos 
division of Raybestos-Manhattan, 
Inc., Bridgeport, Conn.; Lester C. 
Dobrunz, sales promotion manager, 
Wagner Electric Corp., St. Louis; 


| Albert Joseph, advertising manager, 


AP Parts Corp., Toledo; Walter A. 
Kirkpatrick, manager, advertising 
and sales promotion, Wilkening 
Mfg. Co., Philadelphia; Louis A. 
Leitz, sales manager, Wohlert Corp., 





Lansing; G. W. Linn, advertising 


|and sales promotion manager, Exide 


Automotive division, Electric Stor- 
age Battery Co., Philadelphia; F. 
Allan Knapp, advertising manager, 
Weatherhead Co., Fort Wayne divi- 
sion, Fort Wayne, Ind.; George 
Einhart, advertising manager, Ra- 
diator Specialty Co., Charlotte, N. 


|C., and John E. Norwood, adver- 





tising and sales promotion manager, 
Sealed Power Corp., Muskegon, 
Mich. 


Willys Appoints 


| 4 New Dealers 


MINNEAPOLIS.—Willys has ap- 
pointed four new dealers in the) 
upper Midwest. 

The new dealerships are Colosky- | 
Nygren Motors in Hopkins, Minn., 
headed by Edward Colosky jr. and/| 
Everett Nygren; Stark Motor Co. 
in Dickinson, N. D., headed by E. F. 
Rakowski; Garrison Motor Service 
at Garrison, N. D., headed by George | 
Plummer, and Laurian Nash Co. at! 
Brainerd, Minn., headed by John G. | 
Laurian. 


It was erroneously reported that 
these dealers were added by Nash. 


Ordained 


Perfect Circle’s Bancroft 


Becomes Deacon 


HAGERSTOWN, Ind. — Richard 
H. Bancroft, an executive of Perfect 
Circle Corp., has been ordained a 
deacon of the Episcopal Church in| 
Indianapolis. 

The Rt. Rev. Richard A. Kirch-| 
hoffer, Episcopal bishop of Indian-| 
apolis, officiated at the ordination 
ceremony in Christ Church Cathe- 
dral. 

Bancroft, 53, is manager of Per- 
fect Circle’s castings division, and 
is president of Centrifugal Foundry 
Co., Muskegon, Mich. a Perfect 
Circle subsidiary. He joined Perfect 
Circle 25 years ago as a research 
engineer and has served in execu- 
tive jobs since 1933. 

As a deacon, Bancroft will be) 
privileged to perform certain cleri-| 
cal duties including preaching, bap-| 
tizing, reading of the Gospel and! 
administering Holy Communion. | 
Bancroft plans to continue at Per-| 
fect Circle, handling church duties) 
in outside hours. 
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Tie you up ? 





e Easy action stain- 
less steel ball 
bearings 

e New triple seal 
packing. NO 
LEAKS 

e Zerk fitting 
lubrication 

e Primary seal—No 
CAUSTICS enter bearing 


eon: 
MILWAUKEE 


You can install this 
convenient new swiv- 
el in just minutes— 
end the time wost- 
ing mess of tangled 
binding hose. Ship- 
ped with elbows ond 
adapters—you merely 
add desired length of 34" pipe for swing 
arm. New rugged design assures years of 
trouble free service for automobile and 
truck wash racks. 


Order from your jobber or direct from, 





3811 Kinnickinnic Ave. 
Milwaukee 7, Wis. 





TURNTABLES 


e 
Manufactured by 
= 


Macton Co. 


DYKE LANE 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 


BUILD SERVICE PROFITS 


with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 





STEMAC 
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Blasts Ford ‘Puppeteering . .. 


Bell Certain of Day-in-Court OK 


(Continued from Page 1) 


would “give greater security to 
pootleggers and excessive cross 
gellers.” 

“Far more can be accomplished 
in the area of factory-dealer rela- 
tions across the table than in the 
courtroom,” Wiles said. 

Tucker voiced the fear that any 
legislation would lead to bureau- 
cratic controls of the industry. 
He said the problem was over- 
production and called for further 
cutbacks and “sensible” produc- 
tion limits. 

Even Ford dealers in attendance 
were split. David N. Holmes, 
Battle Creek, Michigan’s NADA 
director, called on dealers to sup- 
port the MADA position in his in- 
troduction of Bell. 


* x * 


THE other hand, Bill Burgess 

(Ford), Lansing, reported that 
most members of the Ford dealer 
line group of MADA unofficially 
had decided to take no action with 
respect either to MADA’s request 
for support or Ford’s plea for 
opposition. 

Burgess said the line groups 
preference for silence appeared to 
endorse the factory stand on the 
O’Mahonay bill. 

Welcoming Bell to Lansing was 
a quickly adopted resolution by 
the MADA board and officers com- 
mending the NADA campaign for 
a day-in-court law. Copies of the 
resolution were sent to executives 
of all auto companies. 

Wiles and Bell held a joint press 
conference in the Hotel Olds, 
possibly the first ever held involv- 
ing an NADA chief and a promi- 
nent factory executive. 

> > > 


S said GM had no plans to 

summon key dealers to a meet- 

ing on pending legislation or to 

solicit its dealers actively to oppose 

either the O’Mahoney or Monroney 
bills. 

Bell ripped into the Ford dealer 
action as soon as he was introduced 
by Holmes before the convention 
luncheon. 

“When a puppeteer manipulat- 
ing a string of puppets threatens 
to revolutionize a classic distribu- 
tion policy,” Bell said, “is that 
puppeteer exhibiting good faith 
or is he just kidding the public? 

‘I don’t question their right to 
do it, just their judgment.” 

Answering charges by Ford and 
GM officials that the O'Mahoney 
bill would promote bootlegging, 
Bell said that if that were so, he 


Few Respond 
To Ford Plea 


For Protests 


(Continued from Page 1) 


was dated June 13. Two weeks 
later, a spot check by Automotive 


News disclosed that three key | 


senators on the automobile mar- 
keting subcommittee had received 
only 23 letters and telegrams from 
Ford retailers. 

Of this number, four dealers said 
they supported the Monroney meas- 
ure. The remaining 19 wrote in op- 
position. 

Of the 19 communications oppos- 
ing passage, a dozen were almost 
identical telegrams from branches 
of one California dealership, Down- 
town Ford. Others opposing the 
bill were Casa Linda Motors, Dallas, 
and Bill Burgess, Lansing Center, 
Mich. 

One of the longest letters in sup- 
port of the Monroney bill came 
from a Wisconsin Ford dealer, who 
called the measure “a fair bill” and 
“a smart bill.” He said that at- 
tempts to give a dealer freedom 
from coercion and cancellation “are 
inherently good things.” 

Ford General Counsel William 
T. Gossett’s statement on the’ 
drastic and frightening implica- 
tions of the bill “are somewhat 
on the fantastic side,” the retailer 
wrote. 

The dealer added that the 
“ground-rules” measure seemed to 
“cool off” factories which try to 
move merchandise through pres- 
sure. 

He added that such pressure, in 
his opinion, “is still going on.” 


wouldn’t be appearing in defense of 
the measure at a new-car dealer 
convention. 

a * * 


_ asked the gathering 
whether NADA should abandon 
its efforts to secure a day-in-court 
law. 

A loud chorus of “no” was his 
answer, 

He looked over at Wiles, said, 

“Thank You,” and sat down. 

The NADA official virtually con- 
ceded at the press conference that 
the Monroney anti-coercion bill was 
a lost cause. 

He had declined to discuss the 
Monroney bill before the conven- 
tion and was pressed by newsmen 
to make this statement later. 

“Time definitely is against us 
on Monroney, and the bill still is 
in committee.” 

The fact that the MADA resolu- 
tion mentioned only the O’Mahoney 
bill, together with Bell’s exclusion 
of the Monroney bill, indicated an 
all-out push by NADA for a day- 
in-court law enactment. 

= * * 
A about the possibility of 
a Presidential veto if the House 
votes a court bill, Bell said he fore- 
saw no such possibility because of 
the heavy Republican support for 
the measure. 

However, both the Justice De- 
partment and FTC have gone on 
record against the O’Mahoney Dill. 

Wiles said GM was not opposed 





to the intent of the day-in-court 
bill. He noted that the new GM 
franchise clearly allows a termi- 
nated dealer to file suit. 

“If it’s passed,” Wiles said, 
why, of course, we'll live with it 
and comply with it.” 

Answering Wiles’ concern over 
the possible aid of the bill to boot- 
leggers, Bell said the House Judici- 
ary Committee might attempt to re- 
define the bill so as to rule out any 
implications along this line. 

The MADA followed up its initial 


Nash to Honor 
Volume Dealers 


With Plaques 


DETROIT. — An annual program 
to honor its top dealers has been 
started by Nash. 

The three top volume dealers 
each year will receive “Roy Aber- 
nethy Top Volume Dealer Award” 
plaques at testimonial dinners. The 

|'winners will be announced each 
year shortly after Dec. 31. 

Under the new program, awards 
will be made each month to the top 
25 dealers. The highest five plaques 

| will be numbered and will be redis- 
tributed each month if rankings 

| change. The other 20 will not be 
numbered and dealers will keep 
them as long as they stay between 

| the sixth and twentieth positions. 

| If a dealer should rise to the top- 





| five class he will receive a plaque 
| with the appropriate ranking en- 
| graved on it. 





A ‘Colonel's’ Citation— 


Robert F. Black, left, board chairman, 
White Motor Co., Cleveland, receives a 
“Colonel's” citation from Dr. James 


Hodge, chairman, Salvation Army Advis- 
ory Board of Greater Cleveland. Black 
was cited for his work in industry and 
on behalf of the Salvation Army program. 
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action endorsing the O’Mahoney 
bill with a second formal resolution 
of support, adopted by the conven- 
tion at the closing session Wednes- 
day. 
* * + 
THER resolutions were as fol- 
lows: 


1. Supporting establishment of a 
system of service area responsi- 
bility, with a $150 charge to the 
selling dealer. 

2. Urging establishment of a 
Separate state motor vehicle 
division. 

3. Opposing any increase in state 
unemployment benefits. 


4. Asking the Michigan secre- 
tary of state to suspend new-car 
dealers who sell other makes than 
those for which they are fran- 
chised, (This referred to the pro- 
test against new Cadillac sales by 
Story Oldsmobile, Lansing). 

Charles Butler (Ford), Tecum- 
seh, was elected MADA president 

for the ensuing year. Other offi- 
cers are as follows: 

Ladd McKay (Chevrolet- 
Cadillac), East Tawas, first vice- 
president; Ben Jerome jr. 
(Oldsmobile - Cadillac), Pontiac; 
George Spaulding (Chevrolet), 
Flint; Harold Rockwell, 
(Oldsmobile), Grand Rapids; Clay- 
ton Frei (Chevrolet), Marquette; 
Bill Hermann (Hudson), Detroit, 
all vice-presidents; Howard Cook 
(Chevrolet), Lansing, secretary and 
treasurer, and Gilbert Haley, East 
Lansing, executive vice-president. 

ok * oe 


Wu reviewed the changes in 
the GM franchise during his 
talk and gave a cautiously opti- 
mistic prediction for the auto mar- 
ket in the months ahead. 

“There are indications,” he said, 
“that retail automobile sales are 
picking up somewhat and that the 
deals are a little better.” 

Declaring that sales showed 
“improvements” in both the May 
21-31 and June 1-10 periods, 
Wiles voiced hope that “we have 

turned the corner.” 

Wiles said that dealers would 
have fared much better profit-wise 
this year had they prevented a 7 
percent rise in operating expenses 
between January and April. 

“The combination of higher ex- 
penses and lowered sales always 
depresses profits sharply,” he 
pointed out. 

* * * 
r TOTAL operating expenses 
had stayed at the 1955 rate this 
year, dealer profits for the first 
four months would have been 40 
percent higher, Wiles said. 

“In any business there are times 
when expenses must be cut,” he 
said, “no matter how unpleasant. 
The only person who can do this 
job is the man you shave each 
morning.” 

Wiles said GM dealers finally 
were beginning to whittle down 
expenses in May, as reflected by 
profit-and-loss statements. 

The GM executive said the 
corporation’s new dealer umpire, 
Judge William C. Coleman, Bal- 
timore, will begin work later this 
summer. 

Wiles said there were no cases 
awaiting the umpire as of the 
moment, 

Bell praised GM’s franchise re- 
forms and said that comparable 
Ford and Chrysler actions would 
not be long in coming. 

* * * 


CKER declared that Congres- 

sional legislation or a reinstate- 
ment of Regulation W offer “no 
real cure” for present problems. 

“We are so naive as to believe,” 
Tucker said, “that factory, dealers 
and factory workers can all en- 
joy prosperous years with a secur- 
ity and peace of mind that means 
so much under sensibly controlled 
production limits.” 

While calling factory improve- 
ments in dealer relations the 
dawning of a “new day.” Tucker 
blamed high factory production 
for low dealer profits, which he 
termed “neither normal, reason- 
able nor healthy.” 

The Alabaman, a speaker at 
many state dealer conventions, 
deplored the loss of “hundreds of 


millions of dealers’ profits” be- 
cause of 1956 overproduction. 
“The problem,” he said, “is a 


factory-dealer problem — line by 
line and family by family. There is 
a law on the statute books that no 
power of Congress nor the Supreme 
Court can change, and that is the 
law of supply and demand.” 

* * * 


UCKER warned of a _ rough 

period for dealers until inven- 
tories and attendant prices are 
under control. He suggested the in- 
troduction of '57 models as the first 
possible control date. 

Tucker gave the Michigan 
dealers the following advice: 

“The real cure . is by our 
own prayers and our own actions. 
The lazy way out for someone 
else to do the job simply will not 
work.” 

“It is time for us to decide 
to leave the pleasant atmosphere 
of our air-conditioned offices 
and get out into action.” 

“Times are critical, but only 
hopeless if men give up.” 

Tucker said that dealers have 
been handed “a powerful sales 
battle cry between now and model 
time.” 

“A customer who buys today 
benefits not only his own pocket,” 
he explained, “but makes a con- 
tribution to the well-being of our 
whole economy by helping get 
inventories down to healthy pro- 
portions.” 

A dealer panel on current busi- 
ness problems closed the conven- 
tion. Six dealers took part. 

Convention attendance totalled 
325 dealers and 85 wives. MADA 
will meet next June 27-July 1 at 
Mackinac Island. 


Writes Blast to Tucker... 



























































































Borts Collects Winnings— 


Andrew Borts, center, salesman, 
Simonson-Schactmayer, Inc. (Packard), 
Santa Monica, Calif., receives keys to 
1956 Packard Caribbean convertible, first 
prize in Packard's “Chariots for Kings” 
national sales contest. Presenting the 
keys are W. |. Simonson, left, president, 
Simonson-Schactmayer; leo Schactmayer, 
right, vice-president; and J. H. McCord, 
resident manager, Earle C. Anthony, Inc., 
California Packard distributorship. 








Ford Dealer Raps Factory 


Eprror’s Note: This is the text 
of an opex letter from a Ford 
dealer addressed to Hayse 
Tucker, Tuscaloosa (Ala.) Ford 


dealer : 
I HAVE just read about the meet- 
ing which Ford had in Detroit, 
to which they invited 125 carefully 
selected dealers, paid their ex- 
penses, wined and dined them, 
brainwashed them, finally got them 
to pass certain company resolu- 
tions which were detrimental to 


* * . 


the automobile dealers of America | 


and then sent them home with 
instructions to organize meetings 
of the dealers to oppose all legis- 
lation detrimental to the Great 
White Fathers in Detroit — the 
auto makers. 

Joe Stalin or Adolph Hitler in 
their hay day could never have 
done a better Job. 

Ford 
method to set the automobile 
dealer problem back into oblivion 

so it shall never again come up 


in this generation, and they shall | 
continue to crucify the dealers as| 


they have for the last fifty years 


and will continue to be the masters | 
in this industry, call all the signals, | 
make slaves and vassals of the) 


dealers, in order that they can con- 
tinue to roll in wealth, make 60 
percent on their investment, 17.3 
percent on sales and Company 
executives can contrive stock op- 


tion plans to make millions for | 
themselves through an avoidance | 


of the income taxes. 

All of this is being done, mind 
you, at the expense of the automo- 
bile dealer. His assets are being 
depleted, life savings are being 
wiped out and he is being degen- 





Pontiac Outlet Seeks 


Missing Demonstrator 


NORFOLK, Va. — Roughton 
Pontiac Corp. here has reported 
that a new-car salesman using 
the name of Richard A. Sikes 
disappeared with a new-car 
demonstrator. 

The car, Roughton said, is a 
1956 Pontiac 870 Catalina sedan, 
with a grey top and gold bottom. 
The motor number is 15030. The 
car, the dealership said, could be 
traveling on 1956 Virginia tags 
180-106 or dealer tags D-762. 
Roughton asked that anyone 
who spots the car phone collect 
Madison 5-4241 or Madison 5-7831 
in Norfolk. 





is trying through this} 


j}erated to the status of a peanut 








vendor. 
. * aa 


T= Monroney Bill and the 
O’Mahoney Bill were designed 
to eliminate threats of the manu- 
facturers to their dealers, and here 
we have Ford threatening and 
using coercion of the highest de- 
gree, when they threaten to do 
away with the dealer system. 


If this is not justification for 
both bills to pass immediately, 
then I don’t undestand the mean- 
ing of the English language. You 
know and every one else knows 
that Ford would have no intentions 
of doing away with the dealer 
system. 


They have made billions out 
of this system of being able to 
crucify the dealers and get them 
to sell their products below the 
dealer cost. They will hold on 
to this dealer system until the 
last dealer is broke. 

Now it is not hard to under- 
stand why the factory would take 
such action. The difficult part to 
understand is why you and 124 
other Ford dealers would partici- 
pate in such a scheme to betray 
40,000 automobile dealers in Amer- 
ica, and all the future automobile 
dealers of America. 

* * * 
yo fellows, if you continue, are 
selling out for 30 pieces of 
silver. Judas of old and Benedict 
Arnold could not hold a candle to 
you. 


If you men continue, you are 
traitors and betrayers to the auto- 
mobile dealers of America. You 
will not be fit to be called an auto- 
mobile dealer and NADA and your 
local associations should withdraw 
your membership. 

You should be exposed to your 
own community for the true per- 

son that you really are if you 
continue with this program. 
Mind you, I said if you con- 
tinued. I trust you will recon- 
sider and repudiate what you 
have done, then get behind these 
bills and help get them passed. 
The dealers of America want 
these bills. They have voted for 
these bills. The NADA directors 
have studied these bills and recom- 
mended them to the Congress of 
the United States. The Senate of 
the United States voted the O’Ma- 
honey Bill through by a vote of 
75 to 1. 

Don’t be a factory stooge and 
betray 40,000 dealers. You will 
never be able to live with your 
conscience again.—A Forp DeraLer 
(Name Withheld). 
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Dealers Rallied at Dearborn Meeting ae 


Ford Sparks Anti-Bill Drive 


By Joseph M. Callahan 
Staff Writer 

—— from Washington in- 

dicated last week that the or- 
ganized drive by Ford Motor Co. 
against NADA-sponsored legisla- 
tion has brought forth some pro- 
tests against the Monroney ( ground 
rules) bill and the O’Mahoney (day 
in court) bill. 

Ford’s case was built up largely 
against the Monroney bill, al- 
though the protests included the 
O'Mahoney legislation as well. 
The protests came from Ford 
dealers, suppliers and outside 
firms. 

Among the persons who wired 
congressmen last week, to protest 
against the two bills were James B. 
Webber jr., executive vice-president 
of J. L. Hudson Co. and a director 
of Ford Motor Co.; C. C. Bryant, 
head of Bryant Chemical Co.; Ed- 
gar G. Behr, president of Wayne 
Chemical Products Co., and T. J. 
Ault, president of the Long Mfg. 
Division of Borg-Warner Corp. 


. * * 


a tactic of Ford’s frontal 
assault on the Monroney and 
O'Mahoney bills consisted of an 
“emergency meeting” to which 125 
Ford and Lincoln-Mercury dealers 
were summoned to persuade them 
that the bills were bad for the 
dealer and manufacturer alike. 

Henry Ford I, president, opened 
the meeting June 20, at the Dear- 
born Inn. He was followed to the 
rostrum by General Counsel Wil- 
liam T. Gossett, who discussed the 
alleged ill effects of the bills in 
detail, and by Chairman Ernest 
R. Breech who, while denying 
any threats, outlined the changes 
in the dealership system that 
might be necessary. 

The factory executives then left 
the meeting and the dealers “almost 
unanimously” voted for a seven- 
point program to block the bills. 
Said one dealer: “We agreed to do 
everything we could to kill the leg- 
islation.” 

* « * 

ERE is the text of the statement 

and action program adopted by 
the Ford dealer meeting: 

“Small and large automobile deal- 
ers from all sections of the country 
have today concluded a meeting at 
which all aspects of the Monroney 
and O’Mahoney bills, now before 
the Congress, have been fully and 
openly discussed. We have reached 
the following conclusions: 

1. “If the O’Mahoney bill be- 
comes a law, the automobile boot- 
legger will be able to thrive and 
prosper, as never before. This is 
because, under the provisions of 
the bill, no one will be able to 
take any effective action against 
bootlegging and other unethical 
practices. 

2. “If the Monroney bill becomes 
a law, the Government, through the 
Federal Trade Commission, will be 
required to enter into every phase 
of our business—including contract 
provisions, prices and profit mar- 
gins—and the days of NRA and 
OPA will look like Paradise by com- 
parison. We are therefore against 
passage of this bill. 

*” *~ * 
3 “IF EITHER or both of these 

* bills become law, the manufac- 
turers may well be forced to seek 
entirely: new methods of distribut- 
ing, selling and servicing the cars 
and trucks they make, methods 
that could seriously affect not only 
our future profits, but the very ex- 
istence of authorized dealerships. 
For this very important reason, we 
are against each of these bills. 


4. “Our final conclusion is that 
the combined provisions of these 
bills fail completely to meet the 
objectives of those who, several 
months ago, set out in all sin- 
cerity, to cure certain and recog- 
nized evils and abuses in our busi- 
ness. The O’Mahoney and the 
Monroney bills—in their present 
form—may well kill the patient 
instead of curing him. 

“For these basic reasons, we hope 
that no bills concerning automobile 





that all dealers will do the same, 
and as quickly as possible. 
+ * * 


. Ai*e adopted unanimously was 
the following seven-point pro- 
gram of action: 

“1. Every member to be furnished 
a copy of the resolution in order to 
study its import and consequences. 

“2. Every member to take the in- 
dividual responsibility of sending 
to his congressman and senator a 
telegram of his position on both 
bills, individually signed, individu- 
ally worded, and sent from his home 
address. y 

“3. Every member to head a 
campaign of individually written 
letters on his own letterhead, in- 
dividually signed to whatever 
group or groups that appear log- 

ical. 

“4, Each member to get the co- 
operation of competitive dealers in 
a similar program. 

“5. Each member to promote local, 
county and district meetings of 
groups which have not been ad- 
vised of the real portent of these 
bills—to educate and seek favorable 
action. 

“6. Each member present to write 
an individual letter to the congress- 
men from his state on the house 
committees on foreign and domes- 
tic commerce, rules, etc., and the 
comparable committees of the sen- 
ate. 

“7, Each member to volunteer to 
testify, and to contact his own con- 
gressman or senator to this end. 

+. + + 

ORD MOTOR CO. advised all its 

dealers of the action taken at 
the special meeting in an 11-page 
booklet entitled “The facts on 
Dealer Legislation Pending Before 
Congress.” 

In charge of the dealer part of 
the meeting was Hayse Tucker, 37- 
year-old Ford dealer from Tusca- 
loosa, Ala.. who was named chair- 
man, and Stark Hickey, Detroit 
Ford dealer for 32 years, who was 
co-chairman. An eight-man commit- 
tee was also quickly appointed. 

A Ford spokesman said that 
while 125 dealers attended the 
meeting, the vote on the state- 
ment and program was only 96-0 
because the vote was taken late in 
the afternoon and some of the 
dealers had to catch trains out of 
town. 

There was some dispute as to 
whether the vote was 96-0 or 95-1. 
Tucker said he was later informed 
that an unidentified dealer cast a 
negative vote. Another dealer pres- 
ent said that one Ford dealer 
“raised his hand in opposition, but 
he only raised it waist high.” 

The Ford spokesman said the 
factory officials selected the dealers 
for the meeting on the basis of area 





a 


Clark Aids Driver Training— 


factory-dealer relationships will be| Offering a driver-education program 
passed at this session of Congress.| for the first time, Clarksville (Ark.) High 
We are communicating to our sena-| School was provided with a dual-control 
tors and congressmen these conclu-| training car by V. F. Clark, Clark Motor 
sions. We urge, in the interests of | Co. (Chevrolet), Clarksville. With Clark is 
the successful future of all of us,| A. L. Kendall, school superintendent. 


distribution in an effort to get some 
large and some small dealers from 
every major area. 

* ab * 


gprs dealer said the factory offi- 
cials directed most of their fire 
at the Monroney (ground rules) bill 
and that “they expressed little 
fear” of the O’Mahoney (dealer 
day-in-court) bill, which has passed 
the Senate. 


While the dealer meeting was 
labeled “closed,” one of the dealers 
in attendance said that members of 
the Ford dealer policy board were 
“running in and out.” 


He added that at the meeting 
it was repeatedly stated that the 
legislation in Washington was 
“precipitated by a minority of 
dealers,” and that “many dealers 
have given no thought or study to 
the legislation.” 


This dealer said the emergency 
meeting, to which dealers from 
coast to coast were summoned by 
telegram, signed by Henry Ford II, 
June 18, was definitely “not a scare 
meeting.” Tucker said the dealers 
were under no pressure by the fac- 
tory. 

* * 7 

fee factory officials reportedly 

said they were doing everything 
in their power to stop bootlegging. 
Also discussed was the betterment 
of the franchise in recent years, 
comparing the present contract 
with the dealer pact years ago. 


Ford, who was suffering from a 
sore throat, made an opening state- 
ment attesting to his agreement 
with Breech and Gossett. 


Breech, in predicting that the 
passage of the bills would disrupt 
and perhaps destroy the whole au- 
thorized dealer system of auto dis- 
tribution, envisioned these probable 
changes: 


1. Limitation of contracts to one 
year’s duration. 

2. This legislation will reduce 
volume which will result in higher 
prices which will further reduce 
volume. 


3. The factory will have to spell 
out in specific detail in the con- 
tracts all the obligations and 
rights of the parties. 

“For example,” he said, “it might 
be necessary to specify the exact 
number of cars and the value of 
the service parts and accessories 
which the dealer would be obliged 
to purchase.” 


4. Dealer markups would be re- 
duced. 
. * - 
REECH asserted, “Obviously, if 
we are to assume the risks of 
the dealers’ inventories, as is pro- 
vided in the Monroney Bill, we 
could not justify the present price 
structure; it would have to be ad- 
justed in accordance with the new 
distribution of risks imposed by the 
statute.” 


5. If the factory is compelled to 
repurchase cars from dealers, the 
factory would probably be com- 
pelled to sell them in competition 
with the dealers. 


6. If Ford is required to com- 
pensate dealers for maintaining 
warranty and service facilities, 
the factory might be compelled to 
set up service facilities of its own, 
in the larger metropolitan areas. 

Breech elaborated, “We are also 
considering alternative moves, such 
as changing our entire pricing and 
discount structure on service parts. 
In smaller cities we might be forced 
to authorize others besides author- 
ized dealers to perform warranty 
and service work.” 

7. If the factory is to assume 
broad responsibility in connection 
with the liquidation of any dealer 
terminated, the factory would have 
to exercise close control over the 


a4 purchase of assets by a dealer. 


8. If the factory is to be prohib- 
ited from “effective influence” in 
the sales of dealers, Ford may be 
required to add more dealers and 
various kinds of dealers to main- 
tain volume and keep prices down. 

+ as * 
GUOdNG up, Breech said. “It 
(the legislation) would reduce 
the margin of profits, certainly if 
the matter were left to the Federal 
Trade Commission. It would jeop- 
ardize their service and parts busi- 


1956 


ness. It would cause strife and liti- 
gation in the industry and instead 
of bringing the parties closer to- 
gether in cooperative effort it would 
tend to create friction and contro- 
versy between them. 


“I hope that you will not inter- 


pret anything I have said as a | 


threat. I said at the outset that 
we owed to each other the utmost 
candor and sincerity. I simply 
have been trying to think out 
loud and tell you what might be 
the results of the kind of legis- 
lation that has been proposed.” 


Gossett’s statement was largely a/| 


reiteration of the criticism he made 
of the legislation before the Mon- 
roney subcommittee several weeks 
ago. 

He acknowledged that “It is clear 
to all of us at Ford Motor Co. that 
we have not given sufficient atten- 
tion to working out some of the 
dealers’ problems. But that situa- 
tion is now being corrected and cor- 
rected fast.” 

* * + 

os to the hasty calling 

of the emergency meeting, Gos- 
sett said, “We have had to work on 
short notice. Without any real 
warning we were presented only a 
few days ago with two bills, the 
Monroney and the O’Mahoney bills.” 

Touching on another point, he as- 
serted, “When I was down before 
Senator Monroney, he said, ‘Well, 
you are just worrying about a 
bunch of hobloblins that are never 
going to happen.’ But the answer 


to that is that the Department of | 
Justice, and of Commerce, and the} 
Federal Trade Commission have all | 
expressed the same kind of-concern | 
about the proposed legislation that! 


I have expressed here today.” 








Chayne Reveals 
‘Doctor’s Praise of 


‘Curved Windshield 


DETROIT. Answering a 
doctor’s charge that wraparound 
windshields distort vision and con- 
stitute a _ safety 
hazard, Charles 
A, Chayne, Gen- 
eral Motors 
engineering vice. 
president, 
declared, “Our 
panoramic wind- 
shields are far 
and away the 
safest wind. 
shields we have 

P developed.” 
©. A, Chayne He said GM has 
| built more than seven million wrap- 
around windshields and has not had 
a single owner complaint of the 
curvature affecting driver vision. 

In 1943, Chayne said, GM sub- 
mitted a number of curved wind- 
shield designs to the Dartmouth 
Eye Institute, Dartmouth Medical 
College, for critical evaluation, 

“The report by the late Dr. 
Adelbert Ames stated that from 
the angle of driver comfort and 
safety, one of the curved glass 
designs was better than the flat 
windshields then in production,” 
he said. GM’s wraparound wind- 
Shields are patterned after that 
design. 

The windshield indictment was 
leveled by Dr. DuPont Guerry, 
chairman of the opthalmology de- 
partment, Virginia Medical Col- 
lege, at the annual meeting of 








|the American Medical Assn. 


GM Realigns Car Chiefs 


Cole Heads Chevrolet; Knudsen, Pontiac; 
Keating Upped to Group Executive 


(Continued from Page 1) 


Semon E. Knudsen, 43, general 
manager of the Detroit Diesel 
Engine division. 

Keating, in his new appointment, 
fills a position left vacant since 1954 





T. H, Keating 


R. M. Critehfield 


with the retirement of Harry J. 

Klingler. * * «* 

i BAe, who is a vice-president 
and director of GM, had headed 

Chevrolet since 1949. He also is a 





Mich. Dealer Group 
Backs O’Mahoney Bill 


LANSING, — In reply to the 
“legislative emergency” meeting 
called by the Ford Motor Co., 
the Michigan Automobile Dealers 
Assn. last week notified NADA 
and the manufacturers that its 
membership is still supporting 
the O’Mahoney bill. 


However, it was significant 
possibly that the dealers did not 
express their position on the 
Monroney Bill — the major tar- 
get of the Ford dealer meeting. 

Gilbert L. Haley, executive 
vice-president of the Michigan 
association, sent this wire to 
NADA Executive Vice-President 
Frederick J. Bell: 


“The officers and directors of 
the Michigan Automobile Dealers 
Assn. wish to commend you for 
your stand and to offer you their 
full support on the ‘Good Faith’ 
bill Senate Bill 3879, the :-O’Ma- 
honey bill.” 

Similar telegrams were also 
sent to Henry Ford II, presi- 
dent of Ford Motor Co.; Ernest 
R. Breech, chairman of Ford 
Motor Co.; Harlow H. Curtice, 
president of General Motors; L. 
L. Colbert, president of Chrysler 
Corp.; James Nance, president of 
Studebaker-Packard, and George 
Romney, president of American 
Motors Corp. 





member of GM’s operations policy 
and administration committees. He 
joined GM in 1916. 

Critchfield, also a vice-president, 
had headed Pontiac since 1952. He 
has been with GM since 1921 and 
served as assistant general man- 
ager of Allison division prior to 
his appointment as general man- 
ager of Pontiac. 

Critchfield’s appointment marks 
the first time in GM history that a 
vice-president has headed process 
development, a GM spokesman said. 
The position traditionally has been 
held by an engineering executive 
operating under the manufacturing 
staff. 

Critchfield, however, will report 
directly to Harlow H. Curtice, GM 
president. 

* * * 
NUDSEN, who is the son of the 
late William S. Knudsen, former 
GM president, began his GM career 
in 1939 with Pontiac on a special 
manufacturing assignment. 

Clyde W. Truxell jr.. works 

manager of Detroit Diesel, will 





Cc, W. Truxell jr. E, A, Kaegi 


succeed Knudsen as general man- 
ager of Detroit Diesel. Truxell has 
been with GM since 1932. 

Edward A. Kaegi, general man- 
ager of Detroit Transmission divi- 
sion since 1953, will succeed Nor- 
man M. Ross as general manager 
of Brown-Lipe-Chapin division. Ross 
is retiring after 37 years with GM. 

Kaegi will be succeeded as gen- 
eral manager of the transmission 
division by O. William Habel, gen- 
eral works manager of Saginaw 
Steering Gear division, Habel has 
been with GM since 1923. 

No replacement has been ap- 
pointed for Cole as chief engineer 
of Chevrolet. 


Fire Hits Dingwall 
SIOUX LOOKOUT, Ont. — Ding- 
wall Motors, Ltd., owned by Bill 
Dingwall, was destroyed by fire. 
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Some Put Falloff at 50% ... 


N.H. Dealers Differ 
On Extent of Slump 





By Guy Langley 
Staff Correspondent 
CONCORD, N. H. — (UTPS) — 
There is a wide difference of 
opinion among New Hampshire 
automobile dealers as to the extent 
of the dip in new-car sales. 
Some have reported an out- 
right decrease of 50 percent 
compared with last year, while 
others estimated they are selling 
from 10 to 30 percent fewer 
automobiles than in 1955. 
Conversely, three Nash-Hudson 
dealers and a foreign-car outlet 
said their sales are ahead of 1955. 
Andrew Nicoll, president of the 
New Hampshire Automobile 
Dealers Assn., declared that 
“profitwise, 1956 will be better than 
1955, while new-car sales will be 


Studebaker Hikes 


Dealer Council 





To20 Members | 


| 
Studebaker’s | 


SOUTH BEND. — 
National Dealer Council has been 
expanded from 11 to 20 members, 
William A. Keller, general 
manager, has announced in report- 
ing election of members 
1956-57. 


Three members were reelected: | 
Jacksonville, | 


William Catlin sr. 


Fla.; Oliver Cinnater, New Or- 


leans, La.; and B. H. Lindenbusch, | 


St. Louis. 

New members are: Roland 
Gauthier, Salem, Mass.; Ralph A. 
Young, Buffalo; Thomas Rothwell, 


Amityville, N. Y.; Joseph W. Meil, | 


Chester, Pa.; I. Walter Sell, Johns- 


town, Pa.; R. B. Fleigh, Baltimore, | 


Md.; John P. Gregg, Joliet, II; 
Russ Regenold, Anderson, Ind.; 
Raymond F. Koepke, 
0.; Robert W. Campbell, Flint; 
Randolph Light, Minneapolis. 

G. C. Myrick, Dallas, Tex.; A. 
B. Sanders, Lawrence, Kans.; Carl 
Bartz, Denver; Frank H. Afton, 
Inglewood, Calif.; William V. Han- 
nah, Vancouver, Wash., and Robert 
A. McAuley, Merced, Calif. 

At the same time Keller outlined 
election procedures that will be 
followed. No later than May 1, 
each zone sales manager appoints 
three dealers to serve as a nomi- 
nating committee and prepare a 
slate for dealers to vote on. 

Members serve from June 1 to 
May 31 of the following year. At 
the first. meeting, a chairman is 
elected by the dealers. 


Olds Council | 
Endorses Quality 


Dealer Program 


LANSING.—The 24 members of 
the Oldsmobile Dealer Council en- 
dorsed the principles and goals of 
the General Motors “Quality Dealer 
Program” at their recent meeting 
here, according to J. F. Wolfram, 
Oldsmobile general manager. 

The “Quality Dealer Program” 
advocates the conduct of factory- 
dealer relations at a high level, out- 
lines the area of both factory and 
dealer responsibility, condemns un- 
ethical advertising and “bootleg- 
ging,” recommends improved dis- 
tribution practices, asks reappraisal 
of dealer sales potential and-reem- 
phasizes the importance of the 
customer. 

Other subjects discussed at the 
meeting were distribution, product, 
advertising, merchandising and cus- 
tomer relations. Both factory and 
dealer viewpoints on these subjects 
were explored. 

Wolfram pointed out that the 
dealers are a vital part of the Olds- 
mobile team and emphasized that 
the division’s aim is to strengthen 
continually the field operating re- 
lations with its dealers by further- 
ing its “Quality Dealer Program.” 

Clifford B. Murphy, Los Angeles, 
served as chairman of the council, 
and J. E. O’Daniel, Evansville, Ind., 
was named secretary. 


about 10 percent below 
last year.” 


A number of dealers expressed 
a different view, however, C. F.| 
Bartlett, manager, M. D. Ross 
Chevrolet Co. here, said _ sales| 
have dwindled 30 percent with a| 
corresponding decrease in profits. | 

A “definite slump” was _ re- 
ported by A. Harold Cavanaugh, 
(Chrysler-Plymouth) who pre- 
dicted that some dealers would 


those of | 





MADA Adds 20 Dealers 


MINNEAPOLIS. — Twenty more 
franchised dealers have joined the 
Minnesota Automobile Dealers 
Assn., making a total of 47 dealers 
who have signed up in the current 
MADA membership campaign, it 
was announced by Ken Stuntebeck 
(Ford), of Wadena, membership 
chairman. 


be forced out of business this 
year, 

“We've got to sell two cars this 
year to make the same profit as 
we did on one in 1955,” he said. 

Edwin Morse, Morse-Batchelder, 
Inc., (Studebaker), Manchester, 
said new-car sales were down 50 
percent and that profits were “not 
good.” 

In Exeter, Dreher Buick did not 
give figures, but reported that 
sales were below those of last year 
and that profits had dropped. 

One of the more _ optimistic 
dealers was Howard Hickox, Hic- 
kox Motor Sales, Manchester, who 
reported an increasing demand for 
Volkswagen. He said he had sold 


|165 of these cars since April, 1955. 


“There is a definite swing 
toward the smaller and less ex- 
pensive car,” Hickox added. 

All the dealers queried seemed to 
agree with Nicoll as to the causes | 


of this year’s dip in new-car sales. | 


Nicoll cited overproduction and | 
overselling in 1955 as the main fac- | 
tors, with some lost sales due to 
bad weather. He also placed some 
blame on previous installment buy- 
ing with unusually easy terms, 
some of which spread payments 





At Coffey's Grand Opening 


Dock Coffey, in front of microphone, president, Dock Coffey Pontiac, extends official 
welcome at the grand opening of his new dealership in Amarillo, Tex. An estimated 
50,000 persons passed through the new building during the two-day celebration. At 
Coffey's right is Roy Cullen, Pontiac Oklahoma City zone manager. 








sales | 


for| 


Lakewood, | 








Say, that’s really going some! ... 
even with an accounting machine 
and an operator who knows all the 
short cuts. But if you’ve checked 
around, you know she’s not using 
just any accounting machine. 


It’s the Burroughs Sensimatic 
that’s wrapping up this car dealer’s 
monthly financial statement in a 
scant 244 hours—turning a normal 
two-day chore into a between coffee 
break and lunch cinch. And as far 
as the operator goes, she’s average, 
not the whirlwind you might think. 
The time tests prove that. 


Yes, experienced bookkeepers 
have clocked it both ways, the old- 





“Financial Statement? 
Its all finished- took only 2% hours!” 


fashioned pen-and-ink method vs. 
the modern work-saving Sensimatic. 
The result: Sensimatic turns out the 
statement on an average of six times 
faster! 

And that’s only the half of it. In 
similar tests, the clock showed that 
all your daily distribution journals 
can be buttoned up three times faster 
with the Sensimatic, without chang- 
ing your factory-approved system! 

Sound too good to be true? Try us! 
One quick demonstration will prove 
all we say—and more. Just call our 
nearby branch office listed in the 
phone book, or write to Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs 





Burroughs 
Sensimatic 


“Burroughs” and “‘Sensimatic” are trademarks 
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Arizona Adopts Consumer Finance Code . 
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States Consider New Loan Acts 


By Bethune Jones 
Staff Correspondent 
NEW YORK. — Various states 
and municipalities have instituted 
regulations and legislation affect- 
ing small-loan and finance com- 


rest. 


superintendent of banks and re- 
quires that the borrower be given 


panies, credit insurance, banking| complete details of the carrying 
and related fields. charges and interest on his loan. 
Among the more significant Other provisions include an 


developments are the following: 
Arizona—A new uniform code 


explanation of how and when in- 
surance may be sold by the loan 


for the regulation of consumer | company to cover property 
finance companies was approved securing the loan or the life of 
this year by the Arizona law- the party obligated on a loan. 
makers. Another provision prevents a 


company with two licenses mak- 
ing multiple loans to the same 
borrower. 

The new law requires a small 
percent to 3 _percent on|loan firm to pay $100 annual li- 


The new act raised the lending 
ceiling for small loan companies | 
from $300 to $600, but reduced the | 
formerly permissible interest rate | 
of 3% 
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DRAW-TITE Gy HITCHES 


Proven BEST for BOAT coiit=s and UTILITY TRAILERS 


A lot of your customers will tow BOAT and UTILITY trailers this 
year. You can make this your business—at a profit! Custom built 
hitches for any make and model car can be shipped to you within 
24 hrs. of receipt of your order—keeps your inventory low! Draw- 
Tite Hitches are complete, ready to install—one-piece, sturdy con- 
struction — cadmium or chrome plated — “Only the Ball Shows”! 


=< CLIP AND ATTACH TO YOUR LETTERHEAD 





The measure spells out the small | 
loan regulatory duties of the state) 





the first $300 and 2 percent on the | cense fees, $50 at the time of appli- 


| cation for a license and other fees 
for examinations of premises and 
the transactions of licensees. 

A provision banning payments 
of commissions says, “The pay- 
|ments of fees, commissions or 
| bonuses, or the gift of anything 
of value, to any merchant, dealer, 
borrower, or other persons for the 
purpose of attracting applications 
for loans or as consideration for 


under way to get 33,000 voters’ 


posal on the November ballot to 
abolish the present state constitu- 
tional ceiling of 10 percent on in- 
terest rates, 


Without reference to any 
specific interest limit, the pro- 
posed amendment would em- 
power the state legislature to fix 
interest rates on certain types 
| of installment and other con- 
tracts. 
| Several years ago several finance 
firms withdrew from the State 
after the Arkansas Supreme Court 
ruled that no more than 10 percent 
|}could be charged by a small loan 
| company including certain expense 
and service fees. 

INDIANA — State officials have a 
| new small-loan bill under consider- 
j}ation but action 





its opponents contend might legal- 
ize the pressure-sale of life, acci- 
dent and health insurance 
small-loan borrowers. 


Albert Ward, of the Indiana 
Consumers Finance Assn., said 
that borrowers would not be 
forced to buy credit insurance 
and that rates would be less than 
those charged for regular life 
insurance. 

Other opponents of the regula- 
tion claim it would require bor- 
rowers to buy insurance regard- 


that it would increase the average 
loan company’s interest rates and 
charges from 27.2 percent a year 
to 33 percent. 


Louisiana — A bill has been in- 


|eredit charges to 8 percent. 


Senator Speedy Long, sponsor of 
the measure, has noted that there 
is no limit to such charges at 
present and added that he did 
not “propose to see anyone grind 
down the faces of the little people 
who need and must have credit 
at times.” 
| Long said that his bill would 

make it compulsory for lending 

agencies to refund unearned in- 
terest when a borrower prepaid 
his loan. 

MassacHusetts—Legislative sup- 
port has been expressed for a bill 
that would raise the small loan 
ceiling from $300 to $1,500 and 
provide for the fixing of interest 
rates by a commission composed 





Dealers, Papers 


Join in Iowa to 


Fight Bad Ads 


DES MOINES. — The 38 news- 
papers of the Iowa Daily Press 
Assn. have joined with the Iowa 
Automobile Dealers Assn, to estab- 
lish and maintain standards of 
practice for auto advertising. 

The intent of the standards is 
“to encourage and preserve 
| dependability in the advertising 
|and sale of automobiles. The spirit 
of these standards is that adver- 
tising shall be accurate and clear, 
that it shall not be unfair to com- 
petitors or have the tendency or 
capacity to confuse or deceive the 
public in any manner.” 

The Iowa standards are an 
adaptation of those set up original- 
ly by NADA and the Assn. of 
Better Business Bureaus. 

Alfred W. Kahl, executive vice- 
president of the Iowa dealers’ as- 
sociation, has asserted that Iowa 
has been notably free from decep- 
tive advertising except in one of 
the larger cities and that the new 
practices will have the full back- 
ing of dealers throughout the state. 


referring loan business is prohib- | 
| ited.” 
ARKANSAS A movement is 


signatures to put an initiated pro-| 


is bogged down| 
over a dispute on one clause which 


to | 


less of their needs or wants and | 


| troduced in the Louisiana legisla- | 
| ture that would limit carrying and | 


1956 


| of the Board of Bank Incorpora- 
tions and two appointees. 

This measure has been recom- 
|mended by James C, Gahan jr., 
counsel for the Massachusetts Fi- 
nance Assn., who said the industry 
realizes a housecleaning is in order 
to control or put out of business 
the loan sharks. 

In another development, a 
decision by State Insurance 
Commissioner Joseph A. Hum- 
phreys apparently has cleared 
the way in Massachusetts for 


auto insurance plans whereby 

the auto dealer legally partici- 
pates in the profits on insurance 
of cars he sells. 

Humphreys approved the plan of 
the Groveland Mutual Insurance 
Co. whereby the auto buyer pays 
National Automobile Underwriters 
Assn. manual rates for the double 
interest coverage protecting him 
and the dealer. The auto dealer, 
as the name insured, assumes any 
assessment liability, and if the 
| dealer's business is profitable, the 
| dealer is paid part of the premium, 





PONTIAC. — Appointment of 
Benjamin A. Kissam as assistant 
general sales manager for Pontiac 
has been an- 
nounced. Kissam, 
former eastern 





region manager, 
will be in charge 
of the _ central 


office sales staff 
operations. 
Other appoint- 


were: 





eastern 

B, A, Kissam manager, suc- 
ceeding Kissam. Pratt formerly 
was Los Angeles zone manager. T. 


| 








{ 





H. C. Pratt T. L. King 
L. King, Los Angeles zone mana- 
ger, succeeding Pratt. King had 
been Portland zone manager. 

C. L. Keyes, Portland zone man- 
ager, succeeding King. Keyes 
|formerly was assistant zone man- 





a: 


Cc. L, Keyes J. G. Vorhes 





ager in San Francisco. J. G. Vor- 
hes, San Francisco assistant zone 
manager, succeeding Keyes. Vor- 
hes formerly was assistant zone 
manager in Los Angeles. 

W. P. Holzworth, Los Angeles 
assistant zone manager, succeed- 
ing Vohres. Holzworth formerly 
was central regional sales promo- 
tion manager for the Pontiac 
central region. 





W. P. Holzworth 
The 
Schulte as Chicago zone manager 
and H. E. Milliken as Pontiac 


G. J, Schulte 


relocation of Gerald J. 





Lincoln Sales Up 


Dealers delivered 1,239 Lincolns 
in the second 10-day period of June, 
the division said last week, adding 
that this represented an increase of 
30 percent over the corresponding 
1955 period, when 959 new cars were 
delivered at retail. 

Lincoln said it was the 26th con- 
secutive 10-day period in which 
new-car retail deliveries exceeded 
totals of comparable year-ago 
periods. 

Retail deliveries for the year 
through June 20 totalled 21,151, Lin- 
coln said, a gain of 27 percent over 
the 16,666 counted in the same pe- 
riod of last year. 





ments announced | 


H. C. Pratt,| 
regional | 


5s 
0g 


Nine Appointed by Pontiac; 
Kissam Moves Up in Sales 


(Mich.) zone manager also was 
announced. 

The sales department appoint- 
ments included naming of K. L. 
Delashaw as assistant Oklahoma 





K. L, 


H. E, Milliken 


Delashaw 


| City zone manager. Delashaw had 
been business Management mana- 
— in the Dallas zone. 


iF ender Benders 
Are Front Men, 
Says Buick Aides 


FLINT.— The mortality rate of 
front fenders is nearly seven times 
higher than that of rear fenders, 
according to Paul E. McCracken, 
manager of Buick’s parts and ac- 
cessories division. 

McCracken said that Buick driv- 
ers purchased 88,050 replacement 
fenders in 1955, with 76,895 going on 
the front and 11,155 for the rear. 

“Buick owners must be among 
the most careful drivers in the 
world,” McCracken said, “using re- 
placement fenders at the rate of 
one for every 400,000 miles of driv- 


McCracken revealed that more 
than 14,000 man-hours were re- 
quired to produce the 88,000 fenders, 
with more than 19,000 gallons of 
paint used to cover them. 


White Reports 
Sales Up 36 Pct. 


During Quarter 


CLEVELAND. — Sales of White 
Motor Co. in the first quarter of 
1956 rose to the highest level in 
the firm’s history, stockholders were 
told in a report by Robert F. Black, 
chairman and chief executive officer. 

Sales amounted to $52,718,507, 
compared with $38,839,950 in the 
same quarter of 1955, an increase 
of 36 percent. 

Net income was $1,503,276, com- 
pared with $1,102,496, a gain of 36.4 
percent. 

White sold 4,882 new vehicles in 
the first quarter, compared with 
3,818 in the like period of 1955. 


Sun 'n' Fun 
Rambler Dealers Use 


Outdoor Lure 


DETROIT. — With summer 
weather beckoning people outdoors, 
Nash dealers across the country are 
featuring in their showrooms a 
typical camping scene with a Ram- 
bler Cross Country station wagon 
as the star. 

The display theme is a tie-in 
with an article which soon will ap- 
pear in Look magazine. The article 
will show in words and pictures 
how a young couple took a two- 
week honeymoon in a Rambler sta- 
tion wagon—living in the car by 
utilizing the twin travel beds and 
cooking outdoors on Coleman camp- 
ing equipment. Special dealer signs 
call attention to the “All-American 
Budget Vacation.” 
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Dear Cousin Ed: 

ENTY years ago the average 
automobile dealer’s most dan- 
us competition, to hear him 
tell it, was the shade-tree garage. 

In traveling the highways’ and 
byways to talk to auto dealers 
poth great and small, we still hear 
emplaints about the guy who has 
just moved from under his shade 
tree to an alley garage where he 

ializes in cutprice work. 

Evidence is mounting that this 
competition now is a mirage and 
almost nonexistent. There is, 
however, the competent, well- 
equipped independent garage, 
which is a serious competitor 
for the dealer’s service depart- 
ment, 

It appears that never in the his- 
tory of the horseless carriage has 
a franchised auto dealer had a 
better chance to build his service 
absorption to 60 to 100 percent or 
more. + + * 

A RECENT widely circulated 
newspaper article recom- 
mended that owners of modern 





cars be choosy about where they 
take their chariots for service and | 
repairs, pointing out how much 
different today’s car is from yes- 
terday’s. 

It said that the modern engine| 
with high compression, higher | 
rpm, and automatic drive requires | 
the services of a highly trained 
expert and recommended that the 
owner check his dealer’s service | 
department to see if 
dynamometer, 
ing machine, 
meter for 
points, front-end equipment, valve 
refacing machine, brake drum 
trueing lathe, late model wheel-| 
balancing equipment and half a| 
dozen other items. 

It pointed out that the day of 
the screwdriver and pliers me- 
chanic and his “miraculous ear” 
and “mechanical instinct” is 
gone forever. 

This newspaper columnist has 
done a better job of selling the 
franchised dealer’s service depart- 
ment than the dealers themselves, 
who as a whole have been rather 
backward about promoting service 
business on a grand scale. 


= = * 

SOME DEALERS, particularly in 

metropolitan areas, have done 
a pretty good job and others have 
put on a much better show with 
white work benches and doctors-in- 
white to wait on the customers than 
they have in performing the service 
operation. 

Even in some of these service 


an 


Trailer Shipments 
Decline 2 Percent 


During Month 


WASHINGTON.—Factory _ ship- 
ments of all types of truck trailers 
during April amounted to 6,437 
units valued at $30,755,000, accord- 
ing to the Bureau of the Census. 

This represents a 2 percent de- 
crease in number and a 1 percent 
decrease in value from March, 
the bureau said, when 6,564 trailers 
valued at $31,043,000 were shipped. 

In April a year ago, 6,363 trailers 
valued at $29,846,000 were shipped. 

Trailer production during April 
totalled 6,697 units, compared with 
6,866 in March and 6,313 in April, 
1955. 

Of the 6,437 trailers shipped in 
April, 3,520 were vans, 573 were 
tanks, 221 were pole,-pipe or log- 
ging, 928 were platforms, 350 were 
low-bed heavy haulers, 173 were 
dumps, 353 were chassis only and 
319 were off-highway, auto trans- 
port, public utility or converter dol- 
ies. 


Canadian Dealers Sell 


» More European Cars 


OTTAWA.—Canadian auto deal- 
ers sold 4,369 European-made mo- 
tor vehicles during April, a 62 per- 
cent increase from the 2,694 vehicles 
Sold in the same month last year. 
The retail value of the vehicles rose 
from $4,997,000 to $8,201,000. 

Mainly responsible for the up- 
Swing was the increase in car sales, | 





which rose from 2,461 in April,| will 
said. 


1955, to 4,052 this April. 


it had a/|Mitlion pounds of automobile parts 
an electric analyz-|C@m now move daily through the 
electric dwell | 2¢w Ford Detroit pool car terminal, 
setting distributor |#ccording to Howard C. Sullivan, 
|¥'ord division master scheduling 
| and material control manager. 


|of Ford and its suppliers pour ap-| 








fs the Tail to Dealer’s Kite’... 


~ Country Cousin Views Service 


emporiums where everything ap- 
pears to be surgically clean, the 
electric analyzer has been pushed 
back in a corner to gather dust 
and the proprietor will tell you 
that his mechanics don’t like it 
- can do better work without 

t. 

With more cars on the road and | 
more miles being driven than ever| 
before, with more cars being 
wrecked, with drivers traveling 
faster than ever on substandard 
highways and with engines rev-| 
ving up faster, what is happening 
to the parts industry? 

One of the large producers of | 
parts is McQuay-Norris Co., St. 
Louis, which makes pistons, pis- 
ton rings and a number of other 
auto parts. The company’s cur- 
rent statement shows that volume 
is almost 15 percent ahead of 1955. 

2 * * 


AGNER ELECTRIC CoO, 
which produces brakes, parts 
and hydraulic brake fluid, reports 
that sales are almost 9 percent 
above a year ago. 
Replacement parts 


Ford Expedites 
Parts Shipping in | 
New Terminal 
DEARBORN. — More than two! 


manufac- 





The terminal, which began opera- 
tion June 4, serves as a giant fun- 
nel into which Detroit-area plants 


proximately 200 truckloads of parts 
each 24 hours. These relatively 
small individual shipments are con- 
solidated into full rail carloads for'| 
delivery in trains to 18 Ford and| 
Mercury assembly plants and a ma-| 
jority of the company’s parts de-| 
pots. 

Built by the Wabash Railroad, 
the 15-acre terminal is leased by 
the railroad to Ford. Its roof 
stretches 1,500 feet along the Wa- 
bash tracks to provide sheltered 
loading space for 104 rail cars and| 
unloading space for 122 trucks 
simultaneously. 

A two-story office building pro- 
vides approximately 15,000 square 
feet of space for a staff which 
checks all shipments and directs 
routing and loading. 

The terminal is equipped with 
the latest mechanical material han- 
dling devices. 

Trucks back into docks which are 
adjustable to the height of each 
truck bed. Power fork lifts can be} 
driven inside the trucks to pick up 
loads. 

To move freight to rail car loca- 
tions, carts are towed automatically 
up and down the terminal by a con- 
veyor system installed under the 
floor. 

Rail cars are spotted four abreast 
in the siding. Steel bridges then are 
placed between them so employes 
may drive fork lifts through them 
to deposit loads in the cars farthest 
from the dock. 

Shipping documents automatically 
go to and from the offices through 
a system of 22 pneumatic tubes. 


Adman Grace Launches 


Business Counsel Firm 
DETROIT. — Edward R. Grace, 
formerly with Grant Advertising, 
Inc., last week announced a 
“new concept of 
business coun- 
sel service” in 
launching his 
own firm here. 
Grace said the 
organization will 
offer clients con- 
fidential counsel- 
ling of an advis- 
ory board in “six 
areas of top man- 
agement.” These 





E, R, Grace 


|are: Advertising, sales, public re- 


lations, research, finance and pro- 
duction. Members of the board 
be announced later, Grace 
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turers are producing parts far in 
excess of any predictions made 
five years ago, according to trained 
analysts in this field. 

One tire company, a major 
firm in the premium field but 
not near the big volume pro- 
ducers, expects its business to 
increase 30 percent this year. 

There now are 63 million vehi- 
cles on the road and experts pre- 
dict 85 million by 1965. 

So the automobile dealer with- 
out a service department is in 
about the same position as a kite 
without a tail. He has thrown 
out the baby with the bath water. 

* + * 
ITH that luscious market star- 
ing the service-minded dealer 
in the face he should rush, not 
walk, to the nearest purveyor of 
shop equipment and replenish his 
“iron.” 


Labor problems, space problems, 
customer problems, rent problems, 
just problems. Winton, Haynes and 
Ford had ’em just like you got! 
‘em today. The wizards that sell 
and service the jets of tomorrow | 
will look back on now as “the} 
good old days.” Problems are part 
of the game. 

I wonder if we do not some- 





times use these so-called prob- 
lems as crutches for out inactiy- 
ity, our natural human laziness 
(there’s a more refined word for 
it but it escapes me) as an 
excuse for not doing what we 
know we ought to do to make 
money. 

Do we sometimes blame the cus- 
tomer and point up his short- 
comings as an excuse for our 
failing to measure up to the sit- 
uation? 


* oa = 
ON’T we sometimes claim that 
some customers are free- 


loaders on free service and are 
making us go broke because we 
have not been able to overcome 
a warranty situation? 

Personally I think the road back 
to a real service business means 
less showmanship and more crafts- 
manship; more supervision of per- 
centage mechanics to see that the 
small job is not slighted nor run 
into a big job. 

I think we need to sell pre- 
ventive maintenance to our car 
owners and prove to them that 
what we sell them as preven- 
tive maintenance really does 
save them both time and money. 
We've got customers with big in- 

vestments in their cars as com- 
pared with other days. Have we 


|sold them on a definite program 


of protecting this investment be- 


| sides loading them down with in- 


surance payments? 

In running around over the 
country I’ve found that franchised 
dealers who have factory-trained 
experts for their own make of car 
and for their competitors cars as 
well are doing a big and profita- 
ble service business. 

K ” x 
O MATTER what the new-car 
business does this year or 
next, the service business is boom- 
ing. But like the bell that “tolls 
for thee,” it booms only for those 
who are ready. 

So, Ed, no matter if your cus- 
tomer has a three-shade suburn, 
two-shade hair, a three-tint con- 
vertible and shorts that would 
make a duke pop his monocle, 
they still have to have a one-shade 
mechanic with a diploma to make 
‘er run. 

I reckon you heered that uncle 
Lem had closed out his service 
department. Well, now  they’ve 
had a sanitary hearing and pore 
ol’ Uncle Lem has been judged 
insanitary. 

-L. H. Houck 
Cousin and Correspondent 





$627,555 Spark-Plug Order 


Given AC by Air Force 


FLINT.—A_ $627,555 Air Force 
order for aircraft spark plugs 
has been received by AC Spark 
Plug division of General Motors. 

AC also recently announced a 
$596,783 Navy order for aircraft 
plugs. AC also produces jet 
igniters for the armed services. 





Obituaries 





Gorson Sponsors Art Award— 


Margaret Segal, winner of the Samuel Gorson Memorial Art Award at Phila- 
delphia's Fleisher Art School, discusses her landscape of old Roxborough buildings 
Gorson 


with Cyrus Gorson, Philadelphia dealer and automotive finance executive. 


established the prize in memory of his late brother, an amateur painter. 


MINNEAPOLIS. — A combina- 
tion of service and hard work are 
two qualities that Bill Boyer of 
Boyer-Gilfillan (Ford) believes in. 

Boyer has been active in several 
community projects and currently 


Pontiac Covers 
2,841 Miles in 
24-Hour Dash 


PONTIAC. A 1956 Pontiac 
has covered 2,841 miles in a 24- 
hour speed run at Bonneville Salt 
Flats in Utah, Pontiac said last 
week. 

The car, driven by the famed 
race driver Ab Jenkins, and his 
son, Marv, topped the previous 24- 
hour stock-car mark by 219 miles, 
Pontiac said. 

The test was run on a 10-mile 
circular course on the salt desert. 


Jenkins’ fastest time around the} 


course was 126.65 miles per hour. 

Twenty-eight pit stops were 
made for refueling during the 24 
hours. Average time in the pit 
was 26 seconds per stop. One tire 


was changed and one quart of oil | 


was added during the run. Both 
were precautionary measures, Pon- 
tiac said. 


Burlan, Plymouth’s 
Western Sales Chief 


LOS ANGELES.—Robert C, Bur-| 


lan sr., 62, Western zone sales man- 
ager for Plymouth, died June 24, 
after a seven-week illness. 


Mr. Burlan entered the automo- 
tive business in 1914 as a retail 
salesman and served consecutively 
as retail sales manager and general 
manager of dealerships through 
1939, at which time he was ap- 
pointed Plymouth district manager 
in Salt Lake City. In 1954 he was 
appointed to the position of West- 


ern zone sales manager. 
* * x 


Spotswood Dabney Grant 
MIAMI BEACH, Fla.—Spotswood Dabney 
Grant, 59, a retired auto dealer, died here 
June 18 after an operation. 
+ * * 


William Terry Welch 
MEXICO CITY.—William Terry Welch, 
65, representative in Mexico of the Chrys- 
ler Export Corp., died June 8 after a long 
illness. 
* * * 


Clarence L. Marshall 
WADLEY,Ga.—Clarence L. Marshall, 78, 
retired auto dealer and service station 
operator, died June 15. 
* * . 


Robert E. Reister 
LOUISVILLE.—Robert E. Reister, retired 
auto dealer died June 16. 
* * 


Chauncey D. Hakes 

ALBANY.-—Chauncey D. Hakes, head of 
the Albany Garage when it was known as 
the ‘‘largest in the world,'’ and later 
president of Hakes & Le Bourveau, an 
automobile firm, died June 21. He had been 
engaged in the automobile business since 
the 1920s. 


Service and Hard Work 


Dealer Boyer Optimistic for Future; 
Aids Community Projects 











is vice-president of the Minneap- 
olis Chamber of Commerce (next 
year he will be president), a mem- 
ber of the Better Business Bureau 
and has served as co-chairman of 
a bond drive for the new metro- 
politan sports stadium. 


“Every business man owes it 
to his community to be active in 
affairs of this type and to try to 
make it a better place in which 
to live,” Boyer says. 

As co-chairman, Boyer helped to 
raise $4.5 million in privately fi- 
nanced bonds that enabled this 
city to build its new baseball 
stadium. Boyer described the new 
stadium, which has a capacity of 
22,000, as “probably the finest and 
most modern in the country.” 

As far as the automobile busi- 
ness is concerned, Boyer can offer 
no “pat” formula for running a 
successful dealership, but said that 
most of it involves “simple, hard 
work.” 

“We try to run a good, clean, 
honorable business and to offer 
service to our customers as well 
as good representation for our 
factory and our products,” he 
declared. - 

Boyer was with Ford Motor Co 

for 20 years before buying into his 
present. business in 1943. Currently 
he also owns part of Mitchell & 
Boyer (Lincoln-Mercury) here. 

His business this year is up and 
well above average, Boyer said, 
and sales are running ahead of 
last year. As for the future of 
business in general and the auto- 
mobile industry in particular, 
Boyer thinks that expansion will 
be the keynote. 


Latest Mergers, 
Acquisitions 
Borg-Warner-Y ork 


Merger of York Corp. into Borg- 
Warner Corp. has been approved 
by York stockholders. Close to 75 
percent of York’s stock was said 
to have been voted in favor. York 
shareholders will receive a _ half- 
share of Borg-Warner common 
and $2 in cash for each share of 
York common. 

* * 


Remington-Mail Tool 


Remington Arms Co., Inc., has 
agreed to buy Mail Tool Co., Ltd., 
Chicago, and its Canadian subsidi- 
ary, Mail Tool Co., Ltd., Toronto. 

Mail Tool produces portable elec- 
tric, gasoline and pneumatic tools 
and flexible shaft equipment. 

* * * 


Globe Union-Wico 


Globe-Union, Inc., Milwaukee, 
has acquired the assets of Wico 
Electric Co. West Springfield, 
Mass., according to C. O. Wanvig, 
Globe chairman. The parent com- 
pany makes storage batteries and 
Wico manufactures ignition equip- 
ment. 








| & 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 
































Week Week dan. 1 
sees = eck, © dune'ts, Outpet, duly, dune 30 
1956 1955°*  1956* June 1955°* 1956 
AMERICAN MOTORS. 1,400 3,390 329 3,605 105,873 61,175 
INOUE - avcnvascrvencsessecorsonse 300 940 114 890 34,130 18,661 
SI oi cnintasdoadictpbiccnoréesonie 1,100 2,450 215 2,715 71,743 42,514 
CHRYSLER CORP. ...... 17,050 25,568 15,898 63,320 797,834 473,925 
Chrysler... 2,750 3,981 1,812 9,297 112,336 64,892 
a ee 1,800 2,147 1,901 7,806 80,569 56,977 
SEED. néssecoreverscoveccosteseseece 4,000 4,840 4,130 17,435 179,893 108,259 
IEEE sdassvecsssevssevcens 8,500 14,600 8,055 28,782 425,036 243,797 
FORD MOTOR .......... $1,150 43,039 30,961 127,123 1,158,185 867,342 
Continental .................. a ~ aelecdaa 14 ae” A latedocmind 1,029 
EE Tha situncncentepeivesvresees 25,100 33,167 25,478 103,482 901,734 700,370 
IEEE,” <a Sddcemesstursvoueces ee. “Saaedioee 7183 3,197 21,675 27,361 
BEY iswrvevevcevesosessoeeee 5,200 9,872 4,686 20,385 234,776 138,582 
GENERAL MOTORS.... 51,213 82,940 56,197 228,962 2,102,845 1,729,142 
IT Sins daonid seatieawneseoies 7,177 + +16,480 9,571 37,754 427,675 322,173 
ID io neiscciiscoeneessceuviets 2,560 3,250 3,168 12,852 82,796 $4,445 
Chevrolet. .................. 29,600 37,574 29,678 123,879 946,112 878,521 
Oldsmobile .................... 6,876 13,847 7,992 31,487 331,131 252,360 
SD ¢clspagsvedvoveveccpecers 5,000 11,789 5,788 22,990 315,131 191,643 
IES vacssontitsserecesvevence 49 3,503 1,763 5,354 115,990 59,344 
SIE | edscoocsescoresccessee 49 1,479 601 1,637 43,627 12,875 
SED sccéocsocssctecsss sesacseocs 2,024 1,162 3,717 72,363 46,469 
Total Cars, U. S........... 100,862 158,440 105,148 428,364 4,287,158 3,190,928 
©*Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
dune 30 Week, June 23, Output, July 2, June 30, 
1956  1955* 1956* June 1955* 1956 
CHEVROLET ................ 5,600 10,291 7,095 27,687 199,119 196,420 
DIAMOND T .................. 110 97 106 436 2,661 2,556 
eT oon coliiconsionilenians 80 74 80 346 1,850 2,179 
EE IR 1,600 2,294 1,905 7,347 55,773 45,629 
TL 5 ccdcsenigdinsabtucaenenes 5,950 6,744 5,811 24,509 195,658 160,486 
ST siccsectisadddaspeustiieneceobecnnes 1,600 2,324 1,566 7,015 50,755 50,888 
INTERNATIONAL ...... 2,350 3,020 2,433 9,702 70,348 13,286 
TTC chevsintnaacebsccnnccssaencee 410 374 383 1,433 6,363 9,666 
ini sctinatecenesesecoontet 80 120 88 347 2,692 1,943 
STUDEBAKER 351 314 933 10,300 6,869 
WHITE 330 365 1,601 7,864 9,694 
WMD onnncccccecccccscccccssccees UBD enccceeeee 1,377 4,639 40,219 31,020 
MISCELLANEOUS*** 48 65 47 214 1,832 1,221 
Total Trucks, U. S..... 19,655 26,134 21,570 86,209 646,934 591,857 
Total Cars, Trucks, 
SI. nceedninegnegehesianes 120,517 184,574 126,718 514,573 4,934,092 3,782,785 
Total Cars, Trucks, 
IR, i sanseigngnnetbooe 12,940 10,362 12,891 52,878 282,977 275,524 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....133,457 194,936 139,609 567,451 5,217,069 4,058,309 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 


New Ford Pact 


Hangs 


On Capital Action 


(Continued from Page 8) 


dealers had lunch with President} 
Henry Ford II and Chairman Er-| 


nest R, Breech. 

Benson Ford was asked about 
the functions of the Dealer Policy 
Board. He replied that the func- 
tions had been drawn up and 
were now being printed and that 
every Ford Motor Co. dealer 
would soon get a copy. 

Among the concessions which the 
dealers requested were the follow- 
ing: 

1. More security clauses for the 
dealer in business and the dealer 
“going out.” 

2. The 5 percent rebate for un- 


Cadillac Workers 
Reap Idea Record 


DETROIT: — Cadillac has an- 
nounced a record total of $37,584 
has been awarded to employes 
through its suggestion plan during 
the first five months of 1956. 

The best previous five month 
period in the 14-year-old Cadillac 
plan was during the first five 
months of 1953 in which $28,452 
was distributed, according to W. 
8. Chisholm, director of personnel. 





sold new cars on hand when a new 
model is introduced. 

3. A parts obsolescence plan. 

4. A dealer insurance plan. 

The dealers also requested that 
the factory do more to eliminate 
bootlegging and phantom freight. 

However, most of the Ford deal- 
ers agreed that Ford Motor Co. had 
done a better job of attempting to 
stamp out bootlegging than the 
other manufacturers. 

The concessions requested at the 
special council meeting by the 14 
Ford dealers were gathered from 
informal conversations with other 
dealers. Normally, the national 
group’s presentation consists of 
items gathered in a national solici- 
tation through the district and re- 
gional dealer councils. 

One dealer said that this was 
the second special meeting of the 
Ford Dealer Council held this 
year, the other being held in Jan- 
uary. He said the Ford officials 
quickly agreed to the dealers’ re- 
quest for the meeting and that 
the dealers were very graciously 
treated. 

Another dealer said, “Some of my 
friends claim that I’ve been brain- 
washed, but I really think the Ford 
people are trying to straighten 
things out.” 











Packard Ends ’56 Run... 


Holiday Slash Due 
~.:|\In Car Production 


(Continued from Page 1) 


breaking 4,257,150 units built dur- 
ing the first six months of 1955. 
Truck production, which 
dropped from 21,570 units the 
previous week to 19,655 last 
week, was estimated at 86,209 
units for the month. That is 9.6 
percent below the 95,399 trucks 
produced last month, and 26.9 
percent below the 119,297 units 
assembled during June, 1955. 
Commercial-car assemblies for 
the first half are expected to total 
591,857 units, or a 7.8 percent de- 
cline from the 642,191 trucks built 
during the first six months of 1955. 


* * * 


iL four-day operations at Cad- 
illac and the five B-O-P plants 
last week dropped General Motors 
assemblies for the week to 51,213 
cars. The previous week the corpo- 
ration turned out 56,197. 

A breakdown of GM operations 
showed Buick with 7,177 cars 
last week, as compared with 9,- 
571 a week earlier; Cadillac with 
2,560, as against 3,168; Oldsmo- 
bile dropping from 7,992 to 6,876; 
Pontiac dipping from 5,788 to 


City Embroiled 
In Galesburg’s 
Backshop Strike 


(Continued from Page 8) 


think they’re necessary in our little 
dealerships.” 


* * 


Dealer to Arbitrate 


pean ware, a dispute at Gib 
Bergstrom (Ford) was tempo- 
rarily settled when the company 
and union officials agreed to submit 
for arbitration the cases of two 
mechanics, allegedly fired for non- 
productivity. It was agreed that the 
firing of a third mechanic would be 
dropped. 


In Chicago, dealers were in- 
vited to attend a meeting today 
(July 2) at which the labor com- 
mittee of the Metropolitan Chi- 
cago Ford Dealers Assn. would 
explain the changes in the con- 
tract between the dealers and 
Locals 701 and 731. 


In the St. Louis area, approxi- 
mately 650 auto mechanics who are 
members of the Machinists Union 
have approved a two-year contract 
with the dealers in St. Clar and 
Madison Counties. 


The new pact calls for a 12-cent 
hourly increase retroactive to June 
1 and an additional 10 cents an hour 
effective June 1, 1957. 

—JosePH M. CALLAHAN 


Chevrolet’s French 


Given Dealer Post 


DETROIT.—Appointment of C. J. 
French as assistant manager of 
Chevrolet’s new 
factory - dealer 
relations depart- 
ment has been 
announced. 

French will 
work directly 
with Ivan X. Sar- 
vis, in charge of 
dealer relations. 
The department 
was created to 
give dealers a 
direct line to top 
management. French joined Chev- 
rolet in 1936. 





* 


C. J. French 


Guaranteed 
Plastic Seat Covers 


Carry Warranty 


FRENCH LICK SPRINGS, Ind.— 
Purchasers of Southbridge Vinalon 
plastic seat covers will be given a 
life-of-the-car guarantee, according 
to Leo Frantzman, director, South- 
bridge Plastics division, Golding 
Bros. Co. 

Frantzman announced the war- 
ranty plan at the summer meeting 
of the Automobile Seat Cover Man- 
ufacturers Assn. here. 











5,000 and Chevrolet slipping 
slightly from 29,678 to 29,600 
units. Chevrolet worked five days, 
and Pontiac and Oldsmobile were 
expected to work their home 
plants Friday. 

Ford Motor Co., with both its 
Lincoln and Mercury divisions 
showing slight improvements, 
jumped from 30,961 assemblies a 
week earlier to 31,150 last week. 

* * > 

oo division dropped from 25,- 

478 to 25,100 units, but Lincoln 
climbed from 783 to 835; Mercury 
rose from 4,686 to 5,200 and Con- 
tinental showed a one-unit im- 
provement as it turned out 15 
units last week, compared with 14 
a week earlier. 

Chrysler Corp. with only its 
DeSoto and Dodge divisions 
showing declines, increased pro- 
duction from 15,898 units a week 
earlier to 17,050 last week. 
Plymouth jumped from 8,055 to 

8,500; Chrysler division rose from 

1,812 to 2,750; Dodge dropped from 

4,130 to 4,000, and DeSoto slipped 

from 1,901 to 1,800. 
a * + 

MERICAN MOTORS CORP, 

with its return to Rambler out- 

put, assembled 1,400 cars last week, 
compared with 329 units a week 
earlier. Nash built 1,100 cars last 
week, as against 215 the previous 
week, and Hudson jumped from 
114 to 300. 

Packard closed out ’56 model 
output Monday with a produc- 
tion of 49 cars. No date has been 
set for the start of production 
on ’57 models. 

Canadian _ car-truck output 
totalled 12,940 units last week, a 
slight drop from the previous 
week’s 12,891 vehicles. Canadian 
vehicle output for June is esti- 
mated at 52,878. Output for the 
first half is estimated at 275,524 
units. 
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Sales Idea Pays Off— 


Glenn W. Hanna, second from left, 
salesman, S & S Chevrolet, Clarksburg, 
W. Va., collects $25 award from E. P, 
Feely, Chevrolet assistant sales manager, 
for a prize-winning idea submitted in a 
recent sales promotion contest. Looking 
on are A. R. Barrett, left, Chevrolet branch 
manager, and A. W. Schroath, head of 
S & S Chevrolet. 


Eldredge Retires 
As Ford Ad Chief 


DEARBORN.—Ford division last 
week announced the retirement of 
Gordon C. Eldredge, advertising 
manager of the 
division since 
1949. 

A veteran of 31 
years service in 
automotive adver- 
tising, Eldredge 
joined Ford divi- 
sion in 1947 as 
assistant advertis- 
ing manager in 
charge of Ford 
cars. Prior to 
joining Ford he G. C, Eldredge 
had worked in various advertising 
capacities with J. Walter Thomp- 
son, Austin Bement, Campbell- 
Ewald, and D. P. Brothers adver- 
tising agencies. 

Eldredge also is a member of the 
board of directors of the Detroit 
Adcraft Club and the Detroit Ad- 
vertising Golf Assn. 

The company did not name a re- 
placement for Eldredge. 
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2666 PENOBSCOT BUILDING 


DETROIT 26, MICH 


HELP WANTED 


SALES MANAGER ,WITH IDEAS. Must 
have automotive selling experience and 
know auto values but need not have 
worked as a sales manager. Chrysler- | 
Plymouth 250 new car potential, trading | 
area of 75,000 population within 100 miles | 
of Milwaukee, Wisconsin. Remuneration | 
will be adequate, even to high percentage 
of profit or buy in. Give age, marital | 
status, history of employment, present | 
earnings or record of sales in units and | 
any other information you deem per- | 
tinent such as when available. Box 6258, 
c/o Automotive News, Detroit 26. 


OUTSTANDING OPPORTUNITY. For a 
man who seeks the opportunity to insure 
his future financial success and to live in 
desirable southern California city. Indi- 
vidual must know every phase dealership 
operation with strongest emphasis on 
new and used car sales and have excep- 
tional ability to produce top results under 
sound ethical policies. Must possess A-1 
character, background that will stand 
most rigid investigation, be genuinely 
ambitious and have a willingness to work 
hard and long hours to insure success for 
dealership and himself. To this man of 
executive ability there is opening as gen- 
eral manager with opportunity for owner- 
ship after few years. General Motors 
dealer with 1,800 new and used sales last 
year. Write fully, enclosing photo. Replies 
held confidential. Box 6263, c/o Automo- 
tive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box, pumber ads, we suggest 
you send your réplies direct to Classified 


Manager, Automotive News, Enclose a 


note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is ome you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





3 HELP WANTED 

WANTED—OFFICE MANAGER and ac- 
countant for Buick dealership. Must be 
capable of taking full charge of office. 
700 to 900 car deal. Write giving full 





details regarding experience. DeRoque 
Buick, 1036 ‘‘E’’ St., San Bernardino, 
Calif. 


ONE OF DETROIT’S leading Ford dealers 
has opening for an experienced sales 
manager between ages 30-40. Fine oppor- 
tunity for one who will qualify. State 
complete history in letter to Box 6256, 
c/o Automotive News, Detroit 26. 


NEW CAR SALES MANAGER—$10,000 a 
year and up. Must be capable of man- 
aging sales force that will produce 1200 
to 1500 new Pontiac sales per year profit- 
ably. The Wichita market is a good mar- 
ket. Living conditions are good. Give ex- 
perience and references in first letter. 
Write direct to Mr. B. G. Stout jr., Byron 
Stout Pontiac, Inc., 1214 East Douglas, 
Wichita, Kans. 

TREASURER AND ACCOUNTING man- 
ager. Large GM dealer in Chicago is 
seeking high calibre man between ages 
35-45 years, preferably with Motors Hold- 





ing experience. Applicant must be ana- 
lytically minded and thoroughly familiar 
with all phases of operations associated 
with position such as finance, operating 
control, insurance, taxes and auditing. 
If you are interested in security and re- 
muneration commensurate with efforts, 
Please submit photograph and resume of 
experience, All replies confidential. Box 
6257, c/o Automotive News, Detroit 26. 


ATTENTION — AUTO SALES managers! 
Experienced sales manager wanted for 
“Big 2’’ dealership located in midwest 
city with annual 500 car potential. We 
have excellent proposition for right man. 
Send resume of experience and present 
salary plans. Include business references 
and photographs. All replies held in 
strictest confidence. Box 6264, c/o Auto- 
motive News, Detroit 26: 

PARTS MANAGER — Dealership handling 
Nash. Good. salary and commission. Ref- 
erences. Landay Motors, 812-36 S. Paca 
St., Baltimore 30, Md. 
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HELP WANTED 


; MANAGER—$5,000 per year guar- 
gntee plus bonus. Mid Ohio city, 35,000 

lation. Sales—$9,000 a month. Give 

, experience, references, etc. Will keep 
gonfidential if requested. Write Box 6232, 
¢/o Automotive News, Detroit 26. 


HELP WANTED FOR NEW dealership. 
Need sales manager, office manager, 
service manager, truck manager and used 
car manager. Deal will be one of several 
owned with opportunities to go into part- 
nership with me on your own dealership 
jater—if you prove out. Must have a 
good record of results as a department 
manager back of you. Box 6265, c/o 
Automotive News, Detroit 26. 








aaa... 


AUTO AGENCY 
OFFICE MANAGER 


Require mature man with substantial GM ac- 
counting, bookkeeping and administrative 
background. Handle approximately 500 used 
and 300 new cars yearly—Pontiac, Oldsmo- 
bile, Cadillac and GMC trucks. Top salary 
and bonus plus transportation, insurance pro- 
gram, paid vacation. Airmail resume of ex- 
perience, references and photograph. 


AURORA MOTORS, INC. 


Box 870 Fairbanks, Alaska 





ACCOUNTANT-OFFICE MANAGER, 45, 
12 years’ experience, knowledge all phases | 


af operation daily controls College. 
New Jersey, eastern Pennsylvania, New 
York preferred. Top flight man for vol-| 
ume operation. Box 6233, c/o Automotive 
News, Detroit 26. 


ear eS 
OFFICE MANAGER-ACCOUNTANT, 31. 
Six years experience knowledge all 
phases dealership operation, daily con- 
trols, supervising credit and personnel, 
analyzing departmental operations. Hon- 
est, hard worker, best of references. 
Available immediately. D. G. Smith, 2823 
33rd, Lubbock, Texas. Phone Sherwood 
4-8954. 


GENERAL MANAGER or good paying de- 
partment manager. Can stand acid test 
for all departments of dealership. 39 
years old, married, two dependents, pres- 
ently employed. Want opportunity to 
whip operation into smooth and profitable 
deal. Confidential. Box 6246, c/o Auto- 
motive News, Detroit 26 

TRUCK SALES MANAGER, wholesale or 
retail. 45 years of age, 20 years’ experi- 
ence all phases of truck selling. Write 
Box 6250, c/o Automotive News, Detroit 
26 

GENERAL MANAGER. Thirty years’ ex- 
perience—shop, parts and sales. Past 10 
years complete management for absent 
owner—approximately two million dollar 
a@ year gross business (sold out due to 
health). References—-bank presidents, top 
factory executives, top finance executives. 
Extensive fleet experience and can move 
used cars. If you need management with 
experience, know how and ability to put 
forward thinking into practice, I would 
like to talk to you. Would work with son 
or son-in-law to make him a real top 
executive. Box 6266, c/o Automotive 
News, Detroit 26 


RETIRE EASILY AND profitably. 40 year 


Manager with over 20 years retail selling 
experience in both large and small dealer- 
ships seeking buy-in buy-out arrange- 
Ment. Chevrolet only—east coast—ap- 
proximately 200 car deal. Family man 
well regarded in community and real 
worker. Can take over. Write Box 6267, 
t/o Automotive News, Detroit 26. 

FINANCIAL EXECUTIVE—C.P.A. Nine 
years’ experience—cost control, budget- 
ing, accounting, business management 
and administration. Previous dealership 
experience. Presently junior executive 
large automotive manufacturer. Age 30. 
Box 6268, c/o Automotive News, Detroit 


26. 
ENERGETIC GENERAL MANAGER de- 


Sires to locate with a ‘‘Big 3’' Michigan | 
dealer on a buy-in arrangement (after 
proving my capabilities). 19 years in auto 
industry as used car manager, general 
Manager and general sales manager— 
also successfully operated my own used 
car business. Hull-Dobbs experience. Pres- | 
ently employed in executive capacity with 
large volume dealer. Capital available 
and factory approval assured. Box 6269, | 
c/o Automotive News, Detroit 26. | 

POSITION WANTED. Office manager— | 
General Motors dealer. Prefer southwest. | 
20 years’ experience General Motors deal- | 
ers as office manager and credit manager. 
Volume operation. Can furnish best of 
references. Box 6270, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


HANDLING CHEVROLET-OLDS.. Estab- 
lished 1931 in town of 5,500. 40 miles 
from Rochester, N. Y. Fixed assets and 
parts. Building leased at low rent. 150 
car potential. Owner in ill health. Box 
6241, c/o Automotive News, Detroit 26. 

DEALERSHIP HANDLING Ford in south- 
ern Missouri. 100 to 200 new units per 
year. $17,000 for parts, equipment. Box 
6238, c/o Automotive News, Detroit 26. 

COMPACT DEALERSHIP handling Lin- 
coln-Mercury. Located in county seat— 
northwestern Ohio. Manufacturing com- 
munity, excellent agricultural area. New 
brick-block building—all modern facili- 
ties. Adjoining used car lot. Will sell all 
or part. Fine opportunity for young man. 
6240, c/o Automotive News, Detroit | 
6. 


YOU WANT A DEALERSHIP? Then get 
on record with us. Just write in for form 
to be completed and filed with us. We 
offer our nationwide confidential assist- 
ance without charge or obligation. Auto- 
motive Enterprises, 10600 Puritan, De- 
troit 38. 

DEALERSHIP HANDLING FORD in north- 
east Iowa county seat town. 120 car po- 
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DEALER SERVICES 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


© Buy Right ® Sell Right 


Parts—Accessories—Equipment 

© © A disinterested certified physical 
Inventory will save you money ® © 
DON'T GUESS—BE SURE 


Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 





MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. July, 1956 checked. On ad- 
dressed labels, 35M, $14 per M. Box 6274, 
c/o Automotive News, Detroit 26. 











tential. Good building and used car lot. . - : > 

$15,000 plus inventory. Box 6260, c/o CARS FOR SALE 
__Automotive News, Detroit 26. CADILLAC SHARP 1952's-1956's. All 
AUTOMOTIVE PARTS-SERVICE, same| body styles. Chrysler, DeSoto eight pas- 


owner 35 years; completely equipped 
machine shop; general auto service; auto 
parts; 2-story brick, 5-room suite; sales 


$36,000 year; Pennsylvania; with prop- 
erty. Apple Co., Brokers, Cleveland 15, 
Ohio. 





DEALERSHIP HANDLING Chevrolet-Olds 
in Michigan’s upper peninsula. New gar- 
age in growing community. Box 142, | 
Romeo, Mich. 

EXCELLENT DEALERSHIP handling 
Chrysler-Plymouth. Established 1917. Lo- | 
cated in prosperous northeastern New 
York State city with huge trading area. | 
Excellent building for sale or lease. Buy | 
parts, fixtures, shop equipment. No used | 
cars or receivables. Opportunity to get 
in easy. Box 6272, c/o Automotive News, | 
Detroit 26 











senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 

Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
| ington, D. C., Pittsburgh, Akron, Cleveland, 








| Detroit, Flint, Chicago, Milwaukee, Cincin- 
DEALERSHIP HANDLING FORD nati, Louisville, St. Louis, Kansas City, Lin- 
IN CONNECTICUT coln, a ae City, Fort Worth, Dal- 
| las, New Orleans, Atlanta. 
(Population 37,000) ‘ieee : 
Modern facilities, 400 or better potential. ROBINSON AUTO RENTAL 
Excellent opportunity made available by | DIVISION 
iliness. Established 16 years. Will lease | 218 S. Wabash Ave. Chicago 4, Ill. 
real estate |. E. Spatig, Used Car Mgr. Webster 9-2144 
Box 6261, c/o Automotive News, 
Detroit 26. 
ATTENTION DEALERS !! 
FOR SALE 


LARGE DEALERSHIP 
HANDLING PONTIAC 
Centrally located in Chicago with excellent 
organization and high fixed coverage. Won- 

derful opportunity for right party. 
Box 6262, c/o Automotive News, Detroit 26. 








DEALERSHIPS WANTED 


IF YOU WANT TO SELL OUT, then get 
on file with us. No obligation unless you 
make a deal with a Certified Buyer, rec- 
ommended by us. You are not tied up 
with exclusive agreements. Sell to your 
own or factory buyer without obligation 
to us. Turn our buyer over to your fac- 
tory for handling if you like, or every- 
thing in very strict confidence from em- 
ployes, customers, and factory if you pre- 
fer. Write for complete information stat- 
ing whether or not confidential handling 
is desired. Automotive Enterprises, 10600 
Puritan, Detroit 38. 


WILL BUY ANY KIND of Big Three deal- 
ership. Must be clean and in area offer- 
ing high potential and profit. Box 6245, 
c/o Automotive News, Detroit 26 

DESIRE 500 to 1,000 UNITS—GM, Ford, 
Chrysler dealership. Lease real estate. 
Have factory approval. Replies confiden- 
tial. Box 6259, c/o Automotive News, 
Detroit 26 


WANTED—FORD OR Chevrolet deal of 
about 75 to 100 cars a year in the state 
of Florida or on the Gulf coast of Texas. 
Box 6271, c/o Automotive News, Detroit 
26. 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 








BUSINESS OPPORTUNITIES 





INCREASE YOUR PROFIT 


Earn as much as 


50° Commission 


on Auto Insurance 
@ Simplified plan for writing all risks. 


@ Complete coverage—material 


Trailers and light trucks. 


damage, BI & PD—dAutos, 


@ Contract tailored to your needs. Write your own policies and 
settle claims or the company will completely handle for you. 


FINANCIAL INDEMNITY COMPANY 


HOME OFFICE 5858 Wilshire Bivd., Los Angeles, Calif. 
Telephone Webster 3-7451 


Write, Wire or Phone Collect Today! 





SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
| Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


| MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








“BE BRB SBR HERE E EE 


EX-TAXIS 


Priced for quick sale 
150 1954 CHEV.......$225 
100 1953 CHEV.......$170 
100 1953 PLYM.......$145 














Every one with:— 
@ Heater 
@ Defroster 
@ Puncture Seal Tubes 
@ Excellent Bodies 
@ Good Motors 
@ Excellent Upholstery 


Contact Harry Mattia 


POTAMKIN CHEVROLET 


1101 S. Broad St. 
Philadelphia 


Phone HOward 7-5400 
BEEBEEBEEEEEEE Ba 


BUSES FOR SALE 


CONN., MASS., R.I, dealers. Blue Bird 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 
Cousins, Hartford, Conn. Jackson 9-3100. 


SCHOOL BUSES 


WARNING! STEEL MAY BE IN SHORT 
SUPPLY THIS SUMMER 
ORDER NOW 
IMMEDIATE DELIVERY 


6 Ford 60 passenger 
15 Chevrolet 54 passenger 
5 Internationals 60 passenger 
3 Ford 54 passenger 
TRANSIT SALES & SERVICE, INC. 


23 South St. Danbury, Conn. 
Call Frank T. Mee, Jr. 


LRBRBBBEBERBEHRERBE BEBE RERERBE RBBB RR ee 
HERB BRBHRER BER RBE BRB RE RHR RBERB RR eS 














BUSES WANTED 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6275, c/o Automotive 
News, Detroit 26. 


«SHOP EQUIPMENT WANTED 


ONE HUNDRED TON OR LARGER hy- 
draulic press. Yearwood Chevrolet Co., 
Warner Robins, Ga. 





ACCESSORIES FOR SALE 








1953-4 MoPar 


8 tube—push button 
Dodge Radios 
$25.00 
CLOSE-OUT 
MOZEL AUTO RADIO 


Sales—Service 


4041 Fenkell UN. 1-0350 


Detroit 38, Mich. 








MISCELLANEOUS 


Easy money for some 
New York car man 


DREAM OF A CAR 
LEASE COMPANY 





ANTIQUE CARS FOR SALE 

1926 OAKLAND LANDAU sedan for sale 
by original owner. Perfect condition (just 
spent $250 in repairs). Max Jaretski, 897 
Irvine St., Bronx 59, N. Y. 


MISCELLANEOUS 





HUNTERS & FISHERMEN 
NEW LOG CABIN 


15 acres—Here's the place to hide from 
customers. By jeep only. 
$5,000 
EAST GREENBUSH GARAGE, INC. 
Albany 77-2228 East Greenbush, N. Y. 





TRADEMARK TRANSFERS, truck signs, 
etc. No charge for sketch, Durable plas- 
tic colors. Write Allied Decals, 8400 
Hough Ave., Cleveland 3, Ohio. 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


sae ger eS neat 








FOR SALE FOUR CLAMPS TO FIT 


98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$ 525 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


72 cars all on 1 to 3-yr. contract to 
doctors, professional men and top ex- 
ecutives. Quality rates up to $305 per 
month. Average account 10 years old. 
Garaged where clients 
town 


in mid- 
Manhattan and Westchester. 
You'll need no buildings or facilities. 
One-man business. Asking $175,000, 
little above value of cars. Box 6273, 
c/o Automotive News, Detroit 26. 


live 


THE FAMOUS 


Automatic BraKinG|| MOTO-MATIS 


TOW + GUIDE 


Four Clamp Unit 
SPECIAL (F.0.8. Factory Net) 


SAAYS ics 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 


FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 


THE ORIGINAL YELLOW BAR 


ONLY ..$ 


WITH BRAKE HOOK-UP 


ONLY. .$5]45 


Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $61* 
Meets ALL 1.C.C. Requirements! 


BRAKE HOOK-UP 
TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect “specs: 
40 So. Clinton St., Chicago 6, Ill. 





LESS 
ALL 
CABLES 


LESS 
GUIDE 
CABLES 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Street Address.... 


Sere eee eee eseeeee 


TRADE CONNECTION: 
Car Dealer [) Truck Dealer [] 
Jobber [) Insurance [] Financial 


NOES OF ana ckevicd cdbien 04400s00000000bur 


Manufacturer EF] 
Supplier [1] 


See eee ee 


1-2-56 




















































Now for the INTERNATIONAL Dealer ! 
—New Heavy-Duty V-8 Line ! 


With the hottest sales story of them all! 


Here’s another important step forward for greater 
INTERNATIONAL sales—the introduction of a great 
new heavy-duty “V-Line”! It’s the biggest develop- 
ment in recent years in our never-ending program 
to give every INTERNATIONAL Truck Dealer still 
broader sales opportunities. 

Three big new V-8’s—206, 226 and 257 hp.—wrap 
up a sales story nobody can touch! More power per 
payload pound! Shorter trip time! More ton-miles 
per gallon! The newest and finest truck V-8 fea- 
tures! The most go under any truck hood! 

And he has a ready-made sales clincher from a 
test program that’s unmatched in truck history! A 


hundred fleets tested these V-8’s in more than 
2,500,000 on-the-job miles under all kinds of 
conditions, on all kinds of operations. The highly 
enthusiastic reports from owners give the INTERNA- 
TIONAL Dealer an additional, and mighty powerful 
sales tool! 


It’s the continuous flow of golden opportunities 
like this that make it profitable to be an INTERNA- 
TIONAL ‘Truck Dealer. A few choice franchises are 
available. Write in strict confidence to: 


Manager of Sales, Motor Truck Division, 
International Harvester Company, 
180 N. Michigan Ave., Chicago 1, Ill. 


All-Truck Built to 


INTERNATIONAL 
TRUCKS 


save owners the BIG money! 


Motor Trucks * Crawler Tractors * Construction Equipment 
@® McCormick® Farm Equipment and Farmall® Tractors 





